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Number 8 


Taking a Shot at the Heel of Achilles 


Achilles of old was vulnerable in only one spot—the 
heel. The shoe merchant of to-day, despite the fusil- 
lade in his direction, is not hit. The shots have gone 
all around, and we won’t say that they have hit any 
other apparel trade, for our knowledge is not in that 
direction. But of the heel and the shoe and its method 
of distribution we must say that the pop-gun of pub- 
licity has not even raised a blister. 

Opening the May Day riot was the charge by At- 
torney-General Daugherty when he said: “With 
hides and calfskins selling at starvation figures, shoe 
dealers keep rolling up war-time profits. It is time for 
them to stop this profiteering. I paid $12 for shoes 
that formerly sold for $16, and yet that same dealer 
raked off a greater margin of profit than during the 
war. It’s time to call a halt to this sort of thing, not 
only in shoes but in other extortions in sales of food 
and clothing of all kinds.” 

Words, words and more words bearing out the fact 
that with either Democrats or Republicans the utter- 
ances from out of men in Washington have so fre- 
quently been “the obvious thing to say though actual 
facts are to the contrary.” The wolf cry has been 
made so often that the majority of merchants, and we 
hope the public as well, just ignore the opinion of the 
many political economists. Coming from Attorney- 
General’s office ought to mean “backed with facts,” but 
the contrary is true. 

First—the merchants of Washington sent him the 

story out of the RECORDER of April 30: “Why compare 
country hides with finished shoes,” and that opened his 
eyes. 
Second—the “greater margin of profit” is all 
bunkum, for if ever there was a time when margins 
of profit were prudent it is now. Why, stores which 
sold high grade shoes and needed a 35 per cent mar- 
gin have learned how to sell shoes to-day with an aver- 
age of 30 per cent, and other stores in lesser propor- 
tion! Never were shoes sold so close, and we know 
it! This year won’t show a national average: of 5 per 
cent net profit in shoe stores because competition is 
at its fiercest. 

An industry with a_ two billion dollar business at 
retail—probably the most competitive business in the 


United States—is not in a position to extort profits. 
There are enough new business men starting in the 
game every day, and who are satisfied with small 
profits, to make pretty stiff competition for the store 
with high profit ideas. With attempts to sell direct 
from the factory, with efforts to control store output, 
and with every clever scheme to eliminate the mer- 
chant, the fact remains that the merchant is the most 
economical agent of service in footwear. 

The May attack is but the beginning of a number of 
charges, not only in Washington but in every part of 
the country. Keep cool and do business. The strength 
of your position is the competitive balance that comes 
from supply and demand—both of which are function- 
ing to-day without speculative stops. 

We do believe, however, with the Journal of Com- 
merce, which says: “As things stand the retailers of 
the nation, if they believe current aspersions unjust, 
ought to state their position clearly and afford definite 
data in refutation of what has been said.” And as if 
to endorse and supplement this we have a letter from 
John W. Fyfe of Hayden Bros., Omaha, Neb., saying: 

“In your issue of March 12 there is an article about 
“More Interference With Orderly Merchandising,” and 
I agree with you heartily in your crusade to stop it. A 
postmaster under the law cannot do such things and 
get away with it if the proper ‘higher up’ were ap- 
pealed to. 

“What the shoe trade in general needs is a well paid 
committee of one to three people to live in Washing- 
ton, whcse duties would be to see that such a practice 
as this is nipped in the bud. Also, it would be their 
duty to scrutinize all bills relating to the shoe indus- 
try and take the proper steps or action to kill said 
bills. Also to inform statesmen as to business facts. 

“The salaries to be paid for by the trade at large or 
by assessment. This could easily be handled by the 
proper men through the different associations.” 


A New “Window-trimming” 
Merchants who have been following the quotations 


on leather have expressed a wonder as to the upward 
shoot of calf-skins.. One merchant drew the parallel 
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“the stock market does a little window dressing now 
and then by a bull movement with nothing more back 
of it than hopes.” 

But there seems to be a bit more than hopes back 
of the rise in calf-skin prices. The action of Old- 
Reliable-Supply-and-Demand has made most of the 
trade interest in calf-skins. When shoes down to $4 
at wholesale have calf-skin uppers, where, oh where, 
has side leather gone? Ah, so it may be that as calf- 
skin goes higher there will be a side leather demand to 
keep shoes “at a price.” And here you have it, and 
as someone has said, “there are other things besides 
chemicals in a leather business.” 

If the upward move is being encouraged by skillful 
“raising hands” it means a rude awakening, and that 
soon. Calf-skins cannot be cornered, for there is a 
pretty large supply the world over. A short rise is to 
be expected because the demand has switched so heav- 
ily to calf-skins. 

As it now stands the price of finished calf-skins is 
from three to five cents per foot over a month ago. 
Let us hope the price will stay at that point or lower 
to the encouragement of a good shoe at a fair price 
to the public. It would not be a good thing to have a 
big jump in calf-skin prices for the drop would surely 
follow. 

The merchant who bought his shoes at the early 
season prices is a few dollars ahead per case of calf- 
skin shoes—being the reward for anticipation. 


A Daily Dose of Bunkum 


The newspapers along the Pacific Coast have been 
raving about the possibilities of shoes made in Manila 
reducing the cost of footwear here. The story reads: 
“The first blow in the battle of insurgent American 
shoe manufacturers against what they claim to be the 
artificially maintained high cost of footwear.” This 
beautiful dream of shoes for $1 a pair or thereabouts 
includes investigations by the San Francisco Chamber 
of Commerce and a general “round-robin” against 
present day prices. It even goes so far as to welcome 
goods manufactured by Oriental labor and American 
machinery. 

There is absolutely nothing back of the story. In 
all probability the shoes are a return shipment re- 
vealing the error on the part of some American manu- 
facturer in sending some unsuitable types of footwear 
to people having feet but little removed from the orig- 
inal savage. 

When it comes to shoemaking with cheap labor, 
there is the whole island of Porto Rico open to some- 
one who would like to establish a business down there. 
With 2,000,000 inhabitants on the island and no shoe 
factory it looks like an excellent opportunity. But the 
more you analyze it, the more you see the futility of 
endeavoring to make footwear for people who haven’t 
even the price to buy shoe laces. 

There have been several attempts at manufacturing 
in out-of-the-way places where labor is cheap, and 
with the fact that shoes are duty free, the invasion 
of American markets is long overdue. 

It is as true to-day as it was at any period in the 
history of American business that the factory best 
suited to the service of the American public is the 
one that pays well for brains and labor. In this type 
of factory the production per day, per machine, is a 
greater economy than is possible through the teach- 
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ing of raw natives on expensive machines, the intricate 
process of shoemaking. Just the cost of damaged 
shoes alone would bring the level of price up to 
American heights. 

Cheap coolie labor versus American labor is an argu- 
ment that has always aided the building up of tariff 
walls. The American shoe manufacturer and the 
American merchant stand on a pretty firm founda- 
tion, and any possible menace of cheap Oriental labor 
is almost impossible. 


Seek the Middle-Class 
Trade 


Have you noticed the change in your buying clien- 
téle? Gone are the customers who came from the 
mill and factory with swollen pay envelopes to buy 
shoes from $20 and up. In their place we find that the 
great middle class is regaining its courage and coming 
to retail stores to buy its wants. 

The salaried worker is finding that its purchasing 
power per dollar is slightly increased with the lower- 
ing in price of commodities. This may be one of the 
reasons why shoe stores are getting a little better than 
the average chance at the city public’s pocketbook. 

Stores that have had a clientéle of customers, who 
are workers in cities on fixed salaries, may not have 
had the “big pickings” during the inflation period. 
To-day, however, these stores are renewing acquain- 
tance with fixed-income folk and getting greater 
volume of sales. 

This great middle class of people now forms the 
steady trade of the city store and is thrifty as well 
as substantial. The middle class now has its turn at 
the fitting stool and has the money to buy the shoes, 
and the need of shoes, too. The consumption of shoes 
by the middle class wasn’t as great in the past two 
years, so the return of this element to the purchase 
of shoes is an encouraging index of business. 


Stopping the Transient 
Merchant 


How the problem of the so-called “transient mer- 
chant” is being solved by the regularly established 
merchants of St. Joseph, Mo., is interestingly de- 
scribed in a letter received from H. D. Ennis, com- 
missioner of the St. Joseph Stores Association. 

“The transient merchant who comes to a city and 
conducts a retail business for a few days from the 
room of a hotel or other quarters, usually tax free,” 
writes Mr. Ennis, “is in direct competition with the 
regular retail merchants of a city, who are constant- 
ly contributing to the support of every civic and 
charitable undertaking, and who are paying heavy 
taxes. Also, by this method of merchandising, citi- 
zens usually pay higher prices than the same class 
of goods could be obtained for from the regular 
stores and are often imposed on by receiving inferior 
goods. They have no recourse as the transient mer- 
chant has reaped his harvest and gone to a new 
field. 

“To assist in remedying this situation in St. 
Joseph, especially in view of the additional burden 
to which it became necessary to subject local mer- 
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chants, in the form of an occupation tax, the City 
Council embodied in the occupation tax ordinance a 


tax on transient merchants, of $100 for the first - 


ten days and $10 per day for each additional day. 

“An ordinance defining ‘transient merchants’ to 
be those who take orders for goods at retail for future 
delivery, as well as those delivering goods at the 
time of purchase, and an ordinance requiring hotel 
keepers to report to the License Inspector when a 
‘transient merchant’ becomes one of their guests, 
was also passed by the City Council.” 

The Recorder will be glad to furnish any regu- 
larly established retail merchants’ association with 
a copy of the ordinances passed in this progressive 
city. 





Who Influences Shoe 
Styles? 


Changes of styles are prompted by the natural hu- 
man desire for change in everything. These changes 
are difficult to predict and involve a large element 
of uncertainty. There is probably no one subject 
connected with modern merchandising which re- 
quires more careful and continual study and obser- 
vation than the changing humors of the public with 
reference to fashion. 

There are three elements to be considered, name- 
ly: The manufacturer, the merchant and the pub- 
lic. Each one of these has an influence on the sum 
total of prosperity of any fashion. No one of them 
can wholly control any fashion. It is for the manu- 
facturer and the dealer to originate, promote and 
present styles. It is for the public to accept or re- 
ject. As a general thing, most of the originative part 
of the work rests with the manufacturer and most of 
the promoting so far as the consumer is concerned, 
by the merchant, who stands next to the consumer 
in the scheme of distribution. 


Why Shoes Wear Out 


The average step is 26 inches. This means 2,437 
steps to the mile, or 12,185 in a five-mile day. A 
person weighing 160 pounds, in a day has pounded 
into his shoes 974 tons and 1,600 pounds of meat, 
bone and troubles, and all this he carries above his 
shoes. A steel hammer weighing 160 pounds com- 
ing down at that rate for four months would have 
to be renewed each day and would have to be fished 
out of the deepest hole in the earth at the end of 
four months. 

First, last, always and for evermore, remember 
that you do not want to encourage special orders. 
Having considered the subject from all angles this 
is a logical conviction. Shoes are best sold from 
stock—but the special pair has a logical place in the 
service plan of every shoe store—but ask a price for 
it to compensate for the possibility of “No sale” on 
one out of three “specials.” 

Don’t forget that making specials is often a gam- 
ble—expert’s advice on “How to take measures” not- 
withstanding. However, the fact remains that you 
must take orders every now and then. It attracts 
customers, too, for it lends a sort of custom charac- 
ter to your store. Then at times it is good merchan- 
dising, or rather, good horse-sense, to take a flyer 
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by way of humoring a good customer, though you 
feel apprehensive. 

So bear in mind that the proper way to handle the 
business is to have a custom-trained clerk in your 
store who can accurately take measures. Granting 
that it is hardly practical for the majority of mer- 
chants to have a real custom shoemaker in the 
store’s employ one can only do the next best thing: 
follow the lasts he has stocked from his manufac- 
turers. 

Taking measures in a retail store is always a 
splendid exercise for “backbone” development. Hear 
all your customer has to say about his feet and pay 
heed. Remember, he has been a pretty faithful com- 
panion to his feet for several years and he ought 
to know how they have acted. 

If he wants something that is all wrong speak out. 
One need not argue—just relate your experience in 
such matters. Don’t let him run away with the 
idea that a special pair will correct the misfits of 
years. The time to talk is before taking the meas- 
ure. Then is the time to let him know that you know 
what you are about. At least he will return fully 
expecting to put on a pair of shoes that fit. 


a 


PHILADELPHIA WHOLESALERS MEET 








Twenty-five New Members Elected—Talk Given on 
Association Benefits 


Philadelphia.—The Philadelphia Shoe Whole- 
salers’ Association held its regular meeting and din- 
ner in the Bourse restaurant April 25. The member- 
ship committee reported 25 names of applicants 
for admission. The principal feature of the meet- 
ing was an address by Louis Taylor, secretary of 
the National Shoe Wholesalers’ Association and the 
Shoe League of New York City, who talked upon 
association work and the benefits to be derived 
from it. 


ENGINEERS SEE STYLE SHOW 


Manufacturers and Merchants Co-operate in 
Milwaukee Revue 


Milwaukee, Wis., May 8.—One of the most attrac- 
tive and interesting events in connection with the 
national Spring convertion of the Society of Indus- 
trial Engineers of America at Milwaukee (April 27 
to 29) was a Style Revue staged in connection with 
a luncheon in the Fern Room of the Hotel Pfister. 

The style show was staged through the co-opera- 
tion of Milwaukee manufacturers and merchants. 
All the footwear for the display of children’s shoes 
on living as well as still models were furnished by 
George Frantz, proprietor of the Kress Boot Shop, 
553 Twelfth Street, Milwaukee. Stephen J. Brouwer, 
head of the Brouwer Shoe Co., 322-324 Grand Ave- 
nue, provided all other shoes, and the hosiery came 
from Phoenix and Everwear of Milwaukee. The 
bathing girls wore rubber caps and bathing shoes 
furnished by the United States Rubber Co. 

The committee gave public credit to the following 
concerns for assistance: §S. J. Brouwer Shoe Co., 
Everwear Hosiery Co., Holeproof Hosiery Co., Kress 
Shoe Shop, National Knitting Co., Phoenix Knitting 


.Works, A. Geo. Schulz Box Co., U. S. Rubber Co., 


Alb. H. Weinbrenner Co., Edmonds Shoe Co. and 
numerous others. 












aia le - - 




















































” 


BOOT AND SHOE RECORDER 


Tanners Convene at Atlantic City 


Upward Trend, Restored Confidence and Improvement in 


Aside from the weather the general spring meeting 
of the Tanners’ Council of the United States was a 
most successful event. About 160 members, many of 
them accompanied by their wives and daughters, as- 
sembled at the Hotel Traymore, Atlantic City, being 
present from Wednesday evening, May 4, and attend- 
ing the convention Thursday and Friday, May 5 and 
6, which was held in the various banquet rooms of 
this magnificent hotel. 

While speeches were made by men from other walks 
of life, addresses on subjects intimately connected 
with the leather trade were made at the various gen- 
eral and group meetings, in. fact these group meetings 
were going on most of the time during Thursday. 
The most dominant note of the general and all group 
meetings appeared to be the genuine feeling that im- 
provement in the leather and shoe business is already 
with us; that the great slump in trade is a thing of 
the past, not only has confidence been restored, but the 
upward trend is under way. 

The program although rather long and containing 
many individual talks and addresses was completed 
and with some additions. Tanners were present from 
all sections of the United States even from the Pacific 
coast. Much of the information from the addresses 
was technical and of interest only to the tanning end 
of our industry, and we have selected extracts mainly 
from the speeches of the President and shoe manufac- 
turers which would be of interest to our readers. The 
convention was presided over by Harry I. Thayer of 
Thayer-Foss Co., Boston, president of the Tanners’ 
Council, assisted by the following: L. J. Robertson, 
vice-president; C. P. Vaughan, vice-president; Wil- 
liam McAdoo, Jr., vice-president; E. A. Brand, sec- 
retary, and J. Dudley Smith, Boston manager of the 
Tanners’ Council. 

The convention opened Thursday, May 5 at eleven 
o’clock following the registration. Mr. Thayer’s ad. 
dress was given in sections, and we quote from it 
herewith such sections as will be of interest to RE. 
CORDER readers. 


Address of President Thayer 
Tariff—Free Hides 


The campaign for the restoration of adequate 
duties on imported leather and the retention of hides 
on the free list was the biggest task undertaken by 
the tanners during the present association year. As 
soon as the plans of then President-elect Harding con- 
cerning fiscal policies were made known we immedi- 
ately formed a committee composed of men who were 
able to deal with such an important subject as the 
tariff. On December 17 this committee was called to 
New York to formulate a policy as regards hides and 
to decide on rates of duty on leather which should be 
recommended to Congress. The committee again met 
in Washington on February 8 and 9, when our brief 


was prepared, which made a strong plea for free hides | 


and for adequate duties on leather, and presented 
same to the Ways and Means Committee of the Na- 


Trade Keynote of Convention Spirit 





tional House of Representatives. Mr. Charles H. 
Jones and other leaders of the shoe manufacturing 
industry rendered able assistance to us at Washing- 
ton in the fight for free hides. ‘ 


Tax Relief 


Another big problem which the Council had to face 
last fall was the shrinkage of leather inventories for 
the year 1920. Tanners had inventoried their goods 
on the basis of 1919 prices—prices that would never 
again be realized—and as a consequence the tax re- 
turns made to the Internal Revenue Bureau were erro- 
neous. An effort was made through Congressional ac- 
tion to have the net-loss provisions of the Income Tax 
Law which were limited to the Year 1918 amended so 
as to include 1919 and subsequent years. Special 
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The prettiest curve of the foot revealed. 

You will note how the midsummer styles 

reveal more and more of the arch of the 

foot. The French styles are so “cut under” 

that some slippers are but toe cap and 
: heel counter 















committees went to Washington and presented the 
case to the Senate and House Committees in charge 
of revenue matters. I wish to state that our efforts 
were not in vain as we were given definite assurance 
that the amendment in question would be taken up 
at the present session of Congress. Already we have 
filed a brief on the subject with the Senate Finance 
Committee. 


Uniform Sales Contract 


Shortly before the close of the Chicago convention 
a very suggestive paper on the subject of cancella- 
tions and the adoption of a uniform contract covering 
sales of leather to shoe manufacturers was presented 
by the secretary of the Chicago Tanners’ Associa- 
tion. This paper brought out-considerable discussion 
and resulted in the adoption of a resolution in open 
meeting instructing officers of the Tanners Council to 
enter into negotiations with the shoe manufacturers, 
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through their national organization, with a view to 
having committees from the respective bodies get to- 
gether and decide whether it would be possible to 
agree on a uniform order blank. Negotiations be- 
tween the two associations were immediately started 
and as a result of several meetings of the respective 
committees a set of rules was agreed upon and they 
have been made the subject of a referendum which 
has been sent to the members of the Council. 


Artificial Products 


Last January I stated to members of the Sole and 
Belting Group that the time had come when the tan- 
ning industry should do something in the way of pub- 
licity to make known to the consumers of the country 
the real merits of leather. It was not the idea to di- 
rectly discredit imitation products but simply state 
the case of leather on its merits; in other words, have 
the public really understand that “there is nothing 
like leather.” I am hopeful that the several groups 
which are meeting at this convention will decide defi- 
nitely on some plan of publcity. 


Economic Readjustment 


Since our last annual meeting in October our in- 
dustry has been in the throes of prolonged economic 
readjustment. I am pleased to say to you to-day that 
I believe we can see a clear streak breaking on the 
horizon. This perhaps is the first time we could truly 
say this. 

What we all want is a return of stabilized prices; 
prices upon which we may go ahead and produce 
leather and be able to sell at a stable price. Only upon 
this basis can we ever operate our tanneries at a 
profit again. This condition I believe will soon re- 
turn. Confidence in our Administration at Washing- 
ton is one helpful factor; tariff and tax legislation is 
another; lowering of the Federal Reserve rate of 
money is another; reduced stocks upon the shelves of 
the retailers another; and behind all this is the aver- 
age American business man full of push and the de- 
sire to do business again. 

One of the most inspiring events of the morning 
session was the address of Mr. Edward J. Cattell, 
City Statistician of Philadelphia. Mr. Cattell’s optim- 
istic views on the future of all industry in the United 
States served as a great stimulus to the convention. 


Short Talks By Members 


At the luncheon which followed addresses were 
made by members of the various groups in the form 
of ten minute talks. One of the features of these 
was an address by Hon. Richard Young of New York. 
Mr. Young, a veteran leader of the leather trade 
prominent in the “swamp” for over a generation, forc- 
ibly impressed upon his hearers the thought that the 
basic integrity of the manufacturers and merchants 
in our trade constitute our assurance that conditions 
are righting themselves and will be followed by 
greater prosperity than the trade has ever known 
before. 

Convention opened Friday morning at ten o’clock 
with a program of special papers. 

The afternoon session was devoted mainly to ad- 
dresses by leading shoe manufacturers. 

Mr. Frank R. Briggs, president of the Thomas G. 
Plant Company, Boston, also president of the Na- 
tional Boot & Shoe Manufacturers’ Association, spoke 
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in part as follows, on the “Outlook of the Shoe In- 
dustry.” 


Address by Frank R. Briggs 


The temporary lack of confidence, and the unpleas- 
antness that went with it, is now history; and a de- 
termination to hold fast to that which is sound for the 
future, is in the air. My impression, based on the 
best information and from deduction and conclusion, 
is, that the bottom of depression in the shoe trade is 
passed, and that an upward tendency—gradual but 
gaining in momentum—is in evidence, and generally 
recognized; so much so, as to be able to distinguish 
between a mere indication and the real thing itself. 
In consequence, we may expect that the hand-to- 
mouth buying, resulting in .a marked shortage of 





Tan Norwegian calf ball straps, four rows of stitch- 
ing for trimming. Selected from line of Stonefield, 
Evans Shoe Co., Rockford, Il. 











much-needed finished merchandise, will be followed by 
reasonable and increasing advance buying, as condi- 
tions develop along their present favorable lines. 

Certainly, all factors which affect the situation 
seem to be improving. The movement is gradually 
forward and, with steady progress, complete recovery 
is only a matter of time. The wide variation in the 
ratio of deflation between one business and another, 
has been responsible for much public bewilderment 
and consequent overcaution, but the progressive defla- 
tion in those industries which have been slower to re- 
spond, is fast bringing about a more uniform and 
stable situation. 

A Better Understanding 
_It seems reasonable to conclude that we are now 
approaching a constructive period, based on a founda- 
tion much sounder than has prevailed for some time. 
There is a better understanding between buyer and 
seller, and confidence, not hesitancy, is becoming more 
and more the rule. A forward policy, founded on the 
preponderance of good over ill in the outlook, will go 
far toward quickening stability in our industry. It 
only rests for confidence in anticipating reasonable 
wants, to keep the shoe business in the foreground of 
leadership. 
More Pairs of Shoes the Aim 

It is important to recognize also, that the purchas- 
ing power of wearers of medium to fine footwear, is 
not seriously- affected for the reason that the income 

(Continued on page 38) 
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In Opening a New Shoe Store 
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The Advice We Give to Young Men Who Contemplate the 


Your letter of April 6 
to the BooT AND SHOE RE- 
CORDER, Boston, has_ been 
referred to me for answer. 

Your own name together 
with the words Shoes is as 
good a name as you could 
select for your business. 

A man’s name _ should 
mean something. If his 
character is right and his 
reputation is right, it is 
business building power. 
People like to do business 
with the man who appreci- 
ates his own name. To as- 
sume some high sounding 
name for a store often re- 
sults in the proprietor los- 
ing his personality in con- 
nection with the business and his friends do not 
know where to find him. 

It is very important that you know the community 
where the new store is to be opened in order that 
you will have the right merchandise when the store 
opens. 

Merchandise that would sell readily in one sec- 
tion of your city would be a drug on the market 
and probably cause serious loss in another section. 

It is important that all your merchandise be in 
place. The interior of your store and your windows 
should be neatly decorated and trimmed when the 
store opens for business. 


First Circulars to Customers 


Your store will probably be too small to employ 
the large daily papers as a large advertising medium. 
I would suggest, therefore, that you get a mailing 
list of the people in that community who would be 
probable or prospective customers and send the an- 
nouncement direct by mail. 

It might be. a good idea also to have circulars 
printed announcing some special prices for the open- 
ing date. 

A coupon could be inserted in this advertisement 


Starting of a Little Shoe Store “All Their Own” 





If you want originality, try the new window 
floor which is low enough to give the public 
the idea of “shoes on the feet” 


and also in the direct by 
mail announcements which 
would be redeemed in mer- 
chandise if presented with- 
in thirty days of the open- 
ing date. 


Right Shoes and Right 
Prices 


All business depends 
upon confidence, and in or- 
der to build a business it is 
necessary to acquire and 
hold the confidence of your 
clientele. This means the 
right merchandise at the 
right price and it also 
means courteous, attentive 
service to customers who 
come to your store. Too 
much stress cannot be placed upon the value of 
good will and good will is acquired serving the needs 
of the public in the best possible way. 

The size of your store makes it necessary to buy 
small quantities and buy often. 

A very satisfactory business can be done in a 
small space if the merchandise is always new, fresh 
and clean. 


Plenty of Middle Sizes 


One of the big things to be watched in the foot- 
wear part of your business is to see that you have 
plenty of the middle sizes of the wanted styles and 
avoid the accumulation of extremely small and ex- 
tremely large sizes. This can be accomplished by 
carefully and constantly watching your stock and 
taking a size sheet once a week and then compare 
this with your sales record. You can in this man- 
ner determine what sizes are selling best and avoid 
buying those that do not sell readily. 

As to the store sign have the name on each of the 
show windows in gold and avoid getting the letters 
too large. An illuminated street sign is very desira- 
ble if your business is big enough to afford the ex- 


pense. 











(Continued from page 37) 
of a large part of this market was never unduly in- 
flated and is therefore less subject to deflation, while 
the decline in living costs, including shoes, has amply 
compensated for any possible change in income which 
may have taken place. Indeed it is a reasonable ex- 
pectation that henceforth more pairs should be the 
aim and object, and any marked restraint in buying is 
not to be expected. The “spotty” situation in retail- 
ing, due to the liquidation of slow-moving merchan- 
dise, in competition with the new and seasonable goods, 
bids fair to be rapidly corrected as surpluses are ab- 
sorbed and as a whole, current prices average so 












favorable compared to costs, that the return to nor- 
mal buying of seasonable goods, is assured. Tastes 
and appetites for different degrees of style and sta- 
bilized footwear, have so developed with the American 
public as to create a substantial per capita consump- 
tion, and it seems only plain common sense to figure 
on it with confidence. 
Corner Has Been Turned 

I believe our allied industries, in devising ways and 
means of meeting the business situation during the 
past year, can and have devised those which will fa- 
cilitate doing business successfully under the new con- 
ditions facing us. 
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As a result of a careful canvass, 
and from my own personal observa- 
tions, I am very glad to be able to 
state that I can agree with the opinion 
that is generally crystallized in the 
shoe and leather industries that we 
have at last turned the corner in the 
long and dismal lane of business depression and for 
the first time can look forward with confidence to a 
gradual return to normal conditions; and it is grati- 
fying to know that New England, which was one of 
the first sections to feel the business setback, is now. 
well abreast of the recuperative movement in our 
general shoe trade. This new-born feeling that the 
worst has been seen has been particularly notice- 
able during the past two or three weeks. 

We have been through a most gruelling and dras- 
tic experience, and it is still a question which has 
been the greater sufferer, the tanner or the shoe 
manufacturer. I feel that my end of the industry 
has received about as much punishment as it can 
well bear, but when I read that the surplus of one 
of our great sole leather companies shrank from 
more than $30,000,000 in January, 1920, to about a 
quarter of a million dollars on March 31, 1921, I 
am almost willing to give our friends in the tanning 
trade the benefit of the doubt. 

As to the current production in New England shoe 
factories, I find that in the different communities 
canvassed, including Massachusetts, Maine and New 
Hampshire, present output is running anywhere from 
50 per cent to 85 per cent of pre-war normal. A 
fair average, I suppose, would be about 65 per cent 
for women’s wear factories and 40 per cent for men’s. 

As to what has taken place in respect to produc- 
tion during the past few weeks, the general con- 
sensus is that there has been a slight improvement, 
although a few manufacturers report that they have 
found no change for the better, while one or two 
state that their output has somewhat decreased. 


What Salesmen Report 


As to reports received from salesmen on the road, 
these vary considerably, and it might be worth while 
to quote the text of a few of the replies. These in- 
elude: 


“Owing to our failure to make deliveries in the last 
minute rush before Easter most of our dealers seem 
anxious to place fall orders now to avoid being caught 
short of goods as they were in the spring.” 

“Some buyers want to wait until later before plac- 
ing orders for fall.” 

“Reports fair and getting better.” 

“Shoe buyers are commencing to manifest a suffi- 
cient degree of confidence to place orders for fall de- 
livery.” 

“We have seen so few fall orders that we do not 
know what they look like, but our salesmen are just 
starting out with fall lines and have been selling prin- 
cipally good ‘at once’ orders.” 

“Most varied, depending on territory. On the whole, 
somewhat better than for the past six months.” 


By Herbert T. Drake 
Pres., New England Shoe 
and Leather Association, 
before Tanners’ Council 

at Atlantic City 
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Only a Dime or Two Off Per Pair 


In Case the Shoe Worker’s Wage Is Reduced 
Ten, Fifteen or Twenty Per Cent 


“We are selling some, but not nearly 
the usual amount.” 

“Buying will begin May ist to 
10th.” 

“About 20 per cent of all orders are 
future.” 

“Our salesmen are just beginning 
to get interested in fall business. 


They report they expect a good business and the out- 
look at the present time in their minds seems to be 
another season of oxfords.” 

“Our salesmen have been out only a week or ten 
days. They report prospects for fall. good. Orders re- 
ceived the last two weeks were greater than any in two 
weeks’ period in the past eight or nine months.” 


Wage Reduction Means 10-20 Cents Off 


A great deal has been said about the price ad- 
justment on shoes depending upon liquidation of 
labor. No doubt wages will follow the general trend 
of prices downward, and will correspond in some de- 
gree with the reduced cost of living. In the three 
largest New England footwear centers there have 
been no wage reductions put into effect in spite of 
the efforts of the manufacturers, and in almost all 
cases the anticipated reduction in labor costs, fig- 
ured on samples in March have not materialized. 
The result has been a very narrow margin of profit 
for the manufacturer and bed rock prices for the 
shoe buyer. 

Consumers of shoes will be disappointed when they 
realize that 10, 15 or even 20 per cent reduction in 
the shoe workers’ wages means only 10 to 20 cents per 
pair in the shoes he buys. 

The workman should, and probably will work for 
somewhat lower rates. He cannot expect to retain 
all of the advantages that unusual demand for mer- 
chandise and scarcity of workers gave him in war 
times, but we must impress upon buyers of shoes that 
any fair percentage taken from the shoe workers’ 
wages means a saving per pair of a dime or two and 
not a dollar or two when the shoes leave the factory. 


Wage Drops But Slight Advantage 


Wages in the shoe industry will undoubtedly be 
readjusted, but whether sooner or later should not 
be a cause of hesitation in buying or uncertainty of 
merchandise values to the active, progressive and 
sensible merchant. 

With respect to trade probabilities during the next 
six months, while none of our New England manu- 
facturers is looking for anything like a boom, the 
majority apparently anticipate a moderate gradual 
improvement. Uncertainty among the retailers as 
to styles, as well as to prices, is found to be an im- 
portant factor in the clearing up of the situation. 
Weather conditions also must enter into the equation 
to a greater or less extent, especially in the case of 
women’s wear. On the whole, the balance of opinion 
seems to favor at least some improvement in retail 
buying between now and autumn. 
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Fine footwear shops abroad are masterpieces of architecture. 
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In Zurich, Switzerland, 


Charles Doelker leads in style and service 


Beautiful Footwear Made in Swiss Village 


Bally Co., Inc., Has Small Factory for Each Grade; Pride 
in Production Has Worked Wonders 


In the quaint Swiss village of Schoenenwerd Can- 
ton Soleure, one hour’s ride from Zurich, are the 
general offices and principal factory buildings of 
Bally Company, Inc., whose high grade shoes are 
famous the world over. A number of small factories 
have been developed in outlying villages. These are 
supplied with raw materials and semi-finished prod- 
ucts from the central factories by motor trucks. 

In normal times the total output of the factories 
is about 15,000 pairs per day, comprising in addition 
to the highest grade turns, welts, McKays and stand- 
ard screw shoes for men, women and children. This 
diversified product is kept up to a high standard by 
the Bally system of devoting one entire factory to 
each different product, so that one workman handles 
only one particular grade. 

Pride in Production 


These village factories are usually the only indus- 
trial establishments in the community which natur- 
ally engenders a local pride in the particular prod- 
uct of each factory. The labor is all native, consist- 
ing of peasants whose families, in many cases, have 
worked in the Bally factories for two and three gen- 
erations. Most of the workers operate small farms, 
either owned by themselves or provided by the com- 


pany. This is another factor in the community in- 
terest between employer and employee. 


An Aeroplane Survey 


A good view of the “tout ensemble” of the Bally 
community may be had from an aeroplane. From 
above, we may look down on the main and office 
buildings, the sole leather, heel, upper cutting and 
mechanical departments. Here are also to be seen 
workmen’s homes, which have been built by Bally 
and rented at very low rates. The more pretentious 
houses for superintendents and department man- 
agers give a pleasing variety to the picture. From 
the aeroplane we may also note the recreation build- 
ing, built by the company, in which more than 1,500 
workmen eat daily at extremely low rates. 

At closer range we note the unusual cleanliness of 
the interior of the factories. The factories are not 
cleaned for special occasions, or when visitors are 
expected. They are clean day in and day out. Shoes 
in all sorts of materials come through the factories 
quite clean. 

Brilliant Novelties Displayed 


Besides the efforts made to educate the workmen 
in the matter of cleanliness, Bally has the unusual 
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advantage of manufacturing in a section in which 
hydro-electric power is in general use, with a conse- 
quent lack of coal smoke. 

Some brilliant novelties in women’s footwear were 
spread in the Boston market recently by W. R. 
Britschgi, Bally representative. Among them were: 


Magnificent entrance to Doelker shoe store 


A pump of black satin, with a high five-inch 
pointed tongue of satin, the tongue being decorated 
with glass dust in a floral design. 

A pump of brown satin, with a broad strap across 
the vamp, at the throat, the strap being decorated 


with glass dust in an Arabic design. 


Glass Dust Put On With Spray 


This glass dust is a very fine powder or pulver- 
ized colored glass. It is sprayed on tongues or 
straps and reflects light and colors in a wonderful 
way, especially under the bright lights of a show 
window, or of a dance hall at night. 

Other pumps are of patent leather, stitched with 
green silk. Across the vamp of one pump are five 
rows of green silk, in parallel curves, each equally 
spaced from the tip to the throat. Another pump 
has ten rows of green stitching, spreading in a fan 
like array from the throat, over the vamp and down 
both sides to the sole. P 


Black Patent Stitched With Green 


This fancy stitching, by the way, may be done in 
a number of ways, for there is a sample card show- 
ing how ten different kinds of fancy stitching may 
be done on vamps, or quarters of shoes. 

Some of these pumps of patent leather are of the 
strap style, and the straps are stitched with green 
silk. 

Another shoe is of white kid leather, with piping 
of white kid so delicate that it seems scarcely more 
than a pencil line. Some black suede kid shoes have 
white piping, equally delicate, on the straps and in 
the cut-outs. Also, there are some fascinating and 
intricate patterns in strap slippers of gold and sil- 
ver brocades. ‘ 

These and similar shoes are the production of ar- 
tistic shoemaking, in which each detail is worked 
out with greatest care. Even the linings are made 
as carefully as the outsides. 

Twelve weeks is allowed for the production of a 
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single pair of these shoes. A great deal of hand 
work is put into them and that is what takes the 
time. In contrast is the American idea of quick pro- 
duction, which, in many recent instances, has brought 
about the production of a new style, making the 
shoes and selling them in retail stores in less than 
twelve weeks’ time. 

No article on Switzerland would be complete with- 
out a mention of its high-class retail shoe stores. 
We are showing in this group the establishment of 
Charles Doelker, S. A., of Zurich, which handles a 
large number of Bally shoes. 








CREATORS OF FOOTWEAR 
Ideas of the Great Generals at Waterloo 


It is a curious fact that all three of the great gen- 
erals engaged at the battle of Waterloo invented a 
form of military footwear. 

NAPOLEON BooT—A leg boot designed by Napoleon, 
originally used for soldiers, having a high wave top. 
The Napoleon top was quite common in women’s boots 
a number of years ago. 

WELLINGTON BooTt—A high leg boot, originally de- 
signed by the Duke of Wellington for use by his cav- 
alry soldiers. The high front comes to the knee, or 
above. 

BLUCHER PATTERN—A shoe or mid-leg boot, named 
for its inventor, General Blucher, of the Prussian 
Army of the time of the first Napoleon. A distin- 
guishing feature of the Blucher is the extension for- 
ward of the quarters to the throat of the circular vamp, 
the quarter being loose at the inner edge, and made 
to lace across the tongue, which was originally a bel- 
lows tongue. After its adoption in the -Prussian 
Army in form somewhat similar to the present hunt- 
ing or sporting boot, it became very popular. The 
feature of the extended quarter was later adopted in 
shoes of ordinary height and with the ordinary type 
of tongue, as well as in Oxfords. 


THE IDEAL TAX 
[From the Linn County Budget] 
There is only one fair and equitable tax law. That 
is one under which the other fellow pays all the taxes. 
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Do You Know the “Batting Average” 
of Each Member of Your 


Sales Force? 
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A Plan of Meaning the Value of Each Store Salesman Test Soles at the Fitting Stool 





The sum total of weekly sales minus returns does ing stick by which the value of each salesperson 








not necessarily show the efficiency of the salesman can be determined. 

nor his value to the store. The greatest and most A clever salesman, the one who can close sales 
valuable asset of any store is its good will. Fire, rapidly and run up a big book is not always the most 
storm or some other disaster may entirely wipe out valuable to the store. If his percentage of returns 
the physical assets of a business, but if the firm runs externally high it is evident that he is not “get- 





through a period of years has built up a sufficient ting more shoes sold right.” He may be getting the 
fund of prestige and good will, it can hastily and “More” but not the “Right.” 














satisfactorily reestablish itself and go on doing In a big city store a salesman may thrive for a 

# business. ; long time on transient trade or customers who are 

i The store management comes in contact with man- seen in the store only once, but if he is the right 

| ufacturers, wholesalers and bankers and establishes kind of a man his customers will return over and 
} good will from that angle. over again. 

A man may fall down for a day or a week. Things 

Sales Force a Potent Factor may possibly break badly for him for two weeks in 

Merchandise and credit, however, are useless un- succession, but if his record continues “Cloudly” for 
less the store has an outlet for the goods to the con- a period of five weeks then there is surely something 
sumers. wrong. 

The salesforce come in direct contact with the Very often the defect can be corrected by a good 
public and each individually may be a potential fac- heart-to-heart talk in the manager’s office. But the 
tor in creating that good will. On the other hand one measuring stick must first be applied. 
salesperson may destroy good will faster than a M. A. Mittleman, general manager of the I. Miller & 
dozen can build it up. Sons, Inc., store of Chicago, has worked out and put 











It is of paramount importance to have a measur- to the test a plan of measuring the value of each 




























SALESMEN’S WEEKLY STANDING 
Total % of Acces- Turn- Turn- OER —” += 
Gross %of Hose’ sories overs overs —————Grade————, 
No. Salesmen Sales Returns Returns Sold Sold Req. Sold Sales Ret. Hose Polish 
$626.00 $130.00 20.75 12.0 $3.75 1 2 © Cc A Cc Salesman with Least Per 
454.00 76.00 17.0 12.0 2.20 1 1 Cc Cc A Cc 
1,135.00 122.00 1075 70 375 1 .. A A C G oo eer 
875.00 65.00 7. 11.5 i ae = A A A e Mr. Fisch—7.3 per cent 
255.00 34.2 5.0 1.20 i 3 * Cc Cc c 
117.00 21.0 2.0 0.10 3 4 = e Cc Cc P 
176.00 23.7 9.0 6.65 S wee e ec B A Salesman with Greatest 
tit a re a ae a 
. ‘ le . Cc A 
182.00 20.0 -— 2s ¢«. £& €@ 8 & Mr. E. Wolfe 
ue owt wt ie Go: & & Rg 
152.00 19.0 106 730 .. 8 B G A A a SS 
165.00 20.0 7.3 2.35 S Th. B Cc Cc Cc a ee 
217.00 19.6 6.7 6.60 8 é< A Cc Cc A Mr. Fisch 
132.00 13.3 7.0 4.60 5 oe A B [ B 
236.00 25.0 10.4 5.90 2 2 B Cc A B 
123.00 14.25 6.6 3.25 10 7 B #B re Cc Salesman with Greatest 
194.00 22.7 eee Oe B Cc Polish and Findings Sales 
110.00 20.0 10.0 6.15 a 3 Cc c A A 
143.00 21.6 10.0 ee 2 Cc . A eS Mr. Nadler 
183.00 30.9 8.4 3.10 3 3 ¢ Cc B Cc 
215.00 23.0 11.4 4.85 as ry B Cc A B r 
90.00 24.4 9.5 2.05 4 2 Cc Cc B Cc Salesman Earning Most 
yee Ht out #8 it 4 € & & _ 
221. 171.00 . 14.0 — 2 8 fees ae te Seog Mr. E. Wolfe 
pidhesvaeees 1,200.00 137.00 11.4 8.5 10.00 2 ee A A B A 
chet seenene 1,148.00 = 247.00 = 21.5 8.0 7.85 2 a. Co ee Salesman Making Most 
Turnovers 
Grading of Returns Grading of Hose Sales Sd Ceenien 
Grade A—12 per cent or below. Grade A—Net sales of 10 per cent or over. ‘ — 
Grade B—13 to 15 per cent. Grade B—Net sales of 8 to 10 per cent. 
Grade C—Above 15 per cent. Grade C—Net sales under 8 per cent. SpecriaL Notice 
Grading of Sales Grading of Polish Sales we ge eS 
Grade A—Net sales of $800 or over. Grade A—Net sales of $6 or over. 
Grade B—Net sales of $600 to $800. Grade B—Net sales of $4.50 to $6. Mr. Preiss 
Grade C—Net sales under $600. Grade C—Net sales under $4.50. 
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individual salesman. Chart A is a composite of the 
weekly standing of each salesman. This is not a 
compilation of any particular store but an -example 
and is quite true to life. This record is kept in the 
office, but available if any salesperson wishes to see it. 
Chart “B,” which is a recapitulation of Chart A, is 
pasted on the time clock each week, so all sales- 
people can see it—it is the honor record of the 


week. 
How to Use the System 


Below is what Mr. Mittleman says of the system. 
We have created a chart showing “A salesmen’s com- 
posite sales in grades, compiled weekly, from records 
showing gross sales in dollars and cents and returns 
in dollars and cents, and the percentage of same. 
Also showing the percentage of hose salesman has 
sold in dollars and cents as against his net shoe 
sales. The same system is used in showing polish 
sales. 

“This composite also shows the number of cus- 
tomer turnovers; the individual salesman has asked 
for, and it also shows the number of turnovers the 
individual salesman has taken and sold during the 
course of a week. 

“The entire system is based on scale system. In 
order to give the individual salesperson a fair show 
the weekly sheets are compiled every five weeks and 
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the composite sheet then shows exactly how the 
salesmen range. In fairness to your salespeople this 
sheet is posted so they can study it, make compari- 
sons and endeavor to make improvements. By its 
use certain salespeople improve very rapidly, for it 
acts without a doubt, as a real eye-opener. 

“Aside from that, an honor roll sheet can be 
drawn up showing the best salesman for the week, 
the highest amount of net sales for shoes, hose, pol- 
ish, findings, turnovers and least returns. It also 
shows the salesperson with the highest amount of 
returns for the week, as this honor roll sheet is got- 
ten up weekly. 

“It is my honest opinion that weak salesmen are 
made into good salesmen, because they are given 
something to fight for and against. It also makes 
the salesperson sell the kind of merchandise that the 
customers want, and also makes them fit shoes prop- 
erly, as they do not want their returns to show 
against them on these sheets. 

“Hosiery and findings sales, without a doubt, can 
be increased considerable, as each salesperson wants 
to get into the “A” or “B” class, and does not want 
to be listed in the “‘C” class. 

“This system was only recently adopted by this 
store, and already has resulted in marked improve- 
ment. Big things should and will develop in using 
this method for every store, regardless of its size.” ° 





Dark tan calf oxford with overlap ball strap. 
Fancy cut to the heel foxing. Selected from 
line of BE. B, Piekenbrock Shoe Mfg. Co., 
Dubuque, Iowa 





Ball Straps Are Swinging the Country Over 


Dark brown calf oxford; imitation bali scrap, 

perforations and stitchings being on the vamp 

leather itself, rubber heel. Selected from line 
of F. M. Hoyt Shoe Co., Manchester, N. H. 








AN INFINITE VARIETY 


There’s one thing about the strap vogue that has 
prevailed so long and seems likely to continue for some 
time to come. The straps lend themselves to an in- 
finite variety of design, they give all the slightly qual- 
ities of any low cut type—and they hold firmly to the 
foot—From Footprints, Johansen Bros. Shoe Co., St. 


Louis. 


ONE DAY’S WORK IN THE SHOE STORES OF 
THE UNITED STATES | 
The people of the United States of America are buy- 
ing each day in the shoe stores 1,101,712 pairs of 
shoes. The till of the American retail dealer in shoes 
is clinking to the tune of nearly two billion dollars a 
year. 


TO ADOPT NEW CONTAINER 


Washington, D. C.—It was reported April 30 that 
through the efforts of the Transportation Commis- 
sioner of the Chamber of Commerce of Philadelphia, 
the Postoffice Department here has suspended for 
30 days its recent order prohibiting the sending of 
shoes through the mail in pasteboard boxes. The 
action threatened a severe loss to shoe manufac- 
turers and dealers. It is proposed to adopt a new 
form of container during May. 


CLEANS UP BROKEN LINES 


A Salt Lake City merchant put on a novel sale 
recently which cleaned up his broken lines rapidly. 
He charged $5.00 for one pair of shoes, $8.00 aol 
two pairs and $10.00 for three pairs. 
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How We Can Maintain Our High Standard of Living 


There Must Be Better Judgment, Greater Efficiency, 
Harder Work and Equitable Readjustments 
All Along the Line 


Economies of hard times produce 
savings and greater erdeavor. Shrink- 
age in values yield more free capital. 
These savings in turn 
fertilize the soil for up- 
ward progress. There 
are many impediments 
to the smooth move- 
ment of readjustment 
that every one can 
enumerate, and every 
one will set a different 
value and importance 
upon each of them. 
From all quarters of 
our domestic field we 
have daily given as im- 
pediments to recovery 
—badly adjusted rail- 
way rates, excessive and 
badly adjusted taxes, 
insufficient tariff, high 
wages, high profits, 
high interest, restric- 
tion on effort by labor, 
and a dozen _ others, 
while our domestic re- 
cuperation is sadly in- 
terlocked with the re- 
covery of Europe. 

There is slow and 
only partial realization 
by some bankers, di- 
rectors of public utili- 
ties, manufacturers and 
distributors, both em- 
ployers and employees 
included, of the fact that we must approach a parity 
of levels in profits, prices, and wages in different in- 
dustries. Some groups are able to put up stronger 
resistance to reduction of economic levels than oth- 
ers. For instance, this resistance against lower 
levels in the services and commodities that the 
farmer must buy in. the face of his very much lower 
returns is already digging a grave of unemployment 
for the other industries. With inflation and price 
changes of a rapidity and magnitude never before 
known, human nature involuntarily seeks preserva- 
tion and voluntarily seeks advantages. 


Economic Interlinking of Business 


Financiers, manufacturers, merchants—employers 
and employees—have all acted with varying degrees 
of self-control. No greater lesson can be brought 
home to our people than that we must not only get, 
but give quid pro quo in service. No particular 


economic fraction of our population can long con- 
tinue securing undue advantage without disaster 
to itself and the community. 


Our whole economic 








By HERBERT HOOVER 


Secretary of Commerce 


and moral problem, indeed our safety, 
our satisfaction, and our happiness are 
balanced upon our practice of this 
basic truth in business 
dealings. 

There are many en- 
couraging signs in this 
readjustment. There 
are very much less 
speculation and profit- 
eering. Many manu- 
facturers and _ whole- 
salers are making cuts 
in their inventories that 
equal or exceed the in- 
creases which they ob- 
tained when we were on 
the upgrade. They are 
passing their savings in 
raw material and labor 
on to the next stop in 
distribution. Econom- 
ically, the retailer is of 
necessity the last of the 
chain to make readjust- 
ment and in some lo- 
calities and some lines 
he has been less re- 
sponsive to the neces- 
sity of this readjust- 
ment than the situation 
calls for. The processes 
of competition work 
very sharply and 
promptly upon the man- 
facturer and _ whole- 
saler because the buy- 
ers are comparatively few and very wise. They do 
not so react upon the retailer because the public at 
large is not so wise and is too inert to do that shop- 
ping around for the best bargains which is necessary 
to set up the processes of competition. 


Labor and Living Cost Should Decline Together 


Labor shows a willingness to make reductions in 
wages in many directions and I believe is willing 
to face even further reductions if its sacrifices can 
be demonstratively handed on in general reduction 
of final price levels, so that the cost of living travels 
in step. Labor is growing in efficiency and shows a 
willingness to remove the objectionable limitations, 
an effort that grew up in some industries during the 
war. 

It is entirely possible for us to maintain our high 
standards of living if we can secure equitable re- 
adjustments all along the line. But we must face 
the fact that if we are to hold to our higher stand- 
ard of living and to maintain employment of our 
people against the competition of the living stand- 
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ards of Europe, lowered for a whole generation, we 
must do it by better judgment, greater efficiency, and 
by harder work. 


The Transportation and Building Problems 


The railways in our country, more than in any other 
place in the world, are the keys of industry. No one 
can question the financial difficulties of the railways 
and the fundamental necessity of producing for them 
financial stability. But I conceive that the continued 
use of an emergency horizontal basis of rate in- 
creases can be seriously questioned. I believe any 
examination of the rate-making structure of this 
country will show that it was based fundamentally 
upon charges varying to a rough extent with the 
value of commodities. This method was modified by 
competition, and by the deliberate policy of the rail- 
ways to stimulate local industries and local produc- 
tion. Horizontal rate increases have thrown the 
relativity of these rate scales out of gear, both as to 
value of commodities and zones of distribution. The 
increase of the rate may amount to 5 per cent on the 
shipper’s value of some commodities and 80 per cent 
on others. 

Our great industries have grown up in the supply 
of the cheapest transportation in the world for their 
basic raw materials, with a higher differential on 
their finished products. We have many complaints of 
the hardship worked by the upset in ratio; com- 
plaints that it is readjusting the commercial and in- 
dustrial map of the United States; complaints that 
in some industries the charge can be passed on to 
consumer, while in others, such as agriculture, it 
falls largely upon the producer, and complaints that 
it is stifling production. 

It appears to me that, even though the same total 
income must be earned by the railways, there must 
be a commodity and class readjustment in rates both 
in the interest of the community and the railways 
themselves. Such a readjustment of rates was, in- 
deed, forecast by the Interstate Commerce Commis- 
sion as a necessity at the time of the last horizontal 
rate increase. We must also look forward to ulti- 
mate reductions in rates if the economic levels of 
the country are to find an equilibrium. 


Great Shortage of Homes 


The present condition of our great building indus- 
try must cause us great anxiety. Our people are 
short one and a half million homes, rising rents are 
material factors in readjustment, the accompanying 
sanitary and moral problems are serious—and at the 
same time we have several million idle men. There 
are, of course, many economic forces involved. The 
costs of building construction have by no means 
come down to the same level as have the costs of 
many other industries. This difference in economic 
levels is, of course, a great bar to renewal of con- 
struction activity, and it is attributable to many 
causes. 

The whole question of economic levels in the build- 
ing industry also involves considerations of a moral 
character. The public is daily receiving conviction 
that combinations and conspiracies of all kinds exist 
in this industry to maintain fictitious levels—cre- 
ating waste, extortionate profits, corruption of vari- 
ous sorts and kinds. The summation of these has 
been to destroy public confidence in a great degree. 

A great majority of the manufacturing, distrib- 
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uting and assembling trades and workers are not 
in any manner participants in wrongdoing and aré, 
indeed, suffering from the actions of a small minority 
in the industry. It seems to me that the chambers 
of commerce in the.different cities and towns of 
the United States could well interest themselves in 
the solution of this problem, and if they were to 
further the movement already started of local con- 
ferences with the different branches of the construc- 
tion industry—material, labor, contractors, together 
with bankers and other civic bodies representing the 
consumer—they might not only raise moral stand- 
ards but also secure helpful economic action by 
such community movements. . 


Value to Business of Trade Information 


Prompt and clear-sighted public service of this 
character may contribute materially to relieve the 
stagnation in the building trades and to ameliorate 
suffering arising from the present condition. The 
National Government cannot go into the business 
of building. The Department of Commerce is doing 
what it can to contribute through a voluntary move- 
ment to secure the development of more uniform 
building codes and the standardization of certain 
materials. This uniformity alone would save many 
tens of millions annually if it could be accomplished. 

Viewing the disastrous phenomenon of boom and 
slump in the light of what the Government can prop- 
erly do, I believe there has been a great under- 
estimation as to the potential importance to com- 
merce and industry in this connection of an adequate 
service of statistics. I believe that the stability and 
soundness of business can be greatly enhanced and 
that vicious speculation can be curtailed by a more 
adequate information service maintained by the Gov- 
ernment. What I mean is that we should have more 
timely, more regular and more complete information 
of the current production and consumption and 
stocks of every great commodity in the United 
States. I am convinced that we should go even 
further than this; that we should secure and publish 
facts relative to the proportion of the total equip- 
ment of more important industries; that is, in cur- 
rent production, together with the total proportion 
of labor complement that is in service; and that in 
a few commodities it may be well to procure and 
publish the primary prices. 


Overaccumulation of Goods and Overexpansion 


If, for instance, last Autumn the public had re- 
alized that our stocks of coal on the surface were 
probably above normal, that at the time they were 
bidding for coal at $15 per ton the actual realization’ 
at the mine was probably less than $4; if they had 
been aware that the capacity of the coal mines were 
even then not running over 80 per cent, that the limi- 
tation of supply was due to railway difficulties which 
would be solved with a little patience, then I am 
convinced that many sensible people would have 
stayed out of the coal market, and that we should 
have had no buying panic, with its profiteering, its 
consequent slump and great losses. 

Another instance is the rubber industry, and I 
believe the members of that industry will bear me 
out in saying that if there had been an accurate 
monthly statement of the current ratio of produc- 
tion capacity and operation in the different branches 
of the industry, and of the stocks of major manu- 

(Continued on page 48) 
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The opportunity is sometimes offered us to profit 
by the experiences of others in a field of endeavor 
which may be kindred to our own. The retail shoe 
merchant who believes that he has to be entirely orig- 
inal is laboring under a delusion and running his 
business under a handicap. 

Adam was about the only chap this world has 
ever known who really had a chance to be original. 
So don’t be afraid to imitate the other fellow. If a 
shoe merchant down in south Georgia, or anywhere 
else for that matter, evolves a good plan or idea that 
proves a money-maker for his business, there is no 
reason in the world why hundreds of other shoe 
dealers in as many different towns should not ap- 
propriate that same idea or plan to the betterment 
of their own business. 

Here are some mighty good plans and ideas that 
have been put to the test by various merchants down 
South. They are not theoretical—somewhere in the 
South dealers have made money out of these ideas. 


Your Own Field Is Not the Only One in Which You 
Can Glean Ideas 








Price Tags vs. No Price Tags 


The question of whether or not price tags should 
be included with various articles of merchandise 
when they are displayed in the windows is a much 
mooted subject among retail merchants. Some deal- 
ers contend that prices should always be included, 
while others take the opposite view of the matter— 
there are many successful shoe merchants on both 
sides of the fence. 

Sometimes, of course, this is an individual matter 
which the dealer must decide for himself, but he will 
do well to bear in mind the fact that in this day and 
age price is a mighty important consideration with 
the masses. There is undoubtedly a psychological 
effect to that pocketbook appeal that can be made to 
accomplish excellent results if the merchandise 
measures up to the requisite standards and the 
prices are right. 
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Customer Wants to Know Price 


The writer is not a retail merchant, but he does 
claim to be a customer—just an every-day average 
customer—and always when he sees a window dis- 
play he wants to know something about the prices. 
No doubt a great many of your customers, most of 
them probably feel the same way about it. 

A retail shoe merchant in Tennessee put this 
question to an actual test recently with results that 
turned out to be considerably different than he had 
anticipated. He arranged an attractive display of 
shoes in the windows but did not include any price 
tags at all. For three days the display remained in 
the window, attracting a fair degree of attention, 
but mighty few sales resulting. Whereupon the 
dealer attached price tags to all of the shoes, quot- 
ing prices that were, in most cases, fairly attractive. 


Price Tags Increased Sales 


The result was that sales increased immediately 
and to a remarkable degree, of the various types of 
shoes that were on display in that window. In fact, 
the increase in sales, the merchant states, were far 
greater than he anticipated, though he had always 
believed price tags should be included. You could 
never make that dealer believe now that it was not 
the addition of the tags that resulted in the increased 
sales. Doubtless he is right. ; 

On the other hand, conditions might vary. Any 
shoe merchant can carry out the same test in his 
own community with very little trouble. Results 
may turn out entirely different. 


Value of Local News 


People read the newspapers for the sake of the 
news they publish, and advertising is really a part 
of the news. Still, if you can tie in news events 
with your regular advertising you have a much bet- 
ter chance of winning the public eye. A shoe dealer 
merely needs to keep up with the news of the day, 
local or otherwise, to frequently uncover incidents 
that he can use to advantage in his newspaper ad- 
vertising. 

To better illustrate this point we will cite the case 
of a furniture store in Birmingham, Ala., recently. 
The store had sold a piano and while it was being 
delivered the truck turned over and the piano was 
smashed.. The incident was, of course, unfortunate, 
but C. McLallen, manager of the store, turned it to 
immediate profit. He sent a photographer out who 
took pictures of the wreck. The next day the pic- 
tures were published in a quarter page ad in the 
Birmingham newspapers with a brief story of the 
incident. A headline below the photos read: 


We Are Not Used to Smashing Pianos 
But We Are Used to Smashing Prices 


Whereupon the advertisement went on and de- 
scribed a ten-day piano sale at reduced prices. Thus 
‘the accident was turned to profit. 

Shoe merchants, or merchants in any line of busi- 
ness for that matter, can frequently tie in the news 
of the day with their advertising to good advantage. 
It is a dandy type of publicity and one that always 
attracts the public eye. ‘ 


A “Blind” Ad Which Won Business 


A retail clothier in Birmingham, ‘Ala., published a 
-‘quarter-page ad recently which read as follows: 


BOOT AND SHOE RECORDER 


THE PUBLIC KNOWS 


—they’re “on” to the clothing situa- 
tion in Birmingham, and they’re onto 
the clothier who is offering the best 
values. 

—if you’re in doubt about where to 
buy that suit or overcoat, just ask 
your neighbor, your friend or any 
stranger you meet on the street. Let 
them, instead of us, name the store. 


WHOSE AD? 


A few days later the same store, which happened 
to be Blach’s, ran another large ad which was 
headed: 


Through the mail and through 
our cash register we’ve received 
ample proof that “THE PUBLIC 
KNOWS.” 


The previous advertisement was reproduced in 
small size and the statement made that the com- 
pany had received numerous letters from the public 
identifying the advertisement. 

The idea is a mighty good one for any shoe mer- 
chant to appropriate who really feels that he has 
served his public well enough that he can make such 
statements ‘in a blind advertisement that the people 
would not hesitate to pick out his store as identified 
with the publicity. Furthermore, advertising of this 
nature creates a considerable amount of comment, 
and almost any kind of advertising is good advertis- 
ing when people talk about it in that way and dis- 
cuss it with each other. 


A Bargain Counter Idea 


Kinney’s shoe store in Birmingham, Ala., frequent- 
ly holds what the company terms a “Bargain Table 
Shoe Sale.” All odd lots are cleared at these sales, 
placed on the various tables and sold at greatly re- 
duced prices. They are all strictly new and good 
shoes, but include broken lines and odd lots, and the 
sales have become quite an event in Birmingham. 
Each table is numbered and all shoes on one table 
are sold at the same price. Shoes on table No. 1, for 
example, will sell at $1.90; on No. 2, at $3.40; etc., 
etc. At the last sale there were twenty tables, each 
filled with unusual bargains in shoes. 


MID-WEST BETTING ON OXFORDS 


High Priced Lines Show Many of This Type of 
Women’s Footwear—More Novelty in Men’s Shoes 


St. Louis, May 9.—The fall styles which are being 
sent out by the St. Louis trade in the new samples 
which are being put into the lines for the advance 
fall trips, indicate that the oxford is regarded as the 
really strong thing for the season. This is particu- 
larly true as regards the high-priced goods. 

In the medium priced lines the oxford is prominent, 
but there is also a considerable number of boot sam- 
ples. However, there is no radically different touch 
to these from the types that have taken in recent 
season in the smaller town and country trade. The 
toes are medium, while perforations and imitation 
tips, etc., are frequent as ornamentation. Military 
heels seem to be in the lead with Louis heels taking 
up the rest of the volume in the McKay lines, while 
Cubans will run very high in the welt lines. 
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(Continued from page 45) 
factured and raw materials in hand, they would have 
been saved tremendous losses not only in over- 
accumulation of goods, but also in overexpansion of 
equipment. 

Various industries have tried time and again to 
secure such data informally, but it is essential to 
success that it should be collected and presented 
to the whole commercial community, buyer, seller 
and banker, by some department of the Government 
which approaches the problem in a purely objective 
way, which will hold the individual’s return abso- 
lutely confidential; and from which the whole public 
and the industry can enjoy equality of service. Such 
services are partially conducted in many different 
bureaus of the Government, but to accomplish their 
real purpose and greatest value, they must be con- 
solidated and conducted more efficiently and from 
a much broader point of view. I have little doubt 
that the present expenditures of the Government, if 
directed by consolidated effort, would cover the en- 
tire service necessary. 


Better Organization of Foreign Trade 


In the field of our foreign commerce the shrinkage 
in our exports thunders at the doors of every home 
in America the warning that we have no isolation 
from the problems of the world. 

The unsettlement of the German indemnity, the 
failure of the United States to make peace, the main- 
tenance of great armament and back-breaking taxes, 
the continued hemorrhages of paper money in many 
foreign states, their struggles over nationalization 
of industry, the situation in Russia, all militate 
against European recovery and react upon us. 

Our exports have shown a great decrease in value, 
due in many cases to the foreign political situation; 
to the fall in prices reflecting in values rather than 
volume; to a general decrease in world trade com- 
mon to every country with world realization of war 
destruction; to the inability of our financial ma- 
chinery to meet the credit demands of such foreign 
countries as are short of the commodities we have 
in surplus; to our undeveloped machinery of foreign 
marketing; to some recovery in industrial produc- 
tion of Europe and the consequent ability, particu- 


ST. LOUIS OFFICERS INSTALLED 


Manufacturers and Wholesalers Plan Interesting 
Monthly Meetings 


St. Louis, May 8.—At the monthly meeting of the 
St. Louis Shoe Manufacturers’ and Wholesalers’ As- 
sociation the new officers were installed, as follows, 
the meeting being held at the Hotel Statler: 

President, Paul B. Jamison, Friedman Shelby 
Branch of the International Shoe Co.; first vice- 
president, John H. Wilson, McElroy-Sloan Shoe Co.; 
second vice-president, A. G. White, Brown Shoe Co.; 
secretary-treasurer, Charles S. Strayer, Johansen 
Bros. Shoe Co. The directors, in addition to the offi- 
cers, are Harry Vinsonhaler, Vinsonhaler Shoe Co.; 
Julian Samuels, Samuels Shoe Co.; J. C. Hatler, 
Pedigo-Weber Shoe Co.; Claud Luckett, Hamton 
Brown Shoe Co. The committee chairmen an- 
nounced were as follows: 

Publicity, Harry Meyer, Dittmann Shoe Co.; Con- 
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larly that of the Germans, to underbid us in common 
markets, and finally to the campaign of militant 
commercial organization of our competitors in vari- 
ous directions. 

In the matter of foreign credits we have all rec- 
ognized the necessities of better organization of our 
financial machinery for this purpose. The chief of 
these necessities arises from our transformation 
from a debtor to a creditor nation, and to the expan- 
sion of our production into a larger surplus for ex- 
port. Unless we contemplate a great shrinkage in 
industry, continued unemployment and a readjust- 
ment of our entire productive machinery, we cannot 
for a generation or more absorb enough imports to 
balance our exports. It is economically feasible to 
continue a large favorable balance of trade, pro- 
vided we are prepared to reinvest our balance in 
long-time credits in the creation of productive enter- 
prises abroad. 


Economic Recovery Depends on Unity 


There are, indeed, many problems, foreign and do- 
mestic, that could be reviewed for your further con- 
sideration and suggestion, but I would regret, indeed, 
if the recitation of problems for which we must find 
a solution should carry any air of pessimism. With 
the intelligence, productive power and resourceful- 
ness of the American people, we will emerge from 
all this, but the rapidity with which we recover will 
depend upon the promptness with which we grasp 
and well understand the nature of our difficulties 
and upon the unity and energy of our action. While 
our recovery may be slower than some may expect, 
nothing can prevent the prosperity of a country 
where the people have enlightenment, wish to work, 
wish to produce and wish to do right by their neigh- 
bors. We need remember at all times that we are 
not a nation of machines and houses, factories and 
railways. We are a nation of men, women and chil- 
dren. Our industrial system and our commerce are 
simply an implement for their comfort and happi- 
ness. When we deal with these great problems of 
economics let us deal with this one conception— 
that our object is to defend and increase our stand- 
ards of living—and upon this soil grow those moral 
and intellectual forces that make our nation great. 





vention, Beverly D. Jones, Roberts, Johnson, Rand 
Branch of the International Shoe Co.; Booths and 
Display, J. C. Hatler; Transportation, Claud Luckett; 
Finance, E. H. Stouffer, United Shoe Manufacturing 
Co.; Entertainment, C. E. Reader, James Clark 
Leather Co.; Membership, Alfred Meier, John Meier 
Shoe Co. At the meeting it was decided to inject 
more interest into the monthly sessions by having 
speakers well known in the trade make addresses on 
subjects of immediate interest. 





TRAVELERS ASK LOWER HOTEL RATES 

The International Federation of Commercial Trav- 
elers’ Organizations announces it has sent to 600,000 
traveling men a circular urging all of them to refuse 
to pay exorbitant hotel and restaurant rates, and 
suggests a thirty-day “strike period” to drive home 
the importance of the demand for lower charges. 
Drygoods men have joined the protesting forces. 
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New St. Louis home of the James Clark Leather Co., reproduced from architect’s drawing 


St. Louis Leather Firm Moves Into New Home 


Rapid Growth of James Clark Company Compels 
Erection of Ten-Story Building 


From a humble beginning the “House of Clark,” 
founded by James Clark in 1841, on North Main street, 
St. Louis, occupying less than 5000 square feet of floor 
space and jobbing leather only, to the new ten-story 
modern business structure erected solely for their use, 
on the northeast corner of sixteenth and Washington 
avenue, in the heart of the wholesale and jobbing shoe 
district, is the crowning achievement, on May 1, of 
eighty years of development. 

The last move to their new home makes the fifth, 
each time to larger and more modern quarters. The 
present quarters represent the last word in modern 
building, being fireproof throughout, with adequate 
ventilation and daylight facilities to make working 
conditions ideal. The floor space in this new building 
will be approximately 100,000 square feet. 

So rapid has been the growth of this institution 
that the entire output of the Travaso Shoe Company 
of St. Louis, manufacturers of women’s high grade 


pumps, is jobbed exclusively through the James Clark 
Leather Company. 

On the first floor and mezzanine balcony are com- 
modious office and sample rooms. The sixth floor 
houses the excess shoe stock and also the extensive 
line of felt shoes and slippers. The seventh floor is 
loaded with the “Comfort” line of women’s novelties 
and staples as well as a stock of the “Kewpie Twin” 
juvenile shoes. The findings, estimated to be one of 
the largest stocks of its kind in the country, are on 
the eighth floor. All the rubber goods and a small © 
line of tires are carried on the ninth floor, while the 
floor above will be utilized for storage. On each floor 
there is a suite of offices for department managers. - 
Leather is stored in the basement. 

Since 1896, when business was reorganized and in- 
corporated under the joint management of Cyrus E. 
Clark as president, and W. G. Battle as secretary and 
treasurer, it has enjoyed a vigorous growth. 
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Beating the Mail Order House 


at Its Own Game 





You May Lament the Existence of the Catalogue 
House, If You Wish, but Why Not Let It 
Teach You a Few Lessons?—Here Is 
One Way of Fighting Fire with Fire 


By JOHN A. VAN COEVERING 


You have no doubt read frequently that the mail-order 
house is strongest where the home merchant advertises 
least. And this is true. In “going strong” after terri- 
tory where the local dealer is asleep it is but doing the 
easiest thing—concentrating where the resistance is least. 

You may lament the catalogue house if you wish, but 
why not let it teach you a few lessons? If you are a live 
merchant, “go to it” and beat it at its own game. 

As a home merchant you have, of course, many advan- 
tages over the catalogue concern, such as being able to 
show the goods, fitting service, and the like; but the de- 
ciding factor with Mr. Buyer is price. This is where the 
M. O. H. apparently has the advantage. Mark this: 


“apparently.” 
Using the Leader Plan 


Upon looking through the mail-order catalogue you 
will note in each line there are several leaders—given 
special prominence, and usually an attractive price. Put 
this down as lesson No. 1. Of course, you haven’t a cata- 
logue. But you can advertise. Change the ads every day 
—feature “specials” often—and “keep everlastingly at it.” 

A plan that is especially good to use in your rural paper 
is a “mail-order depart- 
ment.” The plan is fully 
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$2.35 


A Price Not Quoted 
For Years! 


Oak Soles, Sewed and 
Nailed. Heavy Laces; 
Army Last. All sizes. 


me) Act Quick, $2.35 a Pair! 
Money back if not picas- 
ed. We pay the- postage. 


Announcing A:New Policy 


Many of our out-of-town customers have suggested to 
us that there are many people who would rather buy righi 
in Grand Haven, if we could find a way to reach them. 
They tell us our prices are often lower than many of the 
“catalog” concerns. After much thought we have decided 
to open OUR MAIL ORDER DEPARTMENT. We will 
advertise here in the Courier Journal from week to week, 
and you can order direct from our ads. We pay the post- 
age and guarantee complete satisfaction. Tt is not neces- 
sary to send the size of shoes. Simply send us the length 
of the shoes you are now wearing in inches and the length 
of the foot in inches. We will take care of the rest. 


We have set aside a large, number of pairs as above il- 
lustrated for our first offer. ‘Send us money order or per- 
sonal check: We ship same day as received—and we pay 


the postage. 


(jan Cocvering & So 


*"" 107 WASHINGTON ST.° 
GRAND HAVEN, MICHIGAN 


«1921 Will Be Our Eighth Year of Honest caked 


Advertisement No. 1 


be a big success. Many 
sales will result which are 





outlined in the sample ads 
herewith. 


Shoes at Cost—Just Once 


The first offer is at a 
price that seems ridicu- 
lously low. As a matter of 
fact, the shoes are offered 
at cost. You will note the 
ads read: 

“Send in your order—we 
pay the postage.” 

Isn’t that going the mail- 
order house one better? 

And further: 

“If you prefer to buy 
at our store—no_ extra 
charge.” 

You see, that drives home 
your service. Of course, 
this service is worth some- 
thing, but Mr. Buyer is put 
at ease by “no extra 
charge.” 

You will be able to trace 
many direct sales from the 
outlined plan. If the direct 
sales are only sufficient to 
pay for the ads, they will 





This Week’s Offer 
$5.35 


Men’s Goodyear Welt 
Black Calf Shoe 

Oak Soles, Medium Broad Toe 
Style, All Sizes. We have act- 
ually sold these shoes for $7.50 
and $8.00 in the past few 
months. Send us an _ order. 
We pay the postage. Money 
Back if Not Pleased! 


Plan Sects Approval 


We were well pleased with the immediate results of our MAIL- 


ORDER; DEPARTMENT PLAN, as outlined in last week’s “Cour- 
ier Journal”. Many people sent in their oredsr by mail, while oth- 
ers came in to see the shoes—and bought. 

People told us they believe our plan to be a good one. One 
man wrote, “Too busy to come to town. Check enclosed, send size 
eight.” We shipped the shoes the same day, and we paid the post- 

e. 
- ae in your ee by mail or call at our store. Not 
ww size. Simply tell us length of foot IN INCHES and | 
a al ol se a IN INCHES. We'll take care of the rest. Satisfaction 


“(Jan Coevering @ Soy 


"* 107 WASHINGTON ST.° 
GRAND HAVEN, MICHIGAN 
“Eight Years of Honest Dealing in Grand Haven” 





Advertisement No. 2 





not directly traceable to 
one ad—they may be the 
result of several. 

Such are the ones that 
are written on the profit 
side of the ledger. 


REPAIRING BY MAIL 


New Type of Business Suc- 
cessfully Developed by 
Evansville Man 


A mail-order business in 
shoe repairing—an innova- 
tion that is proving highly 
advantageous to the person 
on the farm and in the 
smaller city and town, as 
well as being extremely 
profitable to the originator 
—has been introduced by 
the Boston Shoe Repair 
Shop, 321 Upper Third 
Street, Evansville, Ind. 

Evansville is to the terri- 
tory in southern Indiana, 

(Continued on page 52) 
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The Use of Fine Fabrics in Fine Footwear 


There Are Almost Unlimited Style Possibilities in the 
Realms of Material and Ornamentation 


Fabrics of various kinds have been used in shoes 
for centuries. Probably the first fabric used, judging 
from old paintings and from shoes preserved in 
museums, was silk, which formed the uppers of fine 
boots or slippers for both men and women. 

In these modern times satin is the favored mate- 
rial. In the fabrics for fall, 1921, black satin will 
be first choice, with brown satin a good second. 
There will be some brocades worn. The brocades 
will be very rich in composition—gold and silver in 
combination with varied colored satins and gold bro- 
caded on gold, in scintillating effects. 


Silver and Gold 


Plain silver tinsel cloth will be much in evidence 
with some plain gold tinsels. Silver and gold cloths 
are as staple as is black satin and on an evening 
shoe, be-jeweled and be-feathered, what is more 
striking? 

Metal Effects Imported 

In this connection it is interesting to note that 
practically all plain and fancy silver and gold cloths 
are made on the other side; in France, mostly. These 
cloths must be ordered far in advance of their con- 
version into shoe uppers. It takes a long period to 
make them and land them on our shores, and very 
definite orders are necessary with a long time al- 
lowance for their American arrival. 

No longer is it necessary to worry about the 
strength of the shoe fabrics, as they carry a good 
backing of some firmer material. The usual pro- 
cedure is to use a rubber cement to attach the back- 
ing. Any fabric may thus be used and there has 


been much development in the variety of fabrics 
especially adapted for this purpose. 


RESISTING “CLEANER-ACIDS” 
Electrical Process Used in Developing Shoe Fabrics 


For about three years I have been doing research 
work on white fabrics to find out the reason why so 
many shoes split. From the chemists’ report I re- 
ceived I discovered that 99 per cent was caused by 
some acid action and I decided that it was due to 
the cleaner soaking into the goods. Working along 
these lines I felt that if we could keep the moisture 
on the face of the goods decomposition could not 
take place. 

I was introduced at that time to a man who had 
just invented a new electrical water repelling proc- 
ess. Testing this process for over a year’s time I 
find that water does not go into the goods-and the 
cleaner does not harden the surface of the goods. 
We tried out the action of tetrachloride on these 


- goods by dipping samples of the processed goods 


and unprocessed in carbona, which is the strongest 
tetrachloride cleaner, and this test convinced us that 
our theory was correct. 

I also found out in my investigations that one 
great objection to white shoe fabrics is that when a 
liquid cleaner is applied the material shrinks, mak- 
ing the shoes lose their shape and become uncom- 
fortable. We found out by testing that with the 
processed fabric the water stays on the top and does 
not penetrate even though the cloth is immersed in 
water. We ran another test by spilling a lot of 

(Continued on page 52) 
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A Price not Quoted for 
ears! 


fs Our Best Elkskin Shoe—Endi- 
<a cott-Johnson Make. 
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Black or Brown Elk Uppers, Chrome Soles, sewed and 
nailed. Six months ago we were selling these Shoes for 
$4.50. Take advantage of ‘this price, $2.95 a pair. 


FROM‘ WASHINGTON, D. C. 


We received a letter from one of our friends in Washington, D. 
C., enclosing one of our “Courier-Journal” ads, saying “GOOD ; 
STUFF.” We appreciate this form of approval, but from the way { 
= are taking advantage of our weekly offers, we know that 
ey have been looking for “Better Shoes for Less Money”. 


This week’s offer is exceptionally good. Send in your order, or 3 
call at our store—YOU’LL BE PLEASED! 


(Jan Coevering #So 


107 WASHINGTON ST. *" 
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Sadie tte dhe *, *, 
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Grand Haven 
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Advertisement No. 3 


(Continued from page 50) 
western Kentucky and southern Illinois almost like 
Indianapolis is to the entire State of Indiana. It 
is in reality the “capital.” All railroads in that 
section of the three States radiate from Evansville, 
and it is the objective point of a large percentage 
of the trips that start in that territory. This, com- 
bined with the fact that the Evansville “Courier,” 
one of the leading newspapers of the city, has an 
extensive circulation throughout the territory, led 
Herb Koehne, proprietor of the Boston Shoe Repair 
Shop, to inaugurate his “shoes-repaired-by-mail’* 
scheme. Through his advertising in the “Courier,” 
he asked them to send their shoes to him to be re- 
paired. After the work is completed, a bill is en- 
closed when the shoes are returned. The customers, 
in turn, send checks or money orders. 

Mr. Koehne has had his plan in operation for 
several weeks and has found that the people he has 
reached are trustworthy and that no bad debts are 
piling up on him. It has worked so successfully that 
he is now planning a reversible carton in which to 
return the shoes after they have been repaired. The 
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AN OFFER TO THE WOMEN. ; 
THIS TIME 


$4.75 


Women’s Brown Calf, Medium 3 
English last, lace. This style “has ‘3 
the call”. A below-market value. 3 


Act Quick! 


PVT Ee 


a es 





NOTE:—We carry the shoes in $ 
stock that we advertise. Send in ; 
your orders now. 





t From Robinson Township- | 


A man living in Robinson township wrote:—“Shoes fit 4 
fine. I think they are well worth wflivenoaes 
¢ We are receiving orders from all parts of Ottawa coun- 

» ty for the shoes we advertise. People know we have been 
+ in Grand Havn for years—and they have learned that they 
+ can depend on our advertising. 

We have set aside a quantity of the shoes shown above 
at the special price. If you don’t know the size, merely 
¢ send us the length of the foot in inches and the length of 

» the old shoe in inches. We'll do the rest. 
 _ Send check or money order and we will pay the postage. 
¢ Satisfaction guaranteed. 


Take Advantage of our New Mail Order Plan. It Pays 


(jan Coevering @SoN 


"107 WASHINGTON ST.*" 
GRAND HAVEN, MICHIGAN 


Pr rr any 
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Advertisement. No. 4 


plan calls for a paper carton large enough to hold 
two pairs of shoes. On the inside will be printed 
the firm’s name and address. The outside will have 
a space for the address of the customer to whom 
the shoes are to be returned. Customers will be 
asked to keep this and, the next time they have any 
repairing to be done, all they will have to do is to 
reverse it and send their shoes to Koehne. 

There is no extra charge for the “mail-order” 
work, except that the customer pays the first postage 
charges. KKoehne pays the other when the shoes 
are returned. Most of the work comes from persons 
in the first zone, and as a result the cost of mailing 
is small. 








(Continued from page 51) 

cleaner containing chalk on the surface of the fabric. 
We found the same shrinking action taking place in 
the unprocessed goods, and no shrinking action in 
the processed goods. Furthermore, we found out in 
this test that the unprocessed goods were hardened 
very much closer, whereas the processed goods were 
practically not affected. 

Our process is an electrical process which im- 
pregnates the yarn—that is, the fibers of the yarn, 
after goods are made and bleached with an insoluble 
metal salt, and the water repelling qualities stay as 
long as the life of the cloth. Through impregnating 
the fibers we swell the yarn, and although we do not 
increase the nap on the goods perceptibly, still we 
bring the threads tighter together and give the cloth 
a much smoother, evener appearance. 


JERRY W. COLLINS DIES 
Represented Johnson Bros. on Pacific Coast 


Boston, May 2.—Word has reached Boston that 
Jerry W. Collins, one of the most popular shoe sales- 
men traveling on the Pacific Coast and who for the 
past twelve years has represented Johnson Brothers 
Shoe Manufacturing Company of Hallowell, Me., 
died in Salt Lake City Monday, April 18. When Mr. 
Collins left recently for his last western trip it was 
known that he was not in the best of health, but his 
sudden death comes as a distinct shock to his host 
of friends in the shoe trade. Mr. Collins leaves a 
wife and three children at his old home in Revere, 
Mass. 
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IN STOCK 
$6.75 






The Business Getting Saddle Strap 


No. B182—Medium Brown Calf, Saddle Strap Oxford, Goodyear Wingfoot 
Rubber Heel, Code Word, Parker, Parisian Last. Price........... $6.75 










Ready to ship—Crossett quality and service 





= 





Send for illustrated folder showing pther Saddle Straps for Men and 
Women in Stock 


LEWIS A. CROSSETT CO. 


NORTH ABINGTON, MASS. 









New York Salesroom San Francisco Salesroom Chicago Branch Boston Salesroom 
606 Marbridge Bldg. 463 Pacific Bldg. 19 South Wells St. 58 Lincoln St. 
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Never Again 
We Know Better Now 


The end of the last lots of ordinary 
stitchdowns, genuine Goodyear 


No. . ° e 
No. 51—Ladies’ Cherry y tool Sport Oxford, stitched with welt, which were made 
last year. 





Oak Sole, Outside Heel, 2% to 7. $1.65 
No. 52—Ladies’ Tan and Lotus er Oxford, 

Oak Sole, Outside Heel, 2% to 7. 1.65 
No. 53—Ladies’ Black Elk Sport Oxford, Oak 

Sole, Outside Heel, 2% to 7...... 1.65 





1000 Sample Pairs of Oxfords and Sandals 
500 Pairs of Play Oxfords 
500 Pairs of Barefoot Sandals 

















Single Stitched Extra Good 
10 to 12 $1.00 Per Pair 
No. 61 500 Pairs of Cherry Chrome Play Oxfords 
Me Oe. tak tke tie, Ce Mixed Styles—Textan Soles 
2% to 5% (Boys'), $1.50 6 to 11 (Men's), $1.75 J Some with Welt and some without 
See a5 + +. ee eee 














A Few Ladies’ Styles 
2Yyzto4 . .. . . . §$1.10a Pair 





Here is an opportunity for shoe merchants to 
pick up some real bargains. All good mer- 
chandise and at a price. 





No. 5503 


No. a re Skin Cotes, 2. Sole FOR THE REAL GOODS TRY 


Tu sesiiiaiah PATENTED PLAY SHOES F 
GOODYEAR DOUBLE ‘SH? WELT 


EY CANNOT RI 


967 ATLANTIC AVE. _E. J. RAMSEY CO. BROOKLYN, N. Y. 
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~ Fifty-Seven 
Styles : 


4 

4 

No. 2607 \ 

A hy 

4 GREYHOUND Three C ent ers Wi 

\ —. ae pase f D e ib e \ 

a , Single Sole, ‘ 

a) thats ine So of Distribution | 

va C and D, 5-11 ° ha 

i , 
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C HESE are only two of the reasons why you should sweeten 6 

N your stock for the spring trade from the nearest of our N 

) three complete Emerson Stock Departments. m 
b 

y The fifty-seven different numbers enable you to pick out 2 

A just the last and style to fit your trade. : 


, The three central points of distribution insure you of 7) 

4 prompt service at exceedingly low transportation rates. \ 

4 

K) Send for your copy of the catalog today. 4 

VA \ 

P 

i Chicago — Rockland — New York : 
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EMERSON SHOE COMPANY, ie: 


Rockland, Mass. f mes! 
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Let them now buy White Canvas Shoes 
Who never bought before, $ t & 50 
And they who always bought 

Now buy the more. 


OUR 
IN STOCK 
DEPARTMENT 
GIVES PROMPT 
SERVICE e 
Rr No. B-195. Superfine White 


Duck Turn One a. Baby 
LXV Heel. B, C, D, 2 
to 8—$2.50. 


Every prediction points to the biggest White season 


ever. 
Ne. 3-200, Superfine White as HANNAHSONS WHITE CANVAS NOVELTIES 
, WILL ACCELERATE YOUR SALES. 


LXV Heel. B, C, D, 2% to 
8—$2.50. 
Terms—2% 10 days We Specialize in Fabrics. 
POPULAR STYLES AT POPULAR PRICES. 


Minimum orders, 1 doz. pairs 


HANNAHSONS SHOE CO. 


35 WINGATE ST. HAVERHILL, MASS. 
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AS USED BY AMERICAS SHOEMAKERS 


leather that has held the 
| fee makers of dislindive 


PP olwear for over one hundred 


rer 





MADE BY 


B. A. CORBIN & SON CO. 
WEBSTER, MASS. 





Other Distinctive Shoe Styles Will Be Shown from Week to Week 






AOMONNNNANALA ALANA SA AAA 
SVaple & HICKE Ove Uneg. 


“— fp STREET, A= eg 


) TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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Who Knows What 
Styles Will Sell 
Next Winter 


Do you know what styles of shoes your women- 
customers will want next winter? Do the women 
themselves know? Do the manufacturers know— 


for a certainty? 
Outside of staples, it’s purely and simply guesswork. 


The merchant who tries now to guess the answers 
to these questions, who buys his novelties six months 
in advance, is gambling with the greater part of his 
business—and odds are heaped up against him. 


Buy Novelties for Quick Delivery 


You don’t have to take the chance! You don’t have 
to buy your novelties six months or more before you 


put them on sale! 


\Y 
‘i 
s| 


The Kron-Fechheimer Company, makers of -the 
RED CROSS Shoe, have perfected a sales policy for 
the retailer—a service, if you please—one which 
wipes the old problem of style-guessing clean off 


the slate: 


The All Year Selling Plan is a retail selling plan 
based on the idea that a shoe merchant can do busi- 
ness every month in the vear so long as he shows 


pretty shoes. 


The 2nd of a Series of Advertisements on the “All-Year 
Watch for the Third 
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The New Plan Tested and Tried 


The new plan is working now. RED CROSS Shoe 
Accredited Agencies are getting the benefit of it. 


Is there a RED CROSS Shoe Accredited Agency in 
your town? If there is, you’re going to have tough 
competition—a modern buying and selling plan be- 
hind “The Most Salable Shoe in America.” If there 
isn’t, write or wire us today for the details of the plan. 
Learn how it cuts down your investment, speeds your 


turnover, protects you absolutely on styles and prices. 


The service rendered under the All Year Selling Plan 
gives you another and vital reason why you should 
concentrate your purchases in these grades to the 
RED CROSS Shoe. 





One of our representatives is now in your territory. 
Notify us by mail or wire and he will call on you and 
show you the most recent developments in styles for 
immediate and near-future selling. Then you will 
be on his list for future trips at frequent intervals 
when he will have with him later models whose vogue 


is assured. 


The KROHN-FECHHEIMER COMPANY 


925 DANDRIDGE STREET CINCINNATI, OHIO 


TRADE MARK 





Selling Plan” to Appear Regularly in this Publication 


One Next Week! 
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If You Need Any White Shoes 
Get Samples Made from Our 


We are steadily improving our colored sides 


Watch us, as we have more new things in sight 


C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. 








223 W. Lake St., Chicago, Ill. 



















Remember that it stands for a dependable, profit-building line of boys’ 
and girls’ shoes. 

Remember that it stands for forty years of expert shoemaking in 
which great care and thought is taken in designing and building the 
finest of all leather footwear for growing feet. 

Remember the Anvil. It is the guarantee of satisfaction placed on 
the heel of every Brennan & White shoe. 


BRENNAN & WHITE SHOE CO., Inc. 


High Grade Welts 


31-35 WILSEY ST. NEWARK, N. J. 
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STETSON “SUBURBAN” SHOES 








Correct and Corrective 
EN and women with sensitive feet 
are supersensitive about the kind 
of shoes they have to wear. 


One little (big) secret which we control 
makes it possible to provide them cor- 
rective shoes with shapely, attractive 
foreparts—STETSON “SUBURBANS.” 


STETSON “SUBURBANS” fit smoothly and 
snugly at the heel and two ball points. 
They support the arch without a heavy 
cruel steel shank. 


Made to order for men and women in 
the finest brown or black glazed kid. 


Try them _ personally 
and realize how thor- 
oughly and differently 
they satisfy. You can 
sell them very profitably 
at a figure well under 
that commonly asked 
for socalled “doctor” shoes. 


Fit Before They’re Laced 


EE how perfectly the upper shoe 
in the picture fits at the arch, al- 
though the shoe is unlaced. 


In most shoes perfect fit is not se- 
cured until the laces are tightly 
drawn. 

When Stetson Suburbans are laced 
the arch is still further supported as 
if by a bandage. 

Please also notice the shapeliness of 
the last as shown by the bottom view. 











THE STETSON SHOE COMPANY, Inc., South Weymouth (90), Mass. 


BOSTON 
Little Bldg. 
Cor. Tremont and Boylston Sts. 






























Bush Sales Bldg. 
130 West 42nd Street 
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‘Trade names become liter- 
ally household words only 
because the products that 
bear them are of unusual 
merit or provide a decided 
improvement. 
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It is significant, therefore, that the name VICI is prob- 
ably more frequently used throughout the world than 
any other leather trade name. 


We, the only makers of VICI KID, watchfully, 
guard its reputation and are pledged to keep it in the 
front rank of kid shoe leathers. 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia Pennsylvania 
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BRANDED OR UNBRANDED 


DELIVERIES FROM STOCK 





“VOGUE” Stock No. 657 





Mahogany Calf Saddle Strap Hi Line Oxford, 
12-iron Single Sole, Goodyear Wingfoot Half 
Rubber Heel. Brass Eyelets. Code—Courage. 


Widths A-D. 
Price $6.75 


ce Mt Beogee Oxford. Brogue 


B 538—Winsor Last. Widths AA-D. Mirror Patent 637—No. 4 Gallun's 
ay Code—Custom. 


Oxford. Widely sold for dancing and all dress 
Price $6.75 


occasions. Price $6.00 


Charles A. Eaton Co. 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


BOSTON—207 Essex Street ATLANTA—238 Peachtree Arcade 


NEW YORK—127 Duane Street 
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Heiser’s Out Again! 


Our MR. HEISER is once again on his way across the | 
U. S. A. with a full line of new fall samples for 1922. 


WHOLESALERS, who know the profit of carrying our 
shoes are advised to WAIT FOR “HARRY,” and place 


as much advance business as possible. 


Remember — This Is The Line 
That Is Always “Sold Up” Early 


GLOBE SHOE COMPANY 


Women’s Welt and McKay Shoes 


CHELSEA - - - - ~ = MASS. 


“We Make Our Own Leather” 
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On All Shoe Orders’ 


Whether you are placing immediate 
orders on leather shoes for Spring or 
advance orders for Fall, specify Spring- 
Step Rubber Heels. They increase the 
selling appeal of your line and lead 
to greater customer satisfaction the 
whole year ’round. 
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United States Rubber Company 
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Rubber ee ia 
The Market Situation - Prices and 
Style Information - Trade Notes 
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Better Selling Methods 


Explained by John E. Magaw of Hood Rubber Products Co. 
to New England Wholesalers 


“Better Selling Methods” was the 
subject of a talk by John E. Magaw 
of the Hood Rubber Products Co., 
Boston, at a recent meeting of the 
New England Shoe Wholesalers As- 
sociation. Mr. Magaw made points 
which are applicable to the retail shoe 
merchant, as well as middle man. 
From a carefully prepared chart of 
comparative quotas, sales and possi- 


bilities, as of July 1, 1920, Mr. Magaw - 


proved that the shoe industry has not 
tried out intensive sales methods, as 
a trade, to the extent that the volume 
of the business justifies, in either ex- 
penditure of money or of efforts. 


The Big Idea 

He asserted that better selling 
means—A better balanced business, 
less returned goods, less cancellations, 
and better credits, and said he. “The 
big idea back of all these figures is 
to make our sales force, both execu- 
tive and field force, think. The key- 
note to the figures I am quoting are 
per capita sales. What is a fair 
figure to set as per capita consump- 
tion on rubber footwear? 

“As a beginner I took our 1918 
sales by territory and divided by 
vopulation. People wear rubbers, 
therefore, the basis for possible sales 
is by population. Then I took the 
only available figures I could find a 
leather shoe house using. Then the 
percentage of rubber footwear busi- 
ness which the Hood Rubber Com- 
pany were doing to the total rubber 
footwear business of this country. 
Then the factors as shown considered 
in establishing per capita sales. 


A Good Comparison Year 
The year 1920 considered as an 
ideal Rubber Footwear year, ideal as 
to weather, and as high prices, as 
I assume we will have for many years. 
These figures proved out as near as 
I can see estimated sales figures can 


ever prove out, and I believe these 
figures a reliable basis for us for some 
years to come. 

“The paramount idea we have is to 
secure advance shipment orders and 
you will observe the methods I used 
in establishing quotas are shown by 
the factors considered.” 





Market Is Quiet 


Although the London market for 
plantation rubber was reported easier 
at 8%d for ribbed smoked sheets and 
9%d for first latex pale crepe, little 
change in the situation here could be 
noted. There was scarcely any de- 
mand for prompt or forward posi- 
tions, but comparatively few sellers 
seemed willing to sell at present 
levels. Closing quotations were nomi- 

















A Barefoot sandal for the little 

folks with white duck upper, 

gray corrugated sole, white sock 
lining. 


nally 16%c for ribbed smoked sheets 
on the spot or for May delivery, 17c. 
for June, 17%c. for July, 18c. for 
July-August-September, 18%c. for 
July-December and 19%c. for Octo- 
ber-December. First latex pale crepe 
on spot is scarce and held at 18%c., 
with buyers at 18%c. Paras are steady 
on the spot and offered for shipment 





at 17%c. for upriver fine, 12c. for 
upper ball and 9%c. for coarse and 
lower ball. 


Current Quotations 


Para—Up-river, fine ... a 17% 
Up-river, coarse 9%a .: 
[ein TNO 55. <-os0434 1. & Te 
Island, coarse ....... o @ 2a 
Caucho, ball, upper... 12 a.. 
Caucho, ball, lower... 9%a 
ee eee err ten i. +e 

Plantation—First latex 

pale crepe. ....:... a 18% 
Brown crepe, thin, 

aa Papers 14 a 

do do, rolled ...... ll%a 
Smoked ribbed sheets. 16%a 

Centrals—Corinto ...... Tha... 
ja Eee eer oo 
Mexican scrap ...... Gr &..<; 
Guayule, wet ........ 15 a 18 
Guayule, dry ........ 2 a. 


Balata, block, Trinidad 53 a .. 
Balata, block, Colom- 


RN sink Aieia.absia ty 4:6 38 a 39 
Balata, Panama ..... 36 a 37 
mainte, sheet ....... 65 a 68 


Scrap Rubber.—The market re- 
mains exceedingly dull pending an 
upturn in the price of crude rubber. 


Boots and shoes ....... 34a .. 
Arctics, trimmed ...... 2%a 3 
Arctics, untrimmed .... 2 a. 
Tires—Automobile ..... 1 a 
Bicycles, pneumatic .... 1 a.. 
Hose, steam, fire ...... ya % 
Inner tubes, No. 1 .... a 8 
Inner tubes, No. 2 .... a 5 


Play Shoes Sell Well 


Vacation shoes for children sell well 
everywhere. Low price and good 
service mean that these shoes are 
great favorites everywhere, and so 
are the stores that carry them. 

Besides the popular style illustrated 
another favorite has a brown duck 
upper—red corrugated sole. White 
sock lining. 

There is an abundance of cool com- 
fort for little folks’ feet in play san- 
dals. They attract both the children 
and their mothers, and they give a 
lot more service than their Price 
would indicate. 
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Two Central Association Headliners 
President Graham and Chairman Wells of Publicity Committee 


E. O. Graham is president of the 
Central Association Traveling Shoe 
Salesmen and covers the following 
territories: Kansas, Oklahoma, Col- 
orado and New Mexico, for Hoge 
Montgomery Co., Frankfort, Ky. He 
is very well and favorably known to 





E, O. GRAHAM 


President Central Association of 
Traveling Shoe Salesmen 


all shoe merchants and shoe travel- 
ers in this section. 

He has done more to build up the 
Central Association of Shoe Travelers 
than any one member and through his 
help they have built up one of the 
strongest shoe travelers’ organiza- 
tions that has been built. 

Mr. Graham is starting out on his 
twentieth year for his company. 

F. L. Wells, chairman of the Pub- 
licity Committee of the Central Asso- 


ciation of Traveling Shoe Salesmen, 
represents the Shoe Specialty Mfg. 
Co., St. Louis, Mo. He is not one of 
the real old timers but he helped dig 
the rivers and put the bark on the 
trees and started things to going out 
in the Central West in an early day. 

He is a “bush leaguer” but makes 
the big towns in Missouri, Oklahoma, 
Kansas, Nebraska and Iowa, He 
pleads guilty to traveling for forty- 
one years in the Middle West. He 
lives in Kansas City, Mo., “the Heart 
of America,” and he says—“the very 
best town on the map.” 


A MEMORABLE MEET 


Of Massachusetts’ South Shore Trav- 
elers and Others at Pittsburgh 


There was an unusually good num- 
ber of Brockton district shoe sales- 
men who were at the Hotel Henry in 
Pittsburgh recently. All were men 
who are on their routes in that vi- 
cinity or that city and with so many 
familiar faces it made the day a 
memorable one to the boys from the 
Old Colony district. The list is as 
follows: 

Joseph Jones of the P. B. Keith 
Shoe Co., Merton Clark of the Dalton 
Shoe Co., Chester L. Taber, Ernest B. 
Carr and J. Joseph Condon of the 
George E. Keith Co., Thomas Hamill 
of the Buckley Shoe Co., John J. 
Whalen of the John J. Whalen Shoe 
Co, and the Barney, Capen & Den- 
ham Co., Eugene Rivers of the 
Churchill & Alden Co., Arthur Doher- 
ty of Doherty Bros., Avon; Albert 
Doyle and Jack Gillis of Wall, Street- 
er & Doyle; John Hersome of Slater 
& Morrill of South Braintree; Frank 
Fletcher of L. A. Crossett, Inc., North 
Abington; William Mason of the C. 
H. Alden Co., Abington; also Arthur 
J. Reilly of Brockton, who travels 


for Lape & Adler, and Fred Jones of 
Brockton, who travels for the Mayer 
Boot and Shoe Co. of Milwaukee. 


Sirine at 434 Marbridge Building 


A. H. Sirine, who represents Kuhn, 
Pavord, Wilks Shoe Co., moved his 





F. L. WELLS 
Chairman of Publicity Committee, Cen- 
tral Association Traveling Shoe Sales- 
men 


New York City headquarters on May 
1 to Room 434 Marbridge Building, 
where he will be pleased to show the 
visiting trade the new creations in 
the line of misses’, children’s and 
growing girls’ shoes made by his 
house. “Spring business has been 
very satisfactory,” said Mr. Sirine, 
“and prospects are good for a large 
Fall business. I would urge early 
buying if retail shoe merchants want 
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“The time has come, the Walrus said, 
To speak of many things, 
Of Ships and Shoes and sealing wax—.” 


Healthful pleasure and helpful business enthusiasm 
—all rolled into one, inspiring “Get-Together”! 

Nation’ Playground -New Bngltnd That’s what the National Style Show at Boston on 
July 11, 12, 13 and 14 means to you and yours! 
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Build A Business Reserve! 
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See the National Style Show at Boston, and build a 
business reserve for the coming year by meeting the 
biggest men in your business—tanners, shoe manu- 
Address Chester I.’ Campbell, General A e 
facturers, findings men and retailers. Get the shoe 


Manager, 5 Park Square, Boston, for 


all information about the Exposition and * : 
New England. and leather style tips where styles are born. 


Come to the great heart of your industry for authen- 
tic information in July—when business and pleasure 


can be profitably combined! 


NATIONAL SHOE and LEATHER, 


EXPOSITION and STYLE SHOW 
July l1-12-13 and I¢ BOSTON 
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their shaes for the September school 
term.” 


Hyman on Road for Blog 


Jesse Hyman, who for the past 
twelve years has been connected with 
the Blog Shoe Findings Co. of New 
York City, but whose duties have 
been inside the house, is just starting 
upon his initial sales trip over terri- 
tory including parts of Brooklyn and 
all of Long Island. Mr. Hyman will 
carry the full line of findings, chil- 
dren’s shoes and comfort shoes and 
sandals, which constitute the mer- 
chandise of the house. 


Brennan at Hummarock 


William P. Brennan, known to the 
traveling shoe fraternity as “Hof,” 
returned home for a few weeks to 
officially open his new Summer home 
at Hummarock, on Massachusetts’ 
South Shore. Already brother shoe 
travelers and members of the retail 
shoe trade have called to “inspect” 
the new house. Mr. Brennan an- 
nounces that just as soon as beach 
weather arrives in earnest he plans 
to have a series of house parties for 
his many friends, both social and po- 
litical. Senator David I. Walsh has 
accepted an invitation to spend a 
week at Hummarock. 


JOHANSEN BROS.’ NEWS 


Following Conference Travelers Start 
for Territories 


During the week of May 2-6, 
fourteen of the Johansen Bros. shoe 
travelers met at the factory for a 
conference and _ instructions from 
Sales Manager C. S. Straver. Vice- 
President Harry G. Johansen, who 
had been in the leather markets of 
the East for a ten-day survey, made 
considerable purchases and also anal- 
yzed the material situation. His re- 
turn to the factory was timed to en- 
able him to give the benefit of his 
information to the salesmen in con- 
vention assembled. 

The operations of the Johansen 
factory are still at full capacity, al- 
though the immediate pressure from 
the trade has let up sufficiently to en- 
able the company to resume prepara- 
tions for the rehabilitation of its in- 
stock department which has suffered 
during the pressure for immediate de- 
livery of goods on order in_ the 
factory. 


Sullivan Joins Force 


J. L. Sullivan has-been added to the 
force to cover Louisiana and Missis- 
sippi. Mr. Sullivan has been con- 
nected with the shoe trade of the St. 
Louis territory for a number of years. 


Wondell on Road Again 


Tom C. Wondell, who has been 
traveling Missouri for the Johansen 
Bros. Shoe Co. for a good many years 
and who has been kept at home a 
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good portion of the past season by his 
health, is now again covering his ter- 
ritory. Wondell is a veteran of the 
shoe trade and it was a sore trial to 
him to keep off the road as long as 
he did. 
BOSTON SHOE TRAVELERS 
HOSTS 
At National Shoe and Leather Expo- 
sition and Style Show 


The Boston Shoe Travelers are pre- 
paring some big stunts for the com- 
ing National Shoe and Leather Ex- 
position and Style Show, July 11-16. 


WILLIAM P. BRENNAN 
Who Travels for Richards & Brennan 
Co. 


T. A. Delany, president of the Boston 
Association, also secretary of the 
National Shoe Travelers, is chairman 
of the Hospitality and Reception Com- 
mittee. Mr. Delany has sent out 
invitations to every shoe salesman 
in New England who is not affiliated 
with the shoe travelers’ associations, 
as well as embers of the frater- 
nity, to join in serving on the above- 
named committees. Mr. Delany feels 
that the magnitude of the affair will 
require the work of 11 New England 
salesmen. 

It is very likely that the National 
Shoe Travelers Association will have 
a booth at the Exposition, where all 
shoe traveling men may register and 
meet the other fellows. 

President Walter F. Jennings of 
the Boston Shoe Associates is cor- 
ralling all the members of his asso- 
ciation to buckle down to business on 
the Hospitality and Reception Com- 
mittee. E. M. Cox, president of the 
Southern Shoe Travelers’ Association, 
is punctuating his trip South with a 
great line of talk of the bigness of 
the National Exposition. 


Travelers’ Outing July 15 


The chairman of the entertainment 


71 


committee of the Boston Shoe Trav- 
elers is F. P. Fanning of the George 
E. Keith Co., who has many novelties 
up his sleeve for sports at the annual 
outing of the Boston Shoe Travelers, 
July 15. 


N.S. T. A. Officials Active 


Charles F. Maxwell, chairman of 
the Hotel Committee of the N. S. 
T. A., has been doing some wonderful 
work on his trip, having had confer- 
ences with the managers of the vari- 
ous hotels on the question of rates. 
Charlie is a worker and a constant 
one, too. 

Albert Meally, chairman of the 
Style Committee of the N. S. T. A,, 
is working with the Style Committee 
of the National Shoe Retailers’ As- 
sociation. He can give some valua- 
ble suggestions to any salesman or 
style man who is seeking information. 

Vice-President Frank B. King of 
the N. S. T. A., sends word down the 
line that the Chicago Shoe Travelers 
are on the warpath for one hundred 
new members to his association be- 
fore the next annual convention in 
Philadelphia. 

Those of the boys who have read 
that President Harding will back the 
salesmen of the country in their fight 
for the 10,000-mile interchangeable 
mileage book, will be interested to 
know that Secretary Delany of the 
N. S. T, A. is in communication with 
every shoe association in the United 
States, urging them to seek the aid 
of their representatives in Washing- 
ton in pushing this bill ahead to suc- 
cessful completion. 


STYLE SHOW ANNOUNCEMENTS 
ISSUED 


Shoe Trade Board Preparing for July 
5, 6, 7 and 8 


New York, May 10.—Twenty-three 
sample rooms have been engaged in 
the Hotel Commodore by the Shoe 
Manufacturers’ Board of Trade of 
New York, Inc., which organization, 
composed of Brooklyn manufacturers, 
is to hold a style show there July 
5, 6, 7 and & It is extremely prob- 
able that more sample rooms will be 
engaged later as the size of the ex- 
hibits increases. 


NEW SHOE STORE OPENS — 
Bell Shoe Company Begins Business 


Cleveland.—The Beil Shoe Co. has 
recently opened an up-to-date shoe 
store at 6604 Detroit Avenue, Gordon 
Square Arcade, Lakewood, a suburb of 
Cleveland. E. G. Beil, the senior mem- 
ber of the new firm, is not a new man 
in the shoe game. He has been in 
the business practically all his life, 
traveling as salesman and as manu- 
facturers’ agent for thirty years, rep- 
resenting various concerns. 
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The Old Burt & Packard Line of “Korrect Shape’? Shoes Made by Field & Flint Co. 





Another 
New One! 


—That You Can Have Made, with Your Own 
Markings, and Shipped to You in Two Weeks on 
Our Emergency Quick Delivery Service Plan. 


A smart Buckskin Golf Shoe, with saddle ball strap and 
backstay of any color Calfskin. Leather sole and heel with 


white slipsole. 


A real live number—just one of scores of new styles originated 
this season in “Korrect Shape” shoes. We can make this sport 
oxford or any shoe you want according to your own specifica- 
tions, with your own markings, and ship them to you in Two 
Weeks. Write or wire us at once, letting us know what you need. 


FIELD & FLINT CO. 


SUCCESSORS TO 


BURT & PACKARD CO. 


MERE : MAKERS OF “KORRECT SHAPE” SHOES 


MONTELLO STATION BROCKTON, MASS. 
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The Trade Mark that 
wins where others 
fail! 


A fine array of trade-marked shoes and yet 
the sales moving sluggishly—did that ever hap- 
pen to you? There are trade-marks and 
trade-marks, but they will all fail with the great 
Union buying public unless their Union mark 
is there. 








Keep your array of trade-marked shoes, but 
be sure that the Union trade-mark is on them, 
too—that’s the combination for the retailer 
who wants to remove all barriers to a steady 
flow of profitable business. 











Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


246 Summer Street Boston, Mass.. 


Collis Lovely, Gen’] Président Chas. L. Baine, Gen’l Sec’y-Treas. 
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“PDALL STRAPS” and “BROGUES” in 
Scotch Grain are, as you know, the styles 

that are going big. 

These styles made from Lawrence Scotch Grain 

Calf, not only show a distinguishing surface de- 

sign, but your customers are assured of a leather 

thoroughly reliable. 
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‘Lawrence Leathers Are Reliable Leathers” 


A.C. Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA 
CINCINNATI 
MILWAUKEE -_ ST. LOUIS 
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Supplies and Prices 


General Buying Increasing 


Aggregate of Business Is Steadily Larger—Prices Continue 
on About the Same Basis of Past Few Weeks—Raw 
Calfskins Show More Activity 


Sales in the raw material market 
show some increase and the situation 
,appears more clearly defined with the 
regular trading which is going on in 
the leather market. Reports agree 
that sales of sole leather in the ag- 
gregate are increasing. The improve- 
ment is slow but steady. Shoe fac- 
tories as a whole are doing a 
considerable larger business and con- 
sequently are in the market for more 
leather. While business is far from 
normal there are healthy signs of 
stability. 

Makers of upper leather have been 
occupied on the new colors and have 
been unable to fill orders as fast as 
wanted. Side. leathers have been 
quieter, which is in keeping with the 
drive which has been going on for 
women’s novelty and fancy footwear. 
There is virtually no change in the 
price situation, and leather is at a 
lower level than for some years past. 
The general outlook appears to be 
brighter with the exception of export 
trade which is far below the totals 
of a year ago. 


Calf Leather 


The leading call is for the new 
finishes of calf with the lighter shade 
of brown. Some tanners hesitate to 
go too strongly in this line for fear 
that it will not last. It is now the 
best seller. however. There has been 
more purchasing of late of men’s 
weights in ealf leather. Prices are 
quoted at from 45c. to 55c. per foot 
for the best grades of smooth finish 
calf. Suede leathers are quoted 
higher at 70c. for the top and down 
according to quality. 


Side Leather 


While there has been an increased 
call for certain finishes the aggregate 
sale is not as large as it should be 


at this time of year. As the men’s 
shoe factories increase their schedules 
there should be a larger call for full 
grain sides. The prices most quoted 
are 32c. to 35c. for the top grades of 
colors, 27c. to 30c. for medium grades 
and as low as 23c. for the cheaper 
grades. Blacks are bringing from 2c. 
to 3c. per foot below colors. A year 


ago the difference was about 5c. to 
10c. White buck sides range from 
40c. to 50c. per foot, with 50c. to 60c. 
for the choicest, medium 40c. to 45c. 
and the lower grades 30c. to 35c. 
There is not a very strong call for 
combination and bark tanned sides. 
The price quoted is lbc. to 30c. per 
foot. 


COMPARATIVE LEATHER AND HIDE PRICES 
A Chart of Great Value in Explaining Prices 
Upper Leather (price per foot) 


Pre-War 
wer Fag $1.40 a $1.50 $0.60 a $0.75 
45 


Calf suede, top grade 

Calf, smooth colored, top grade 
Calf, smooth black, top grade. 
Side leather, colors, top grade. 
Side leather, black, top grade. 
White buck, top grade 

Elk, heavy side 

Kid, colors, best, fancy 

Kid, colors, top grade 

Kid, black, top grade 

Kid, medium, colors 

Kid, medium, black 

Kid, 


28a 
26a 


18a 
16a 
.28 


Peak To-day 
1.40-a 1.50 
1.30a 1.40 Ada 
-75a 1.00 20a 
.90 24a 
1.00 40a 
-70 24a 
85a 
-70a 
60a 
35a 
20a 
10a 


Sole Leather (price per pound) 


Hemlock, No. 1 

Union 

No. 1 oak backs 

No. 1 oak bends, shoe mfrs.’ use. 
No. 1 oak bends, finders’ use. . 


‘46 a 
. | 


36a 
40a 
50a 

.2 


56a 

90a 

@@4a. 3 

98a 1.05 
1.15a 1.25 


33 
36 
39 
AT 
48 


Raw Hides and Skins (price per pound) 
(1913 Av.) 


Native steers, as used in sole 
leather, harness, etc 

Heavy Texas steers, for sole 
leather 

Light native cows, for side up- 
per leather 

Branded cows, for light sole 
leather 

No. 1 buffs, 
and side leather 


for heavy upper 


one a 


02+ 


one a 


No. 1 Chicago City calfskins, 4 


for fine calf leather 

Kips, for upper leather 

B. A. hides, for hemlock sole 
leather 


.55 
-50 
62 
50 


18% .52a 
18 Soe 
TM wat 
ATH 1.208 
15 


17% 
16% 


30 
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MEN’S AND WOMEN’S NOVELTY SHOES 


Strap Sandals, Ball Strap Oxfords 
and other new popular Styles 


IN STOCK TO SHIP AT ONCE 











Our shoes are hand last- 
ed, the soles and welts 
are stitched like hand 
sewed. Serviceable, com- 


Kid ‘Novelty Sandals sts. cess. S226 fortable, and keep well 
C and D wide, 3-7 and 3-8. 
pome me ? shaped. Men’s Mahog. and Nut Brown Ball Strap 
Oxfords, Rubber Heels 3.60 
© and D wide, 6-9 and 6-10. 
Dolled up with fancy 
stitches and perforating. 
Stylish as $10.00 to 


$15.00 shoes. 
$100.00 to $500.00 in- 


vested in our shoes will 
bring liberal profits. 


Women’s Mahog. and Nut Brown Ball Strap A few salesmen wanted with 


Sandals and Oxfords. . 
y established trade Men’s Mahogany and Nut Brown Oxfords, 
Wing Tip, Rubber Heels............ $3.60 

Cc and D wide, 3-7 and 3-8. C and D wide, 6-9 and 6-10. 


LONG SHOE COMPANY 











129 Duane St. 45 So. Well# St. 2333 Washington St. 











NEW YORK CHICAGO BOSTON 











CUMMINGS SHOE CO. feast Ave. PITTSBURG 




















MEN’S AND WOMEN’S CLOSING OUT SALE 





Women’s 8%-inch Polish Black Kid and 
Mahog. Veal Hand Lasted Welts. C and 
D wide, 3-7 and 3-8. 

Reduced from $5.50 to 
* few cases Growing Girls’, 


Men’ s Hand Lasted Welts, 
aaa Reduced from eB. 50 and $4.50 
$2.50 and so 


Men’ s Mahog. Veal Bal 
Bluchers 0 cb Bensctesnwtsnees +... 3.25 
2.60 


Bluchers 
Rubber Heels 25c. extra 


Freight Paid on Sample 
Cases of lines being closed out 
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Glazed Kid 

A good call continues for the fancy 
shades of kid although they are not 
so easily obtainable in view of the 
raw stock situation which is under- 
supplied. The best call for black is 
on the medium and top grades. The 
lower grades have not moved so well, 
but should the high boot run mate- 
rialize there will be a better call for 
the lower grades of kid. There is 
little change in price on the basis 
found in the accompanying table for 
the various grades. 

Sheep Leather 
There is some improvement noted in 


BOOT AND 


the call for sheep with prices con- 
siderably lower than some months 
ago. The top shades of, suede are 
quoted at 24c. to 28c. in colors and 
down according to quality. Sheep 
leather prices have been brought 
down considerably owing to the lower 
prices prevailing for kid and cabretta. 


Patent Leather 


Improvement continues in patent 
leather, and although the business is 
not large, it is much more encourag- 
ing than a few months ago. More 
patent leather is being used for trim- 
mings in combination with other 
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leathers for women’s fancy footwear. 
Prices remain at 35c. to 40c. and 45c. 
for the three grades. Buyers are 
holding off to some extent, believing 
that there will be some bargain 
prices. 


Sole Leather _ 


The sole leather situation has 
shown more activity the past few 
weeks with more orders being filled 
on regular schedule. There is little 
change in price over the past month, 
and sole leather tanners maintain 
that the bottom has been reached on 
the present supplies. 








Massachusetts Merchants Plan Allied Trade Session 


A Survey on May 18 of Shoe and Leather 





Conditions from Hide Puller to Consumer 


Boston.—A big get-together of the allied trades 

of New England, with an attendance of over 500, 
will take place in the auditorium of the City Club 
Wednesday night, May 18. The Massachusetts Re- 
tail Shoe Merchants’ Association 
have taken the initiative in this 
hovement, and captained by W. W. 
Willson, have planned a conference 
for the purpose of getting a survey 
on shoe and leather conditions from 
the hide puller right down the line 
to the consumer. By this method it 
will be possible to picture not only 
to the public of New England but to 
the people of the country what the 
future has in store for the shoe 
trade. 


To Revitalize Shoemen 


In the words of W. W. Willson: 
“This meeting is more particularly 
to. revitalize the shoemen themselves, 
to brace them up so that they will 
have more faith in each other and 
get out of their systems this bit of 
uncertainty which seems to exist. 
In general retail shoe merchants 
talk in a pessimistic way; they act 
as if they are uncertain of their own selves and 
they think everybody else is in the same boat. If 
you tell them that business is good they seem to 
doubt you, even though you have the figures in your 


Henry E. Hagan 


President-elect Massachusetts Retail 
Shoe Merchants’ Association. 


pocket to show them. Leaders from among the tan- 
ners, the leather men, the shoe wholesalers, the shoe 
manufacturers and the retailers will be present. The 
Chamber of Commerce has been asked to send some 
one to represent the buying public 
that this consumer delegate may re- 
spond to the arguments presented by 
the trade. 
Thomas F. Anderson, secretary of 
the New England Shoe and Leather 
Association, is co-operating in the 
way of furnishing speakers from 
among the shoe and leather authori- 
ties. Already it is announced that 
A. H. Geuting of Philadelphia will 
address the meeting. 
A banquet will precede the con- 
ference, the tickets for which have 
been selling at $3 apiece, 


Massachusetts Merchants Elect Offi- 
cers 


Boston—The Massachusetts Retail 
Shoe Merchants’ Association have 
elected officers for 1921-1922, as fol- 
lows: Henry .E. Hagan, president; 
W. W. Willson, first vice-president; 
D. F. Sullivan, second vice-president, and George O. 
Jones, secretary-treasurer. The election was by 
referendum vote on account of the refusal of I. B. 
Howe to accept the presidency of the association. 








GETTING THE CUSTOMER 
And Making It Possible for Him to Come Again 


A fundamental principle is that the trade of a store 
depends not on the individual sales of the salesman 
but on the firm’s efforts to give value, style and ser- 
vice. That is to say, put the shoes in your store that 
the people want, make the store an attractive place 
for people to come into, treat them courteously and 
given them true shoe service when they are in the store 
and your business will prosper. Force sales on cus- 


tomers against their will and you lose—perhaps not 
the immediate sale but you will lose their future trade. 
It should be the business of the firm to get people to 
enter the store and the business of the salesmen to 
send them away satisfied—with shoes if possible, but 
without if necessary to retain their good will in order 
that a future sale may be made. It is a short-sighted 
policy to measure a salesman’s value by the amount 
of his sales in dollars and cents rather than by the 
amount. of good will he builds up for you with the 
public. 
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HANNAHSONS 


BLACK 
and 


BROWN 


B, 0, D, 2% to 8 B. C, D, 2% to 8 

16/8 half LXV heel Baby Louis heel 
B-110 Black Satin 1 strap . B-140 Black Satin 1 strap........ $3.25 
B-340 Brown Satin 1 strap...... x B-335 Brown Satin 1 strap....... 3.75 


HANNAHSONS SATINS will increase your sales mightily. They have done it for others and will do it for you. . 
HANNAHSONS SATINS are POPULAR PRICED. Feature them as “LEADERS” in your regular or special sales. 
HANNAHSONS SATINS have every appearance of shoes for which much higher prices are asked. 
HANNAHSONS SATINS compare favorably with higher grades. We specialize in fabrics. 

HANNAHSONS SATINS are IN STOCK. You can get them as ordered and when ordered. 


HANNAHSONS SHOE COMPANY 
35 WINGATE ST.—HAVERHILL, MASS. 


Minimum Orders, One Dozen Pairs. Terms 2% 10 Days 





ilmare a 2 ee = i i 10 


SPECIAL- 





XCLUSIVE WELTS 
FOR MEN AND 
‘WOMEN 


ares an 


Y 
WHITMAN & KEITH CO. 


BROCKTON (CAMPELLO STA.)MASS. U.S. A. 











TT TT 











May 14, 1921 BOOT AND SHOE RECORDER 





‘iio al ; 


IN STOCK BROGUES > 


Stock No. 580—Brogue Last. mg rie 26 Brogue Ox- Stock No. 587—Brogue Last. Gallun’s 4 aie egian 
| mead AA, 7 to 11; and B, 6 to I1; Cand D, Lue Brogue Oxford. Rawhide Slip Sole. Price . -$7.00 


Stock No. 693—Brown Cordovan Oxford. rg whide 
mire * zes and ee GA. 7 to II; 6 


Dalton Dress Oxford 


No. 372 


FENWAY LAST 
Eotent C 2. Gueeie. 3 Bevel Edge. Flexible Sole. 
zes ig Pht = me 6% to II; A, B, 6 to a. 
t 


The Dalton Company, Inc. 


Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS 


BOSTON : 183 Essex Street. NEW YORK: 651 Marbridge Building. CHICAGO: Room 706, Security Bidg. 
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TSrrect Dodg' e 


FOR ALL OCCASIONS 


IN STOCK 


X399—DI XIE SILVER CLOTH 
Samaroff One Strap with a Baby Louis 
Heel. Widths AA to D. 

RR 3 $7.50 


IN STOCK AT NEWBURY- 
PORT 


This SILVER CLOTH Slipper is 
just the thing for Weddings, Gradua- 
tions ard Dances. 











“WHITE CLOTH 
X435 


X435— HAZEL WHITE NADO 
CLOTH Samaroff One Strap with 
a 16-8 LXV Heel. Widths AA to D. 
Se ere $5.15 


IN STOCK AT NEWBURY- 
PORT AND MONTGOMERY. 


This shoe is made of a finely woven 
WHITE CLOTH whichYwe know 
will stand up. 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


STOCK DEPOTS 














SILVER CLOTH 
X399 












































MONTGOMERY, ALA. 
Depot at 223 First National 
Bank Building. 
H. N. Wheeler, Manager. 


KANSAS CITY, MO. 
Depot at 215 Sheidley Build- 
ing. H. W. Drake, Manager. 


BOSTON, MASS. 
Depot at 179 Lincoln Street. 
Raymond A. Gillette, Man- 
ager. 


SAN FRANCISCO, CAL. 
t at 770 Mission Street. 
Solly Schweitzer, Manager. 


All goods sold F.O.B. Shipping Point. Terms, net 30 days. 2 pairs or less, 25 cents a pair extra. 
Prices and Deliveries Not Guaranteed 


+ 
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Mn UL mir bhedieal ane 


GOLEM AC AEGRLEAOCeGataeateiins 


APRIL BUSINESS GOOD 


Ahead of April, 1920—May Trade 
Satisfactory So Far , 


The retail shoe merchants of Boston 
have in general found that their April 
1921 business has been ahead in dol- 
lars and cents and in pairs sold of 
April, 1920. May trade has been very 
satisfactory, especially in the women’s 
lines; the children’s shoe business has 
been good; the men’s business can be 
honestly said to show marked signs 
of improvement. The retail shoe mer- 
chants have reduced their goods to 
approximately a replacement cost 
basis—they are buying carefully and 
are feeling their way ahead on sum- 
mer goods. As one retail merchant 
said recently, “Conditions are such 
now that retail shoe merchants must 
buy closely; there are many styles, 
and the retail shoe merchant does not 
wish to stock too heavily on any one. 
He is trying to feel the pulse of the 
consumer from week to week. To be 
a good style picker now is quite a 
test.” 


Report From Federal Reserve 


The Federal Reserve Bank of Bos- 
ton states that a most gratifying im- 
provement is shown in the report of 
stocks and net sales of eight Boston 
department stores. This report indi- 
cates two.especially favorable facts 
in the retail trade—stocks on hand in 
these stores declined during the month 
of March and on April 1 were con- 
siderably less than on April 1, 1920. 
This reduction in stocks is shown by 
their decreased retail values, indicat- 
ing that sales have continued -con- 
stantly so far this year in excess of 
sales last year. At the same time 
these indications of improvement in 
the retail trade are borne out by the 
records of sixteen other department 
stores in New England outside of 
Boston, although the improvement in 
this case is not quite so marked in the 
matter of increased sales. 


SNAPPY STYLES NOTED 


In Trimmed Sport Shoes—Blue and 
Green Veal Decorations 


Snappy styles abound in Boston 


shoe stores and shoe departments and 


DNS 


News i in Shoe Markets 


and Merchandisi 
ments in America’s Shoe 


Bor PITTI bAUbidi MMMM ET TIMTTITH Mb MINN 





Boston 


are being rapidly converted into cash. 
At T. E. Moseley Co.’s one of the new 
numbers in a women’s style was a 
white canvas pump with black calf, 
perforated wing tip, heel foxing of 
black calf, narrow band of black calf 
around top; this shoe carried a baby 
Louis heel. 

A pretty number in a white canvas 
oxford, with ball strap of calf in me- 
dium brown shade extended lace 
stay and heel foxing of tan calf; 
also the same number with black, in- 
stead of tan trimmings; these ox- 
fords carried rubber heels and soles. 
A White buck oxford with trimmings 
of tan or black calf, rubber soles, 
spring heels for tennis or sport wear 
was effective. 

At the women’s shoe department of 
William Filene’s Sons Co. a one-strap 
pump with extended wing tip of 
green, or blue, black and brown veal 
had a novel appearance; the shoe was 
further trimmed with colored veal on 
throat and heel foxing. This style car- 
ried military heels. 

A Colonial in brown suede was also 
noted. This had a Louis heel and a 
strip of brown kid extending from 
the shank to a pointed tongue of about 
three inches. The inlay on tongue 
was of brown kid in a floral design. 

One of the new light shades of tan 
shown here was called a Philadelphia 
tan. 

At this department, F. Holder, in 
charge of the floor, said that cut steel 
buckles are selling well. Mr. Holder 
believes that the peak of the strap 
business has been reached, although 
straps will continue staple sellers, but 
there is a tendency toward tongue 
effect. Baby Louis heels and 14/8 
Cuban heels are good sellers. 


“A BIG SPORTS YEAR” 


So says Peter Girard of Hagan’s. 
Mr. Girard .is looking forward to a 
fine graduation shoe business. Al- 
ready, he says, sales have been made 
on these shoes and special orders 
taken. He is hoping that the rule of 
“nothing too good for graduation 
shoes” will prevail and that people 
will remember that a boy or girl 
graduates only once from grammar, 
high school, or college. 
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Develop- 
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New Hosiery Department 


The T. E Moseley Co. has opened 
a new hosiery department for the sale 
of women’s hosiery. High grade silk 
hosiery will be carried in black, white, 
and all shades to match the various 
colored shoes. The prices are from 
$2.25 upward. 

This store also reports that they 
have been selling more oxfords of late 
than have been sold for some time— 
in dark brown and black—the copper 
shades of brown coming in a close 
second with the dark brown. George 
H. Wirth believes that fall will see 
a certain number of women’s staple 
walking boots with military or Cuban 
heels sold, and that dressy footwear 
will be confined to low shoes, with 
spats for street wear. For summer 
he predicts a big white season, in 
plain white and white in combination 
with colored leathers. 

Other retail merchants interviewed 
feel that spats will be good sellers 
this fall. 


BUYERS IN BOSTON 


Among the retail shoe merchants 
who have come to Boston the past 
week are Charles Lamey of Lamey & 
Wellahan, Lewiston, Me., and F. W. 
Young, of Evans & Young, Pawtucket, 
R. I. Mr. Lamey was met in company 
with John F. Travers, president of the 
John F. Travers Shoe Co. He re- 
ported that business in his home city 
was very satisfactory. He predicts 
for fall that oxfords in black and 
brown will be big sellers for street 
wear, and in colder weather will be 
worn with either spats or wool hose. 


YOUNG IS VETERAN VISITOR 


F. W. Young of Pawtucket has not 
missed a weekly trip to the Boston 
market for thirty years, during which 
time he has conducted one of the best 
retail shoe stores in Pawtucket. How- 
ever, thirty years does not mark his 
entire shoe career, as twelve years 
prior to that he was in the wholesale 
shoe business. His very first experi- 
ence with the shoe trade came when 
he was ten years old—in his home 
town of Danielson, Conn. Here he 
stood at a bench and pegged footwear. 
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| Women’s Shoes 
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BOUDOIRS AND BALLETS IN 


Fine - seeding an 
Hand Tol Boudoirs. 
Quilted Sock. 

Black $1.40, 

Red and Brown 

$1.50. 2% to 8. 
Women’s Fine 


Black Kid Ballet } oe Sewed Turns. 
Sizes 2% to 7. 5% 10 days. 
SALEM SHOE cot ‘ii New Hampshire 














COLLI Ne oa: STAPLES 


Head, Temed iow Cm 
ties in colored canden ont 
ins and all —, 


118 Phen 
Hewat s Mess, 
183 Eogsex St, ‘ioe 





MONMOUTH. MOCCA SINS 


Nature’s Footwear. No 
reaking In. For Every 
Out Door Need. Amer- 
yh Best and Oldest 
B les in Stock. 
Write for Catalog. 
JOHN D. am SHOE 


Monmouth, Maine 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 
Atwars Ready to Serre pe 
FRTOE it HIS EE 


Solisss Prerew""' Creators ; 
puane sr, CSAS oa cy 








BOUDOIR 
SLIPPERS 








sizes or 
. ‘Ter 5! ae days, net 30. 
Sitver ae ys, Havechill 


BOOT AND SHOE RECORDER 


Later on he attended commercial - 


college. 

He began his connection with shoe 
wholesaling by sweeping floors and 
dusting. After a few weeks he was 
put on to something better. When he 
left the wholesale shoe business he 
was receiving $9 a week. He started 
the retail shoe business without a 
penny and now has a stock of over 
$40,000. His partner, Mr. Evans, died 
two years ago last February, and he 
conducts his shoe store with the aid of 
his son, Clinton A. Young. 


QUALITY AND FITTING 


Mr. Young has built up his business 
by selling quality shoes—he has never 
deviated from this principle. “During 
the war period,” said Mr. Young, “I 
felt that it was better to advance in 
prices with the market, but retain the 
quality, rather than to put in a lower- 
priced shoe of inferior makes. I have 
very definite rules in regard to shoe 
fitting. I believe in fitting long and 
narrow. We carry shoes in our store 
in triple A’s. Just so sure as you 
cramp a foot in a shoe that is not long 
enough, just so surely will you get 
into trouble. A long, narrow shoe 
gives room so that the little toe can 
lie flat.and not become doubled up. 


RETAIL SHOE SALESMEN MEET 


And Elect Officers for Ensuing 
Year 


One of the most interesting meet- 
ings of the Boston Retail Shoe Sales- 
men’s Association, Inc., was held on 
Monday, May 9. This was the big 
meeting of the year. A buffet lunch 
was furnished members at the Boston 
Shoe Trades Club and the election of 
officers took place. A pleasing pro- 
gram was rendered. 


ROUND TABLE NEWS 


A Set of Correct Shoe Fitting Rules 
Are Adopted 


One of the very interesting features 
at the April 28 meeting of the Boston 
Retail Shoe Salesmen’s Institute was 
the report of the committee on a set 
of ‘rules to be used as a standard for 
correct shoe fitting. The committee 
was composed of the following: Peter 
F. Girard, James H. Creed, Herbert 
L. Currier, William H. Morgan, and 
Harry C. Copeland. The report was 
very well received. About 80 per cent 
of the report was adopted, the re- 
maining 20 per cent referring to Rule 
No. 4 on heels. Some of the members 
of the class disagreed with the report 
submitted, and although’ the disagree- 
ment seemed to lie mainly in 
the phraseology, it was decided that 
each individual member should submit 
his opinion on this subject, and then 
out of these arguments submitted at 
the meeting, which was held May 4, 
a rule on heels would be adopted, thus 
completing the set. 
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Professor Starch of Harvard Uni- 
versity gave a test to the members 
on the first three or four volumes used 
in the course; in fact, a general clean- 
ing up of odds and ends took place 
at this meeting. 

At the May 4 meeting George F. 
Hamilton, assistant editor, presided, 
with Major Charles T. Cahill of the 
United Shoe Machinery Co. Major 
Cahill showed pictures of shoemaking 
from the raw wood up to the finished 
last. 

Arthur L. Evans, president of the 
Institute, is now back in Boston again 
and presided at the May 11 meeting 
of the round table group. Mr. Evans 
entered upon his duties with new zeal, 
as he had just been refreshed by a 
week’s vacation in the fishing trip in 
Maine. 

On May 10 he ran down to Philadel- 
phia to organize another round table 
group of the Boston Retail Shoe Sales- 
men’s Institute, the preliminary meet- 
ing of which was held at the Gold 
Room of the Hotel Adelphia. 


SHOE WHOLESALERS MEET 


New England Association Confers on 
Present Conditions 

A luncheon-meeting of unusual in- 
terest and value was held at Young’s 
Hotel, Boston, Wednesday, April 27, 
by the New England Shoe Wholesal- 
ers’ Association. 

President Edwin P. Holmes pre- 
sided, and the members had with them 
as special guests Harry I. Thayer, 
president of the Tanners’ Council of 
the U. S. A.; Frank R. Briggs, presi- 
dent of the. National Boot and Shoe 
Manufacturers’ Association, and H. E. 
Derry, in charge of the Sole and Heel 
Department of the United States Rub- 
ber Co. 

In opening the post-prandial pro- 
ceedings, President Holmes congratu- 
lated the members on the apparent 
turning of the tide in business, but re- 
minded them that the wholesale shoe 
trade still has some serious problems 
to face. Even the ghost of “pure 
shoe” legislation has not yet been 
permanently laid. 

President Thayer gave an interest- 
ing analysis of the leather industry, 
stating that the tanners have caught 
it worse than any other industry dur- 
ing the recent depression. There is, 
he said, just as much danger in specu- 
lation on low prices as on high prices, 
and that everything possible should 
be done to avoid this. 

Business, he continued, is going to 
come back slowly in the tanning in- 
dustry, but it is bound to come. 

Retail shoe merchants undoubtedly 
lost much Easter business by delay in 
ordering supplies. The banking situ- 
ation is hardly bad enough to prevent 
us from going ahead, and there is no 
doubt that “frozen” money is being 
gradually liquidated and that our 
people are beginning to find them- 
selves. 
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The speaker strongly urged the 
wholesale shoe trade to pay more at- 
tention to the style and color question 
in footwear than it has heretofore 
done, and to try to be more creative. 

President Briggs, ‘while disclaiming 
the role of prophet, said that there are 
plenty of hopeful things to talk about 
just now. Retail shoe business this 
spring has been away ahead of expec- 
tations, and the trade has been actu- 
ally short of supplies because of the 
fact that it takes time to make shoes. 

The public is still buying what it 
wants and will continue to pay for 
what it wants. 

Mr. Briggs expressed the belief that 
within the next two months the shoe 
price situation will be pretty well sta- 
bilized, and said that retailers must 
now begin to anticipate their wants. 
It was his expectation that the month 
of May would be marked by the re- 
ceipt of largely increased orders by the 
shoe manufacturers. 

“I don’t believe that the retailers 
will allow themselves to get caught on 
fall orders the same as they did on 
this spring’s orders,” said the speaker. 

An exceedingly interesting paper on 
“Better Selling Methods in the Whole- 
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sale Shoe Trade” was read by John 
E. Magaw, of the Hood Rubber Prod- 
ucts Co. 
The following resolutions were 
unanimously adopted by the meeting: 
“Resolved, That in the opinion of 
the New England Shoe Wholesalers’ 
Association representation should at 
once be made to the retail -trade that 
if it defers placing orders for fall 
business, serious delays in receipt of 
merchandise will be inevitable, as re- 
cently happened in the case of deliv- 
eries of spring, 1921, goods; 
“Resolved, That the New England 
Shoe Wholesalers’ Association cor- 
dially indorses the Second National 
Shoe and Leather Exposition and 
Style Show, to be held under official 
manufacturers’ auspices in Boston, 
July 11-14, 1921, and urges its mem- 
bers to become exhibitors therein and 
to give publicity to the enterprise 
through the medium of special letters 
to their customers and otherwise.” 
Special reports setting forth busi- 
ness conditions in different parts of 
the country, sent to Secretary Thomas 
F. Anderson by prominent wholesal- 
ers and manufacturers, were read dur- 
ing the meeting. 


New York 


SUMMER WEATHER NEEDED 


Business Not Dull, But Less Active 
Than It Should Be 


Real summer weather is needed 
more than any other element to give 
the New York shoe retail trade the 
“kick” that it now lacks, in the opin- 
ion of leading shoe men. Although 
present business is not actually dull, 
it is a trifle less active than the mer- 
chants would like to see it and than 
had been anticipated. Some fears are 
expressed that a continuation of pres- 
ent conditions will lead to another 
price-cutting war. So far the local 
retail trade has been free from sharp 
price cutting, although all but a few 
of the merchants are featuring their 
low-priced merchandise strongly and 
some remarkably small prices have 
made their appearance recently. 


$10 to $12 for Men’s Shoes 


In men’s shoes, particularly, several 
sales at prices under $10 have ‘been 
featured, although most merchants 
agree that from $10 to $12, appa- 
rently, is ‘a satisfactory price from 
the consumers’ standpoint. 

Prices for women’s shoes apparently 
are holding up much better. The 
craze for novelties has sidetracked 
most of the staple business, with the 
result that novelties command good 
prices. The merchants seem to have 
played the novelty game safely, and 
so far there has been no quick rush 
to dispose of merchandise that has be- 
come passé. 


Straps Still in the Lead 


Straps are still leading, although 
some of the smaller-tongued models 
are making a strong bid for favor. 
Saks & Co. report a large business on 
open-work beaded tongued models in 
dark suede and other dark leathers. 
The tongued models invariably carry 
the full Louis heel. In other stores 
where tongues are said to be moving 
only slowly there is an idea that they 
will be good in the fall. 

A new strap model is being shown 
by J. & J. Slater. The new model is 
a combination of the strap and the 
tongue. The strap is not adjustable 
and crosses the foot a little lower down 
than the instep strap. In the center 
it contains a small pointed tongue. 
The strap is of contrasting leather, 
which is also used as a piping around 
the collar of the pump and across the 
tip stitching. The combinations 
shown in one of Slater’s windows were 
red on white fabric, green on white 
fabric, blue on beige buck, and an all- 
black patent leather. 


Modified French Toe Selling 

In some quarters of the local trade 
the modified French toe is coming in 
for a good run. Retail merchants 
catering to the theatrical and Broad- 
way trades are finding such types 
moving briskly, and one small Broad- 
way shop in the Rialto district now 
has nothing but modified French toe 
models in stock. Patent leathers in 
strap and other fancy models are get- 
ting a good call, too, but plain ox- 
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Whereto Buy 


Women’s Shoes 








“Fernco-Quality” Comfort Shoes ; 
Ladies’ Hand Turned 





AND SANDALS 
Cushion Seck Lining 
Widths, D, E, EE 
FERN SHOE CO. 
Write fer 
P i 41 Water St. 


euusacet teet.ecccsssoeceser 








“WOMEN’S McKAY 
Slippers and Boots 


of Character 


HARRISON-LOCKWOOD CO. 


tory, Haverhill, M 
tom, 108 Lincoln Street 














Lower Priced 

than the Best, 
Better Quality 
than the Rest ! 





MAID-RITE FELT SLIPPER CO., Inc. 
163-169 Livingston St., Brooklyn, N. Y. 



















E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Fac’ 
Haverhill 


Boston Office 
207 Essex St. Room2i1 











FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











WOMEN’S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 
On All Lasts 
Inquiries. Promptly Answered 











Felstiner-O’Connell ShovCoine. 
Washington Street - - - Haverhill, 













Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass, 


207 Hess Servet 


















Where to Buy 


Women’s Shoes 














Black calf, all leather sole, all 
leather heel. Silk pom-pom, 
quilted sock lining 
Price $1.15 Net 
ESSEX SLIPPER CO. 





BOUDOIRS IN STOCK: 


Haverhill, Mass. : 





——HARDING SHOE CO., Inc.—— 


Makers of Women’s Turn Shoes Specializing 
in High Grade Novelties 


We want to hear from merchants 
seeking up-to-the-minute styles. 


Write us at the factory. 


NEW YORK BOSTON 
D. F. Mellen Bernard L. Durgin 


Haverhill, Mass. 





A HIGH-STYLE LINE 


OF 
Women’s Fine Turns 
and Novelties 
TESSIER & BOWDOIN 


50 Phoenix Row Haverhill, Mass. 








BOUDOIRS AND BALLETS 
IN STOCK 

Shipped on day order is 

Black, $1.2; Red, $1.30; 


Tan, $1.35. 
et Kid Ballet, 8-11, 
a5 ; 4-2, $1.4; %-7, 

= 2% 10 days, Net. 3. 

BAY STATE SLIPPER COMPANY 

Haverhill, Mass. 

















Where toBuy =| 
Shoes at Auction 


HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 














Every Wednesday and Friday 
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fords and pumps in patent leather are 
almost unsalable at any price. 


Increase in Hosiery Departments 


More retail merchants are carrying 
stockings and are doing a good busi- 
ness in them. The present demand 
centers on high grade, full-fashioned 
hosiery of the novelty class, either 
drop stitch or heavily clocked. There 
is a good call for sheer hosiery of the 
chiffon type, and lace stockings are 
going well in the high grade shops. 


Suedes Not Selling So Freely 


Suedes are not as strong as they 
were before Easter, and in the sales 
so far on sports shoes fabric appears 
to be stronger than buck. Cold weather 
has retarded the sales of sports shoes 
so far, but early indications point to 
a strong season on white and com- 
binations, with black and white in the 
lead for both men and women, in the 
opinion of local retailers. 


Deny Ownership of Retail Store 


The Temko Bass Shoe Co., whole- 
salers, 134 Duane Street, deny that 
they have opened a retail store at 140 
West Thirty-fourth Street, as report- 
ed in our issue of April 16. The re- 
tail store is operated by Samuel Alder- 
man, a relative of Mr. Temko, and the 
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Temko Bass Co. merely guaranteed 
the lease on the retail store. The orig- 
inal report arose when the company 
signed the lease for the retail store. 


New Shoe Store Opens 


On April 9 the Vogue Boot Co., Inc., 
held its formal opening at its new 
store, 71 West Fiftieth Street, with 
a full line of high-grade shoes. Paul 
Rahm and William Goldberg are the 
proprietors. 


New Office and Stockroom Opens 


The Arrowsmith Mfg. Co., makers 
of arch props and foot and shoe spe- 
cialties, has opened an office and stock- 
room at 148 Chambers Street. The 
factory will remain at Morristown, 
N. J. This gives the company places 
in New York City; 19 South Wells 
Street, Chicago, Ill.; 57 Queen Street 
East, Toronto, Ont., and 31 Duncan 
Terrace, London, N 1. 


Remodeling New Quarters 


The Crescent Shoe Co., which re- 
cently moved from 111 Reade Street 
to the location. at 159 Duane Street 
formerly occupied by the W. D. 
Hannah Shoe Co., is completing ex- 
tensive alterations. The growth of 
this company in the two years of its 
history has been remarkable. 


Milwaukee 


PAIR VOLUME HOLDING UP 


Big Improvement Expected Before 
End of May 


Trade activity in boots and shoes is 
of satisfactory volume, considering all 
the peculiar conditions influencing 
business of every nature. The mental 
attitude of shoe dealers, as well as 
other retail merchants, is growing 
more hopeful day by day as tangible 
evidence of the'dissipation of the de- 
pression comes to the surface. Most 
shops were able to report an April 
volume virtually equal in pairs to the 
same month of 1920, although in dol- 
lars and cents the total was somewhat 
lower. 

May trade is starting out well. If 
the copious showers and snows of 
April will bring May flowers and sun- 
shine in commensurate quantities, 
there is no doubt that a splendid 
month’s business will result. 

The May ball season developed a 
very healthy demand for the finer 
qualities of ballroom footwear, both 
among women and men. The latter 
was perhaps more interesting because 
of the vigorous efforts being directed 
to arouse the interest of the men in 
boots and shoes. During the first week 
in May three principal social events 


were preceded by an excellent call for 
society goods. 


Leather Census Protested Against 

The interest of the shoe, leather and 
allied trades has been aroused by an 
appeal made to Congressman W. H. 
Stafford of Milwaukee by the Helm- 
holz Mitten Co., of Cudahy, Milwau- 
kee county, a large maker of leather 
gloves and mittens. The Helmholz 
company desires to know by what 
right the United States Census Bu- 
reau is trying to force it to submit 
monthly reports in regard to details 
of its business, principally respecting 
the amount of leather consumed. 


C. C. Vogel at Foreign Trade Council 

Carl C. Vogel, manager of the ex- 
port division of the Pfister & Vogel 
Leather Co., Milwaukee, took an im- 
portant part in the convention of the 
National Foreign Trade Council at 
Cleveland, Ohio, May 4 to 7. Mr. 
Vogel recently was appointed on the 
foreign trade advisory service staff 
for this meeting. He ‘is especially 
posted on South American affairs, hav- 
ing spent several months in a tour of 
the lower continent not long ago. 


New Russell Moccasin Factory Opens 

The W. C. Russell Moccasin Co., 
Berlin, Wis., held the formal opening 
of its new factory building on Thurs- 
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day evening, April 28, this taking the 
form of a public reception, inspection 
tour, display of products, and ending 
with a ball. The building is 40 x 130 
feet in size, two stories and basement, 
equipped throughout with the latest 
types of machinery. One of the fea- 
tures is the provision made for pro- 
ducing sportsmen’s footwear, in which 
line the Russell company is one of 
the principal manufacturers in this 
country. The business was estab- 
lished in 1911 and is now capitalized 
at $75,000. 


Daylight Saving Adopted 

Daylight saving has been adopted 
by merchants and manufacturers in a 
number of cities in Wisconsin as of 
May 1, despite the refusal of city au- 
thorities to enact ordinances, which 
was done in Milwaukee. At Kenosha, 
Wis., fourteen large manufacturers, 
including the big tanneries and boot 
and shoe factories, decided to go on 
the new schedule May 1, and all re- 
tail merchants of the city did like- 
wise. The peculiar situation here was 
that the common council ignored peti- 
tions containing many more than 
enough signers asking for a daylight 
saving ordinance, so the citizens took 
matters into their own hands. Mem- 
bers of the council excused their ac- 
tion on the ground that laboring men 
held a club over their heads in this 
matter. 


Retail Merchants Meet in August 

The annual convention of the Wis- 
consin Retail Merchants’ Association 
will be held Aug. 15, 16 and 17 at 
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Appleton, according to announcement 
just issued. The association consists 
largely of general store and grocery 
merchants, but boot and shoe topics 
in relation to merchandising through 
the small country dealers in general 
merchandise will hold considerable in- 
terest in the program. 


Department Store Sold 


W. E. Rank, for many years con- 
ducting Rank’s Department Store at 
Waupun, Wis., has disposed of the 
business to C. M. Welch of Charlotte, 
N. C., and L. L. Welch of Delavan, 
Wis., who took possession as of 
May 2. 


Membership Drive Begins 


A unique campaign to dispose of 
4000 additional memberships in the 
Milwaukee Association of Commerce 
is now under way. It is not a cam- 
paign in the ordinary sense of the 
word, but an intensive salesmanship 
movement to sell the association to 
the people of Milwaukee. A “sales” 
department has been created under 
the direction of K. H. MacArthur. 
The dues recently were increased from 
$25 a year to $50, and withdrawals on 
that account have been negligible, ac- 
cording to Phil A. Grau, executive di- 
rector. 


Buys Department Store 


Joseph Stein, formerly owner and 
manager of a large department store 
in Neenah, Wis., has acquired the de- 
partment store of Ludwig Franc at 
DePere, Wis. 


Lynn 


THREE-STRAPS FOR FALL? 


Buckle Type Being Developed by Lynn 
Manufacturer 


Deerskin shoes, white in color, are 
being made at the factory of Harney, 
Tracey & Crehan. Orders coming in 
indicate a trend toward black and 
brown kid shoes, in strap pump styles, 
chiefly two-strap patterns. The straps 
fasten with buckles. The heels are of 
the military style, 14/8 high. Plain 
blucher oxfords, of a light Russia calf 
leather, with 10/8 heels, also are in 
immediate demand. 

A three-strap pump, of a medium 
light shade of Russia calf leather, is 
a new fall sample in the line. Its 
straps fasten with three buckles. This 
pump has a tip with perforations, but 
it has neither ball strap nor foxing 
strap. A double row of stitches with 
a line of fine perforations between the 
stitches is carried along the top of 
the quarter and down the side of the 
shoe to the shank, outlining the coun- 
ter. This shoe will have a medium 
heavy sole and a fair stitched edge. 
Inquiries from buyers indicate greater 


interest in heavier soles and fair 
stitched edges. 


Stouter Shoes Predicted for Fall 

A. N. Blake of the Watson Shoe Co. 
says it looks to him as though stouter 
shoes would sell in the fall, in the 
trade East and West. The South is 
an exception. A letter to the firm re- 
ceived about May 1 says: “Send us 
those strap pumps. We merchants of 
the South cannot sell the heavy style 
shoes like the brogues. We must 
have light and dainty shoes.” So 
there are being added to the Watson 
sample line some new shoes of selected 
Scotch grain leathers and boarded 
ealf leathers, with medium heavy 
soles and fair stitched edges, white 
threaded and wheeled. These shoes, 
of course, are made with military and 
walking heels. 


«Square Toed Lasts the Latest 

Square toes of the French style are 
on new lasts designed by Edric R. 
Taylor of McNichol, Taylor, Inc., of 
Lynn. The lasts have walled sides, a 
flat forepart, receding to the toe, 
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which is square, like the French 
style. Heels on this last are 8/8 or 
9/8. Edges are welted and square. 
Another type of the square toe lasts 
carries a 12/8 heel. These lasts are 
intended for street shoes, of Russia 
calf leather, and for sport shoes of 
Scotch grain leather. 


Imitation Strap Styles Being Made 
Imitation stitched ball and saddle 
straps are in Lynn sample lines. The 
idea corresponds to that of imitation 
stitched tips. On some shoes a line of 
small perforations is run between a 
double line of stitching. Another idea 
is to stitch black shoes with white 
threads, to get a color contrast, or to 
use orange silk thread on tan shoes, 
or even green silk thread on white 
shoes or patent leather shoes. Colored 
silk threads, suitable for stitching 
uppers, are not easy to get, because 
the mills make them only on order. 


Soled Moccasin Line Developed 

Moccasins made by the Collyer Moc- 
casin Co: are an innovation in Lynn 
shoemaking. One line of these mocca- 
sins for children is made of a plump, 
chrome tanned elk leather. To the 
bottom is stitched an extra sole of 
elk leather, so there is double protec- 
tion for the foot, as well as double 
wear in the shoes. The uppers are 
soft and pliable and they give growing 
feet a chance to grow as- nature in- 
tended. The idea of soling the bottom 
of the moccasin to give it some of the 
earmarks of the modern shoe is being 
developed by the Collyer Co. For in- 
stance, it has men’s moccasins of 
brown elk leather, to which oak soles 
are stitched, and a rubber heel is at- 
tached to the oak soles. Such shoes 
may be worn with health and comfort, 
both indoors and out. Another line of 
moccasins has a cushion bottom, said 
bottom being made of an insole of 
chrome leather, an outsole of heavier 
chrome leather, and a midsole of felt. 


Demand for Specialty Straps 

Spats and straps are specialties in 
the making of which the shop of C. R. 
Whittredge Co. alternates. It should 
be making at this time of the year 
spats for fall footwear. But buyers 
are holding back and so it is making 
straps to be attached to plain pumps 
in retail store or repair shop for the 
purpose of converting plain pumps 
into strap style pumps. It expects, 
by the way, to keep on making straps 
for some time to come. It is even get- 
ting shoes sent into its factory, to be 


May 14, 1921 


trimmed with straps. It has a new 
sample line of spats for fall, chiefly 
of brown, to be worn with brown 
shoes, and gray to be worn with black 
shoes. 


Output of Welts Increases 

The making of welt shoes is gaining 
in Lynn. Williams, Clark & Co. and 
the Watson Shoe Co. are both making 
more welt shoes for women in their 
new shops in the Hilliard & Merrill 
Building. The Melanson Shoe Co. will 
double its output of growing girls’ 
welts in the factory at 210 Broad 
Street, which it will occupy next 
month. W. H. Sargent has resigned 
as foreman of the Williams, Clark & 
Co. factory, to make women’s welt 
shoes. John R. Donovan Co. will make 
welts, in addition to McKays. Max 
Rothbard is fitting up a factory in the 
Gardiner Building at 556 Broad 
Street to make women’s welts. Dono- 
van & Middleton, a new concern, at 
217 Market Street, is making high- 
grade welts for boys and girls. Strout 
& Stritter, who moved into the Vamp 
Building a while ago, are now nego- 
tiating for additional space, so that 
they can make more welts for women. 


Scotch Grain Light Weight Calf 

J. S. Barnet & Sons, Inc., Lynn, are 
making Scotch grain calf leather in 
weights especially suited to women’s 
shoes. Also this firm is bringing out 
a new brown color in its Ace line of 
calf, for women’s fall footwear. 


Boulevard Scene for Style Show 

‘Lynn manufacturers will reproduce 
a scene from Lynn’s beautiful ocean 
boulevard as a background for their 
style show at the big Boston shoe and 
leather exposition. 


Eastern Company Moves 

The Eastern Shoe Mfg. Co., for a 
number of years at 703 Washington 
Street, has taken a lease on the build- 
ing formerly occupied by the Phelan 
Shoe Co., 411 Broad Street, continu- 
ing the manufacture of misses’ and 
women’s welts. The production will 
now be increased from 1000 to 2000 
pair per day. 


Frank Terhune Makes New Con- 
nection 

Frank Terhune, who recently. re- 
signed as salesman to the wholesale 
trade for A. M. Creighton, has become 
salesman for V. K. & A. H. Jones & 
Thomas of Lynn, with headquarters at 
42 Lincoln Street, Boston. 


Brockton 


KEITH CO. BUYS FACTORY 


Salesmen Sending in Good Volume 
of Orders 


The George E. Keith Co. has pur- 
chased the factory property at East 


Weymouth, Mass., known as the con- 
cern’s No. 3 plant. This building was 
constructed by the East Weymouth 
Industrial Association and leased to 
the company in 1909. The building is 
four stories with a capacity of 3000 
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pairs and at full production employs 
750 people. 

President Harold C. Keith, in a re- 
cent letter addressed to employees, 
writes: “There is an improvement in 
the business situation as relates to 
George E. Keith Co. The Walk-Over 
salesmen, as we expected, are doing 
in excellent business.” 

The Eldon B. Keith Memorial. Ath- 
letic Field is now approaching com- 
pletion. It is to be formally dedicated 
Oct. 29. This field was planned by the 
late George E. Keith as a memorial 
to his older son, Eldon B. Keith, who 
died while in Government service in 
London during the war. President 
Harold C. Keith will later turn the 
grounds over to the Brockton School 
Board, who will have complete super- 
vision of it. 


Held His Job 30 Years 

W. T. Hyatt, who works at the Field 
& Flint Co. factory, has rounded out 
30 years of continuous service for that 
concern. He started as an office boy, 
has worked in all departments, and is 
now foreman of the treeing, dressing 
and packing departments. The “Kor- 
rect Shape News,” the firm’s house 
organ, shows a photograph of Mr. 
Hyatt in his working clothes with a 
background of shoes. 


Catalog Issued by Preston B. Keith 

Typical of the development of rapid 
shoe firm catalogs is the in-stock book- 
let produced by the Preston B. Keith 
Shoe Co., in which are shown photo- 
graphic illustrations of some of the 
staple styles made by this firm. These 
are attractively posed and printed in 
natural colors. They include oxfords, 
bal and blucher patterns. 


Shipments of Shoes Well Received 

The Emerson Shoe Co., which a few 
weeks ago began the manufacture of 
women’s shoes, is now producing 1200 
pairs daily in the factory at Rockland, 
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Mass. Letters from Emerson dealers 
express satisfaction with the shoes. 


Shoe Shipments for April 


Brockton shipped during the month 
of April 50,772 cases of shoes as com- 
pared with 48,997 cases the corre- 
sponding month of a year ago. 


Building New Factory 


George Baker & Sons, Inc., tack 
manufacturers, are building a new 
factory in the Montello district of 
Brockton. This is a one-story brick 
and concrete fireproof construction 
with a two-story office section. The 
estimated cost is $125,000. This con- 
cern does an extensive business with 
the shoe manufacturing trade. 


Many Shoe Buyers Coming to Boston 


Roger Sherman, Jr., of Kimball & 
Sherman Co., now making a business 
trip in the Far West, writes that many 
merchants on whom he has called have 
planned to visit Boston in July. It is 
his opinion that there will be a large 
number of representative buyers in 
Boston during the coming summer 
months and that many anticipate being 
present at the New England Shoe Ex- 
hibition and Style Show to be held in 
Boston the middle of July. Most of 
the buying which is being done now 
is for early delivery. 


New Member of Local Concern 

J. Warren Murray, formerly of 
Portsmouth, Ohio, is now associated in 
business with his brother, Horace W. 
Murray, head of the Murray Shoe Co. 
of this city. This concern was estab- 
lished in Haverhill in 1916 and manu- 
factures women’s turn footwear. : 


Removal of Jobbing House 
Nathan Apteker has removed his 
wholesale shoe business from his for- 
mer quarters on River Street to a 

store at 57 Washington Street. 


Cleveland 


SALES OF WHITES REPORTED 


Cleveland Merchants Open Season 
Early and Business is Better 
Than Average 


Merchants in this city with few 
exceptions started sales of white 
shoes on a large scale May 1. This 
does not mean that efforts to sell 
summer shoes were greater than those 
put forth for the leather shoes. On 
the contrary, stock that was  pur- 
chased for spring wear sold much 
faster in the first week of May than 
did the white gocds. But the aver- 
age merchant began to put more em- 
phasis on summer apparel. This was 
in line with the policy of heads of 
dry goods and men’s wearing apparel 
departments. Advertisements em- 


phasized the fact that the summer 
goods are all fresh; that they have 
not been picked over; that the varie- 
ties are good and that sizes are many. 

The warm weather brought out 
many consumers and dealers reported 
good sales of white shoes. The volume 
was beyond the average for this time 
of year. Merchants are looking for- 
ward to an exceptionally good season 
in light and airy footwear. 


Spring Stocks Are Low 

Merchants are still pushing spring 
shoes and stocks are low. Very few 
merchants will have to carry over 
into the summer season large surplus 
stocks of spring goods. It has been 
an extraordinarily long season for 
spring shoes, quite the reverse of last 
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year. A year ago it was cold and 
rainy until the middle of May. This 
year there was very little cold 
weather, and low shoes were worn 
with comfort even during the winter. 
Practically all merchants report that 
oxfords have sold particularly well. 
Gray had a good run for several 
months, but it is passing and calls 


for the color have dwindled through - 


the month of April. Patent leathers 
have been enjoying a fairly good run, 
while black leather and black satin 
also have been popular. 


Black and White a Popular 
Combination 

Several buyers are banking heavily 
on a_ spirited demand for patent 
leather pumps with white French 
trimmings, and also on black satin 
pumps with same trimmings. The 
black and white combination in shoes 
is expected to have a big run this 
season, and buyers are few and far 
between who have not been on the 
lookout for models that have this 
color combination. These shoes with 
junior French heels complete a nobby 
and dressy foot wear, and a few pairs 
of them have been seen on the streets 
already. 


DEPARTMENT REMODELLED 
New Bailey Manager Makes Sweep- 
ing Changes in Decoration and 
Arrangement 

B. W. Ehrman, who came here a 
few months ago from Washington, 
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D. C., to take charge of the shoe de- 
partment of the Bailey Co., has made 
many important changes in the es- 
tablishment. The shelving space has 
been cut down and the floor space has 
been greatly enlarged. The old fur- 
nishings were discarded and ma- 
hogany is now used throughout. New 
rugs were laid, the ceilings were re- 
decorated and brightened up, and new 
cases put in. One of the features is 
a Wrapping desk in the center of the 
department. It is so arranged that 
36 pairs of shoes can be wrapped 
simultaneously, and there are 36 com- 
partments in the case where goods 
may be deposited, so that the wrap- 
ping process can be carried on with- 
out confusion, 

The cashier is at this desk, which 
is on the main floor, and her work does 
not interfere in the least with that 
of the wrappers. The manager’s office 
is built on the shelves that run along 
the side of the department, and from 
it he can see all parts of the selling 
floor. 

Only straight merchandise is now. 
being handled on this floor. Job lots 
used to be the big feature, but that 
class of goods is now retailed in the 
basement. This store conducted a 
big special sale of white shoes in 
May, and the volume of sales was 
tremendous. In addition to the white 
trimmings for patent leather and 
black satin shoes, this store is bank- 
ing on a heavy sale of pumps and 
oxfords decorated with rhinestones. 


Columbus 


BROWN MOST IN DEMAND 
Increase Noted in Sales of Boys’ and 
; Misses’ Shoes 

April has been a disagreeable month 
in so far as the weather is concerned, 
but business, despite this handicap, 
has held up well. Particularly have 
the Saturdays been poor, but trade 
has increased enough on the pleasant 
days of the week to more than offset 
the week-end loss. 

There continues to be a steady de- 
mand for strap effects both in calf 
and kid, browns being the most in de- 
mand. Suedes in gray and brown are 
still selling well in most of the down- 
town stores. Baby Louis and Louis 
heels in the suede novelties seem to 
be the only styles in demand at this 
time. 

In the boys’ and misses’ footwear 
departments trade is greatly on the 
increase, due somewhat to the near- 
ness of commencement time. The 
men’s business has increased im- 
mensely. Several of the leading mer- 
chants report that sales in pairs ex- 
ceed last year’s sales for the same 
time of year. 


Line of Men’s Shoes Added - 
The Katz-Bryce Co. opened in their 


new building May 2. They have 


added a line of men’s shoes to their 
stock of furnishings. 


Department Store Preparing to Move 

The Morehouse-Martens Co. is fea- 
turing a one-month sale in all de- 
partments, preparatory to moving to 
the new store directly across from 
their present quarters. The new home 
will contain every known device for 
the comfort of employee and customer. 


Lazarus Building Addition 

Work has been started on an addi- 
tion to the F. & R. Lazarus & Co. 
store, which will adjoin the present 
structure. This new addition will cost 
about $400,000 and will increase the 
floor space about 40 per cent. The 
store’s present force of nearly 700 
persons will be greatly increased when 
this new addition is completed—about 
Dec. 1. 


Plants Nearing Capacity 

The Lape-Adler Co. and the Colum- 
bus Shoe Co., Columbus’ two newest 
additions, the former making women’s 
goods and the latter children’s turns, 
are gradually increasing their produc- 
tion and in a very short time will have 
reached capacity. Poth of these con- 
cerns have met with success. All 
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local plants are running at full time 
and will continue to do so through the 
summer months. While the orders for 
fall delivery are not as heavy as in 
th: past, the outlook is very bright 
for fall trade. The H. C. Godman 
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Shoe Co., operating eight plants, five 
of which are here and three at Lan- 
caster, Ohio, is planning to increase 
the efficiency of its several plants by 
installing new machinery and chang- 
ing the location of other machines. 


San Francisco 


ANNIVERSARY CELEBRATED 


Philadelphia Shoe Company Has Had 
Remarkable Growth 


B. Katschinski, president and foun- 
der of the Philadelphia Shoe Co. of 
San Francisco and Oakland, has just 


ago B. Katschinski and one boy con- 
stituted the entire store force. He 
now empleys more than 150 in his 
two stores. Forty years ago the pay- 
roll for clerk hire was $3. To-day it 
is thousands of dollars. Mr. Kats- 
chinski still takes a real interest in 
the business, but has delegated the ac- 


Forty Years Agol 


Pay yeass pa The 


Third ‘Steet, next “to 


sg Tae was ic 


tire store force. — 
over 150, and there: are. 


one in 


help was rE 3 


Advertisement Commemorating.the Fortieth Anniversary of the Founding of 
the Philadelphia Shoe Co. 


returned from a trip to Panama and 
Cuba, in company with Mrs. Kats- 
chinski. 

B. Katschinski founded the Philadel- 
phia Shoe Co. forty years ago on the 
small capital of $2,300. The first store, 
shown at the right of this illustration, 
was at 10 Third Street. Forty years 


tive management to his two sons, A. 
Katschinski and H. Katschinski, who 
are expert merchandising executives. 

The advertisement reproduced here- 
with is taken from the San Francisco 
Examiner of April 20 and commemo- 
rates the fortieth anniversary of the 
founding of the Philadelphia Shoe Co. 


St. Louis 


FACTORIES ARE BUSY 


Indications Are That There Will 
Be No Let-Up in Production 


The wholesale and manufacturing 
shoe trade, while feeling some relief 


from-the extreme pressure which pre- 
vailed up to the first of the present 
month, is still very active with grow- 
ing indications that there will be no 
let-up in the production and distribu- 
tion of footwear during the summer 
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Office—148-152 Duane Street 


NEW YORK, N. Y. 


SHOE BUCKLES, STRAPS AND 

EVERYTHING IN SHOE OR- 

NAMENTATION, INCLUDING 
BEADING 














Where to Buy 


Shoe Patterns 
































Where to Buy 
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months and well on into the fall. 
The salesmen, with a few exceptions, 
are in their territories for the clear- 
ing up of the summer trade and will 
probably be kept there until close to 
the national holiday, which is the 
dividing line of the year and after 
which the trade takes on more of the 
fall tendencies than at any previous 
time. The orders that are coming in 
show a proportion larger than usual 
for fill-in purposes and evidence that 
the retail merchants are continuing 
to have a good trade. There has been 
very little change in the character of 
the demand upon the wholesale houses 
and manufacturers, so far as- styles 
go, but the call for strictly summer 
goods, including the white lines, is 
growing heavier. The novelty depart- 
ments and factories are having the 
heaviest of the call, naturally, while 
the staples are lagging, as are also 
the men’s lines. The aggregate of 
the business reported for the market 
as a whole is very satisfactory from 
the wholesale and manufacturing 
standpoint and the trade is very 
generally optimistic. 


Price Revisions Being Made 
Revisions of prices are being made 
by the manufacturers in this section 
with the return of their men to their 
territories for the last trip of the 
current season, and the changes are 
very generally downward. None of 
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the reductions are sensational and 
none reported have been such as to 
interfere at all seriously with the 
goods already on the shelves or on 
order. However, it must be realized 
that the trend is in the downward 
rather than the upward direction, and 
is likely to have that tendency at 
least until the fall season is fully 
opened and, it may be, even until the 
spring lines are sent out. 


Retail Trade Satisfactory 


St. Louis retail merchants consider 
the general run of the trade at pres- 
ent as reasonably satisfactory, al- 
though it is not as large as they 
would like to have it. The weather 
has been very uneven ever since the 
Easter trade period and has varied 
almost from day to day in a way to 
upset the ordinary calculations. How- 
ever, merchants are anticipating an 
active call for seasonable goods when 
the weather has become settled into 
summer and are not at all disturbed 
by the present tendencies, as the 
volume of business is showing a 
profit, which is all that really could 
be asked under present conditions. A 
rapid survey of the retail trade in- 
dicates an anticipation of a very large 
white trade, with the only fly in the 
ointment the possibility of a summer 
averaging below the usual tempera- 
ture mean. 


Haverhill 


NEW TURN FACTORY PLANNED 


Harding Shoe Company to Make 
Novelty Styles 

Harding Shoe Co., Inc., is the style 
of a new corporation formed to manu- 
facture women’s turn shoes in novelty 
styles. The factory, at 18 Granite 
Street, is completely fitted up and will 
begin producing the present month. 
Charles S. Harding, president and gen- 
eral manager of the concern, is well 
fitted for his new responsibilities. He 
comes from a shoe manufacturing 
family, his father having been senior 
member of the firm of Harding & 
Todd, for many years manufacturers 
of shoes in Rochester, N. Y. Mr. 
Harding, Jr., took up shoe manufac- 
turing as a boy. He assisted in es- 
tablishing the Leach Shoe Co. of Roch- 
ester, with which he was associated 
for six years. His later connections 
have been with A. E. Little Co. of 
Lynn and Hazen B. Goodrich & Co. of 
Haverhill. 


For the last three years 


he has been general manager of John 
H. Cross, Inc., of Haverhill. 

Bernard L. Durgin, who has had 
extended experience in shoe selling, 
and enjoys a large acquaintance among 
the buyers, has formed a partnership 
with D. F. Mellen, formerly of Na- 
thaniel Fisher & Co., New York City. 
They will represent the Harding line, 
with offices in Boston and New York 
City. 

Resigns from Long-Time Position 

Of more than local interest is the 
recent resignation of Matthew J. Gray, 
assistant district manager of the 
Haverhill office of the United Shoe 
Machinery Co. “Mr. Gray has been 
affiliated with the local office of the 
concern for the last 22 years. Mr. 
Gray is president and general man- 
ager of the Columbia Box Board Mills, 
Inc., Chatham, N. Y., and a director 
of the Fort Orange Paper Co., also of 
New York State. Mr. Gray was pre- 
sented with a gold watch and chain. 


Salt Lake City 


BUSINESS HOLDING ITS OWN 


Lack of Activity in Copper Mines an 
Adverse Factor 

On the whole, the retail shoe 

business ‘here is holding its own, 


though dealers ought to be enjoying 
a larger turnover. Several things are 
against them. Industrial activity is 
at a standstill. The great copper 
mines at Bingham Canyon, near Salt 
Lake City, are closed down and thou- 
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sands of men have been thrown out 
of employment, directly and indirect- 
ly. Another drawback is that goods 
in most demand cannot always be ob- 
tained in sufficient quantities owing 
to conditions at the factories. The 
weather, too, has interfered with the 
business, heavy storms having been 
frequent during the past two weeks. 
The volume of business being done 
compares favorably with that of a 
month ago. A few dealers are a little 


behind, but on the other hand others. 


are slightly ahead. The same might 
be said in comparing business with 
that of a year ago. 


Modified Orthopedic Style Well 
Received 


Fred C. Tiedemann, Salt Lake City 
manager of J. J. Fontius & Sons, is 
one of those who report being “a 
nice bit ahead of last year.” Mr. 
Tiedemann says the new “Fontius 
Stroller,” a modified “ground grip- 
per” style for women, is making good 
here. This shoe first made its ap- 
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pearance on the Salt Lake market a 
few weeks ago. 


No Great Demand for Saddle Straps 


Saddle straps have made their ap- 
pearance in this city during the past 
week or two, but so far there appears 
to be no great demand for them, 
though in the opinion of some of the 
retail merchants they are going to be 
quite popular. Brogues—that is, ox- 
ford brogues—are holding their own. 
Women continue to wear straps with 
all kinds of heels, but there is a de- 
cided tendency toward lower heels. 
Perhaps it’ might be said that just 
now the heel is not of great moment 
so long as the rest of the shoe “suits.” 
Suedes are not quite so popular as 
they were some weeks ago. Sport 
styles are in demand, and some black 
and white shoes are being sold. 
Women are beginning to wear all 
white shoes, but it will be another 
month before there is a very great de- 
mand for whites. The men’s white 
season commences about that time 
also. 


Cincinnati 


BUYING FOR FALL 
Factory Representatives Turn in Good 
Volume of Business 

Representatives of the various fac- 
tories in this market have now been 
in their territories for more than two 
weeks and are sending in orders 
which, in size and number, clearly in- 
dicate that merchants are beginning 
to gage their needs for early fall and 
are actually placing orders as the 
salesman calls. According to many 
of the local sales managers there is 
reason to believe that after the fac- 
tories have completed their runs of 
summer footwear during June and 
July they will not be out hunting for 
orders for fall delivery. As one prom- 
inent local manufacturer said. 

“The whole thing is a matter of 
judgment. If a merchant can trust 
his judgment, as always he has had 
to do, he can buy now anywhere from 
60 to 80 per cent of his fall needs. 
And he doesn’t have to take any more 
chance then he used to take in the 
past. The trouble lies in the fact 
that too many merchants are being 
frightened by fly-by-night offerings of 
novelties. The style situation has now 
reached the point’ where a merchant 
can be reasonably sure of himself in 
placing orders for early fall.” 


Studying Fall Style Tendencies 

H. C. Volrath, manager of the H. & 
S. Pogue shoe department, returned 
last week from a trip through the 
East, where he made a study of style 
tendencies for fall. The H. & S. Pogue 
Co. is Cineinnati’s leading department 
store, and the shoe department is one 
of the finest in the country. This com- 
pany celebrated its fifty-etghth anni- 


versary last week with attractive sale 
offerings in all of its departments. 


May Expected to Be Record Month 


Rainy weather during the first few 
days of May had a bad effect on the 
retail shoe business, but with generally 
clear and warm days during last week 
the merchants report considerable im- 
provement. Without exception the 
month of May is expected to be one of 
the best months of the season. April 
in many cases was better than March, 
but May is expected to be best of all. 
At the women’s stores brown kids and 
yrown calfs in two strap with ten- 
eighths heels are the most popular 
sellers. For the more fancy dress, 
black satins with full Louis and Bay 
Louis heels are being sold in large 
numbers. 


Placing Orders for September Delivery 


W. T. Dickerson, sales manager of 
the P. Sullivan Co., had his line on 
display at the Gibson Hotel last week. 
He had many visiting buyers and ac- 
cording to Mr. Dickerson they placed 
healthy orders for delivery as late as 
September. Bill Hennessy, Ohio man 
for the P. Sullivan Co., is now calling 
on his trade and reports conditions in 
the Buckeye State to be in splendid 
shape. Charles Auer, Eastern repre- 
sentative of the P. Sullivan Co., will 
open up a New York office about the 
middle of May. The location will be 
announced later. 


Visiting Cincinnati Market 
M. Enberlin of the Union Shoe Co., 
Chillicothe, Ohio, was a visitor in the 
city last week. James Montgomery of 
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Where to Buy 
Children’s Shoes 































IN STOCK 
Sefemts’, Chitven’s, 
Women’s Shoes. 
CONSOLIDATED 
SHOE CO. 
212 Essex Street 
Boston, Mass. 














IN-STOCK 
Children’s Flexible 
Turns, sizes 1 to 8 

Popular Priced Stitch- 
downs, sizes 5 to 2 
SAMPLES Sent Prepaid 
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Where toBuy 


Miscellaneous 
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Write for ox Se a Ot baa Gon tee 
or our new 
A Service Trade Bu Builder.” Send 


for ovr com- 
e .. catalog of Shoe Findines. 
The Silverite Co., Mfgrs., 81 High St., Boston 








Orrin FREE USE 


Of Shoe Cuts, Covers, Bord 
Booklet, Catalog or Folder, a tou plas te 





ores with as; or we will Shoe Electros 
at $l 

3 SEND FOR FULL PARTICULARS 

: N.H: GROVER CO., R 63, 161 Summer St., Boston 


















Perfection Pneumatic 
Arch Cushion 


Des: to Prevent 
allen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U. S. A. 








Better Multigraphing 
LETTERS, CIRCULARS, 
OFFICE FORMS. 
HOUSE ORGANS 
Send for Samples and Prices 
F.S. ROOT CO., 6 Beacon St. 


Boston, Mass. 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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MAAR 


“Shoes that are ‘Worth While’ ” 


Made in an exclusive Men's Factory. 
Shown in your window, they reach out 
and bring the young men into your 
store. Novelty styles that net you a 
good profit. We know how to make 
shoes which send your customers back 
for another pair. We should be 
pleased to tell you more. Why not 
ask us for samples and prices today? 
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Here’s one of our latest. 


A Brogue Bal Oxford of Shrews- 
bury Grain Calf with Goodyear 
Wingfoot Rubber Heel. 


Address: DOHERTY BROS. 
Factory: Avon, Mass. 
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Hoge Montgomery Co. was also a visi- 
tor last week. 


Back From Eastern Trip 


W. R. Addy, leather buyer of the 
Val Duttenhofer Sons Co., returned 
last week from a trip through the 
East. 


Woodward Recovered from Illness 


Mr. Woodward, sales manager of 
the Roth Shoe Manufacturing Co., re- 
turned to his desk recently after an 
iliness which kept him in a hospital 
for a few weeks. 


Adds Line of Growing Girls’ Welts 


The Co-operative Shoe has added a 
line of growing girls’ welts which its 
salesmen find are meeting with splen- 
did demand. This company reports 
the month of April to be the best in 
their history. 


Helming McKenzie Men on Trip 


Joe Bertram, superintendent, and 
Robert Gerwin, assistant superintend- 
ent of the Helming McKenzie Shoe 
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Co., left for St. Louis on a short busi- 
ness trip. Mr. Bertram is interested 
in the new process in lasting and fin- 
ishing shoes and upon his return he 
will put this new system in operation 
immediately. 





CONSIDER THE ANKLE IN 
FITTING 


A smart set ankle makes for 
the happiness and health of the 
wearer of shoes, according to 
Charles McLaughlin, of Bresna- 
han, McLaughlin Co., and is 
had by the use of a shoe that re- 
veals the beautiful lines of the 
ankle, especially the instep arch. 
Bringing out the lines of the 
ankle is a point which some shoe 
men are apt to overlook, in their 
desire to get onto the foot a 
shoe that is long enough and 
wide enough. The style of the 
shoe may be in the shape of the 
toe or the color of the leather. 
But the beauty of the foot is the 
arch of the ankle. 














Chicago 


SATINS ARE BEST SELLERS 


Business Stimulated By Showing of 
Satin Footwear 


Weather conditions have been detri- 
mental to the retail shoe business. 
Since Easter every Saturday has been 
cold and rainy, but with all this there 
has been enough sunshine during the 
mid-week periods to bring the total 
volume of business well up to last 
year’s average in most of the progres- 
sive stores. 

Business has been stimulated by 
new patterns and styleful creations. 
Satins in black, brown and gray con- 
tinue to be among the most popular 
sellers in light, airy footwear. One of 
the most active sellers in several of 
the State Street stores is a black satin 
one-strap with a piping of gray. An- 
other striking style is a gray satin 
with piping of black. Satins with in- 
lays of gold cloth are also command- 
ing considerable attention. 


Youthful Styles Selling Best to Men 


Business in men’s shoe stores is 
confined to a great extent to young 
men’s styles and patterns—shoes that 
are more or less decorated and differ- 
ent from the ordinary plain types. 
‘This does not mean that older men 
are not buying shoes, but it does mean 
that regardless of whether their hair 
is the original color or is tinged with 
gray, they are buying the styles that 
-appeal to youth. Ball strap patterns 
still continue popular. In the higher 
‘grade lasts, however, fewer ball straps 
.are shown, but patterns “dolled up” 


with fancy punching on the toes, a lot 
of perforations and pinking on the 
tips, quarters and vamps. Brass eye- 
lets add to the attractiveness. Leath- 
ers are about equally divided between 
plain calfskin and grain leathers, both 
in black and colors. Additional at- 
tractiveness is added to many of the 
black grain leathers by white fair 
stitching on the soles. So far as lasts 
are concerned, both the medium wide 
round toes and square toes are popu- 
lar. There is a decided tendency to- 
ward square toes. 


BUYING FOR FALL 


Fair Volume Being Booked By 
Traveling Salesmen 


Men who have returned from their 
territories for the week end report 
merchants inclined to buy a fair vol- 
ume for fall delivery, although the 
big bulk of the orders booked are for 
delivery as soon as made. Staple lasts 
and patterns are being sized up for 
fall shipment. In addition to this, 
merchants are buying a few styles of 
oxfords with heavy soles for early fall 
selling. The demand for men’s low 
cuts seems to be general throughout 
the country. The big problem facing 
merchants at the present time is to 
unload the bulk of plain shoes which 
have accumulated during the last few 
seasons. 

This is especially true of English 
lasts. Wise merchants several months 
back saw the futility of trying to get 
a regular profit on shoes made on 
long-drawn-out English lasts and 
began to unload them. 





Rock Cak” 


Sole Leather 








““Get more shoes Sold 
Right” by the use of 
the best materials pos- 
sible to put into them. 


“Rock Oak” soles 
have 40 Years of 
Square Dealing be- 
hind them. 


“Rock Oak” leather 
is Founded on Integ- 
rity. 


Dealers have heard 
from their trade and 
the demand for Better 
Bottoms must be 


heeded. 


Manufacturers who 
stand behind their 
product do not hesi- 
tate to advertise 


“Rock Oak” Soles on 


their shoes. 


We are ready to co- 
operate with you to 
the limit. 


Write us about this. 


The American 
Oak Leather 
Company 
Cincinnati 


Chicago Boston 
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WHERE THE MONEY IS — 





In the total sales of things wanted frequently, the shoe 
merchant finds money. 


In the vernacular of business, it is in the turnover, that 
the where-with-all is found to make business pay. 


To get a turnover you must have things on hand that 
turn over—either when you push them or, as with “Cordo 
Hyde” laces, when the manufacturers do the pushing. 


That “Cordo Hyde” laces satisfy consumers, and make 
money for shoe merchants, is shown by the turnover we 
have on this product alone. 


Our method of packing for retailing is as unique as the 
“Cordo Hyde” lace is different. 


It only remains for you to have experience with our 
“silent salesman” to get on real friendly terms with 


“him.” 
Take advantage of the offer opposite. 


That is where the money is—and profit for you. 


O. A. Miller Treeing Machine Co. 


LACE DIVISION 


BROCKTON -— .- . - MASS. 
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WE OFFER TO SHIP AT ONCE 


A good assortment including 

\ gross 0216 Round 40-inch 
length, assorted Black, Ma- 
hogany and Cocoa.......... $3.00 
Retails for 15 cents. 

Y% gross 890 Flat 40-inch 
length, assorted Black, Ma- 


hogany and Cocoa.......... 3.40 
Retails for 20 cents. 
WE sk cabansekacedcugae $6.40 


Less Cash Discount 2 per cent 
10 days, plus carrying charges. 


tele elena és ins ch 30556 $12.60 
ee Ob: Sees 8 oS 6s. oe 6.20 


This “silent salesman” 
makes idle space in your 
store earn dollars for you. 
Helps pay store rent, in- 
surance, all  over-head 
costs, and expense of do- 
ing business. Costs noth- 
ing to maintain. When 
placed in your windows 


will work day and night. 
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4000 pairs of this style sold last week! 
Need We Say More as to Its VALUE 


No. 18—65—14 


IN STOCK 


at $ 4.00 







No. 18-65-14—Russia Ball Strap, oes 
Oxford, Sole Leather Heel Base, SPRIN 
STEP Rubber Heel, Heavy High Grade 
Oak Innersole, High Grade Oak .Outer- 
sole. Excellent durable material used 
throughout the shoe. The workmanship 
/ is unusually good. In Stock: a ae 3 
6-9, 6-914, 6-10; C-wide, 6-9, 6-9%. 
REP OR SORE. Price $4. oo 


At this price you are assured 
Quick Sales, Mr. Retailer 
BUY NOW 





This shoe is in a class by itself as a saleswinner. 


It has every feature that is demanded by the critical 
style seeker today—color, ball strap, abundant per- 
forations, QUALITY WORKMANSHIP THROUGH- 
OUT, and last, but by no means least, a wonderfully 
low price, value considered. 


Pennington-Crowell Shoe Co. 
MANCHESTER, N. H. 





her udicels mean ot. _— 
service, BETTER These shoes can be bought in 
wear, 2 
The receding breast CASE LOTS ONLY, 12 pairs to 
ae galt habe ten the case. We cannot break a 12 
stead of 6, the second ‘ " 
—top quality of ma- pair case under any circum- 
terial, the third. 
a stances. Three runs of sizes— 
ISE § ‘ Y 
pea en oo Bt or 6-9, 6-91, 6-10; specify which 








STEP HEELS 
: you wish. 
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A Railway for Ideas 





Yet, within a year, one may forge far 


‘Two business concerns with the same physical equipment and opportunities 


may enter the field at the same time. 
ahead of its competitor. You have seen it happen many times. 


one had better ideas. 


Why? Because 


Business failures are nearly all failures of ideas. The ability to acquire and use the 
right ideas is the measure of success or failure. 
For every idea you originate, thousands are originated by others. For every idea 


2 
Sumani 


LIST OF MEMBERS 


Each has subscribed to and is 
maintaining the highest renee’ 
of practice in its editorial and ad 
vertising service, 


Advertising and Selling 

American Architect (The) 

American Blacksmith, Auto and 
Tractor Shop 

American Exporter 

American Funeral Director (The) 

American Hatter (The) 

American Machinist 


An idea developed in New York 
is of no use to a Californian un- 
less he hears about it. That is 
why there must be “railways” for 
ideas, channels for the exchange 
of constructive thought. 


Business Papers are the “IDEA 
RAILWAYS” which bring you 


you believe may work, thousands are tested in the laboratory of experience. 


=i 


LIST OF MEMBERS 


Haberdasher (The) 

Hardware Age 

Hardware and Metal 

Heating and Ventilating Magazine 
(The) 

Hide and Leather 

Hospital Management 

Hotel Monthly (The) 

Hotel Review 

Illustrated Milliner 

Implement and Tractor Age 





ndustrial Arts Magazine (The) 
Inland Printer (The) 





American Paint Journa . : - 
American Paint and Oil Dealer the best ideas in the world inter- oy Say, 
merican Printer ( e , ° 
American School Board Journal (The) preted in terms of your particu- ee eee ee 
e) 


Architectural Record ( 
Automobile Dealer and Repairer 
Automobile Journal 

Automotive Industries 


Bakers Weekly 

Boiler Maker (The) 

Boot and Shoe Recorder 

Brick and Clay Record 

Buildings and Building Management 

Building Supply News 

Bulletin of Pharmacy (The) 

Canadian Grocer 

Canadian Machinery and Manufactur- 
ing News 

Canadian Railway ant Marine World 

Candy and Ice Crea 

Chemical and Sietalieegtest Engi- 
neering 


Clothier Ya Furnisher (The) 
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lar kind of business. They are 
hardly less important than the 
railways of iron and steel. With- 
out ‘‘Idea Railways’’ to effect a 
“meeting of minds” no sales 
could take place, no goods could 
be shipped. 


A Shipment for You 


Think of the money this service 


Lumber Trade Journal (The) 
Lumber World Review - 
Manufacturers’ Record 
Manufacturing Jeweler (The) 
Marine Engineering 

Marine Review 

Millinery Trade Review (The) 


“Mill Supplies 


Mining and Scientific Press 
Modern Hospital (The) 

Motor Age 

Motorcycle and Bicycle Illustrated 
Motor Truck 

Motor World 

National Builder 

National Petroleum News 
Nautical Gazette ( 

Northwest Commercial Bulletin 
Northwestern Druggist 
Nugent’s, The Garment Weekly 


Coal Age 
Coal Trade Journal makes for you—saves for you. Oil News 
Concrete ° ° e 
Conceive, if you can, of the in- Oil Trade Journal 
— ’ F y Aad Plumber and Steam Fitter 


Daily Metal Trade 
Distribution and Warehousing 
Domestic Engineering 

Dry Goods Economist 


creased expense and the crushing 
handicap which would be imposed 
upon both you and the concerns 


Power 

Power Boating 

Power Farming Dealer 

Power Plant Engineering 
Price Current—Grain Reporter 











Drygoodsman 
Dry Goods Reporter a Printers’ Ink 
Electric Railway Journal from which you buy, were your “wr ead oe —— 
es Bognor “Idea Railways” to be abolished. ilced iletetemenee Eeoinece 
Electrical World ° s Railway ge Engineer 
Embaimers Monthly (The) The advertisers in these pages are Rail way Si notnesr 
ngineering an ontracting ; H H e um) omen 
iinecsian end Ginine Soacnel progressive merchandisers, using Rock Products 

u r Age 


Engineering News-Recor 


Foctesy 

Farm Implement News 

Farm Machinery—Farm Power 
Fire and Water Engineering 
Foundry (The) 

Furniture Journal (The) 


the economical sales methods, 
made possible by this particular 
“Idea Railway.” It pays to do 
business with people of this 






Shoe Findings 

Shoe and Leather Reporter 

Shoe Retailer (The) 

Southern Engineer 

Southern Hardware and Implement 
Journal 

Sporting Goods Dealer (The) 


TULL F 





Fill 


Implement and Tractor Trade Journal 


Starchroom Laundry Journal (The) 


Furniture Manufacturer and Artisa 
Furniture Merchants’ Trade Journal character. 
* = Tes ond Saiee Trade Journal (The) 
as Age (The) t 2s extile or 
Gas Record (The) YOU are invited to consult us freely Welding Engineer 
Wood-Worker (The) 


Grand Rapids Furniture Record (The) 







about Business Papers or Business 
Paper Advertising 


THE ASSOCIATED BUSINESS 


JESSE H. NEAL, Executive Secretary 


Headquarters: 220 West 42nd Street -_ - 










PAPERS, INC. 
| New York City 


HULUUUIAULULUA 
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Sample 1109—Brogue Last 


Gallun’s No. 26 Calf Circ. Wave 
Bal, 10 Iron Selected Oak Bottom, 
6 Iron Solid Oak Innersole, ..Fine, 
Twill Lining, Brass Eyelets, Wing- 
foot Heel. 






















FAAS 


: Prepare Foday for Your 
Fall Requirements 

















Tite Material Markets yom To- 
day So Stabilized That No Mis- 
take Can Be Made Through 
a Joining Hands With Us. 

















Our new Fall Line of solid values—rightly priced is now being 
shown by our factory representatives. 

We have for the Volume Retail Operator a merchandising plan 
that offers shoes of Real Style—Real Quality of Workmanship— 
constructed from none other than the leading lines of upper and 
sole leather and A | materials,—at prices which very profitably 
place high grade calf and kid shoes on the feet of the shoe wear- 
ing public | 

at Right Retail Prices $6.00 to $7.00 














Wise Merchandisers Will Not Delay 

Their Fall Buying. We Were Obliged 

to Decline Much Easter Business Be- 
cause of Last Minute Ordering 


MeL ORD SHOE COMPANY 
MILFORD, MASS. 
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GET THE REAL FACTS|. 


667 JRIEND,” said a plain American of frontier days, ‘I’m not ar- 
guin’ with you; I’m just a-tellin’ you.” His statement carried 
conviction, because he was telling indisputable fact. 














It is time today for plain facts in merchandising; and the first and 
greatest fact is the preeminent salability of “Queen Quality” trade- 
marked shoes for women. 


In the ‘““Recorder’’ of March 5 we said that the “Queen Quality” 
trade-mark is our signed pledge of better quality and satisfied cus- 
tomers. 


On March 19 we told you how to sell more pairs and turn your stock 
oftener with “Queen Quality” shoes. 


Looking at the situation from your angle, we showed on April 2 what 
the backing of our organization means in successful retailing. 


And we followed this up on April 16 by showing how “‘Queen Qual- 
ity’ can help you keep your stock investment within reasonable 
bounds. For when a ‘Queen Quality’’ salesman has booked your 
order, his duty to you has just begun! 
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REG.US.PAT. OFF. T.G.P.Co. 


SSIOLES 


Still another “‘Queen Quality” service was presented to you April 30, 
when we showed the way to do 30% to 50% more business with a 


smaller investment through the live and efficient service of the great 
“Queen Quality” In-Stock Departments at Boston, New York and 
Chicago. ; ; 

When you know these facts you will know that “Queen Quality” can 
give you now the increased volume, stability and growth that you are 
striving for. 

And “‘Queen Quality”’ will do this because it is the symbol of good- 
will, representing shoes established in public confidence, and so add- 
ing to strength, steadiness and sound development in shoe retailing. 










The “Queen Quality” agency franchise is simple in terms and carries 
no irksome condition. Its advantages are many and its trade-drawing 
power is firmly founded in consumer-confidence and _trade-coopera- 
tion. What it can do for you will be readily shown by writing today 
to 







Thomas G. Plant Company 


101 Bickford St. Boston, 20, Mass. 
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A line of men’s fine shoes in which 
established high standards of ma- 
terials and workmanship are main- 
tained. 


FALL AND WINTER STYLES 
NOW BEING SHOWN 


Our Junior line of KNOX shoes for 
boys follows along with our men’s 
in beauty of style and excellence of 
product. Thus they help to create 
new customers who learn early to 
appreciate Knox shoes. 


Knox Shoe Company 


Milford, Mass. 





Made From 


Creese and Cook 
SCOTCH GRAIN 
on our 


COURT LAST 








POLEUUAEE CAAA DAD ENAEUA TAA TENET 
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LAST No. 10 
White Instep Strap, Last No. 10, 2 to 5 D.. ry, .$ 


White Instep Strap, Last No. 10,4 to 8 C.D.B... 1.45 
White Instep Strap, Last No. 10, 8% to 11 C.D.. iz 


White Instep Strap, Last No. 15, 11% to 2 B.C.D. 2. 





LAST No. 15 


White Cloth, One Strap, Last No. 15, panther 
85 


TEPER UREC CECE S eee eee eee eee eee ee eee 
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WHITE FABRIC 


PHILADELPHIA MADE TURNS 


IN STOCK 


Here are two shoes for which the de- 
mand is certain and upon which your 
stock is probably low. 


That they are Donald made is suff- 
cient assurance of their high grade, 
good style and satisfaction - giving 


quality. 


They are in stock now—but we can’t 
guarantee how long they will be. 
Better send your order promptly. 


THE DONALD SHOE CO. 


239-241 N. 6TH Sr. 





PHILADELPHIA 
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May 14, 1922 _ BOOT AND SHOE RECORDER 


4 


LUEUORCERAGRTRGERD PARE 


~ JOHNSON BROS. 


. FALL STYLES 


TWO BALL STRAPS 
THAT ARE SELLING IN 
VOLUME 


This shoe is made for 
girls and women who 
want a comfortable 
low heel Last. The toe 
is medium wide round 
and the heel is 10/8. 
The ball strap pattern 
makes the shoe up to 
the minute in style. 
Made in all leathers. 


This oxford made 
with ball straps is 
used largely in the 
heavier leathers, such 
as colored Russia calf, 
brown side. leathers 
and gun metals. 


Oxfords, Straps and Boots—in every variety of 
patterns and leathers—Have you seen this line? 


JOHNSON BROS. SHOE MWF°G CO. 


HALLOWELL, MAINE 
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Are You Well Sined on Paola 


Lack of complete sizes and widths 
méatis inconvenience to your best 
. kind of customers. The kind who 
are not influenced by the vagaries © 
of style and who buy for service 












alone. 







To give service you must be able 
to fit them correctly with well 









No. 063—Ladies’ Tip Polish — constructed, good wearing shoes. ° 

While the last over which this © The name of Fisher is significant No. a Pr 4 — 

shoe is made is fashioned on easy ; Can be furnished with a plain toe 

lines, our Ladies’ Tip» Polish is °* Of the best in slippers, house ——e Kae ——— oo 

not barren of style. This model - an cKays, kid o a, 

can be furnished with a plain toc shoes and semi-dress footwear. black or brown—rubber heels if 
you prefer them. 


if you prefer. 


° Fasten 4) ON 


LYNN, MASSACHUSETTS 
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CACLOT wer TE HD : 
a ous ged Gibran me oma 
(NOT SIWTEN OR MARDER 
Tne SHOE 
Griffin White Kidine wORiErin 
For all white kid shoes. A per- FOR wT m0 SHOES 
fect white cleaner that gives a ene, 
kid glove lea gooey 
Small (16. Size, $15.60 Gross, acids. “it is to the — what ROW vomn CTY 
“ ; 1.85 Dos. cold cream is to the skin a = 
OnTEsTS 8 0. 
Griffin Suede Powder —~— a ied ee - 
> & pad om tin. ~ Grifin Peuerwhite 
restores co 
sfectre, (in pwnite, "cham, The Right Shoe Dressi or ait wales shone excent a 
~ men fe yt _ e Rig ings thorough cleaner, not a ou 
mpagne, ivory, ° 
gray castor, light olive, 8% os Folding Carton— 
-—y = - A hy light, for Spring $18.00 Grows, $1 -55 Dos. 
medium and dark gray, black. 5 “J fat wed <t a 
Toss, Des. 


$20.20 Gross, $1.85 Dos. 
There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 
67-69 MURRAY STREET NEW YORK, U. S. A. 








In Fashion— 


Seek the Details! 


Quite frequently it is merely 
the slant of a hat, the tilt of a 
feather, the curve of a sleeve, 
or the sweep of a skirt that 
registers trim and chic dis- 
tinction of style. 


The mode of the day may 
often rest upon a trivial trifle 
which, none the less, com- 
pletes the costume! 


So, in footwear, the compar- 
atively obscure eyelet 
has been lifted to a posi- 
tion of pre-eminence as a 
feature that dominates in 
fashionable footwear. 


In your selection of new 
footwear insist upon 


DIAMOND ‘BRAND 


(Visible) 


Fast Color Eyelets 


Visible marks of excellence in 
the better grades of shoes. 


United Fast Color Eyelet Co. 


BOSTON, MASSACHUSETTS 


Diamond Brand 
pay Color 


From actual photograph by Garo, Boston, 
All rights reserved. 
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Swagger! 


The New Regal 
BILTMORE 





$5 


in-Stock 





This stylish Regal Oxford will build Men’s Sales for 
you—now! And the price, $5.85, allows you a good 
margin of profit. Made of Galluns No. 4 Russia calf 
with 12 square sole and Spring Step heel. 


pe oe 7 to 1l ery 6, to ll 
le 5 to 1] 
Code Word, “Berwick” Stock No. 4631 


To progressive shoe merchants who appreciate the advantage and prestige of 
handling a recognized quality line of nationally advertised shoes, we offer 
the exclusive Regal agency in their territory. A post card to Department 6, 
Main Office, Boston, will bring you the facts about the Regal Agency Plan. 


Sales Rooms 


NEW YORK CITY CHICAGO ~~ SAN FRANCISCO 
1369 Broadway 200 South State St. Cor. Fourth and Market Sts. 
1931 Republic Bldg. 910-912 Pacific Bldg. 


(at 37th St.) 
E. M. Webster J. J. Gaffin C. E. Nelson 


Main Office, Boston,Mass. 
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Sporty! 





The New Regal 
NEWPORT 


Se eeu eae eaeena ame « sanacsnaquaasouscen; 


The very latest Summer sport oxford for women. 
Made of white Nubuck, with King calf ball strap 
and trimmings. The sole is of white ivory with a 
white rubber heel. 


; eee 4 to 8 Dicnkens 3% to 8 
OOS Bi cass 2% to 8 
Code Word, “Sportette” Stock No. 9355 


CLIP THE ORDER-FORM BELOW FOR CONVENIENCE 


a la I I ae ee ae ee ee 


' The Regal Shoe Co., 
268 Summer Street, 
Boston, Mass. 
Department 6. 


Gentlemen:— 





shoes from stock, as advertised: — 








| (Please ship at once by ..............sseecccccsccewecens the following 





No. 


| 





idth | 213|3—|4]4—|5/5—|6|6—]7|7—|8]|8—| 9] 9—(1011 








Bae SBS SSB BS BSS Sees ieneae’ (829 BSS aSesanenraae 


PIN THIS COUPON TO YOUR LETTERHEAD, PLEASE 


ie mm cms se es oe 
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Keith Konqueror” Bulletin 


G catalogue of our “Ready=for=Shipment?? choco 
awaite your requeot bo have. cl sent, at once, bo your 
address. St io a gem of the printing art. Shows 
our ghoee in natural leather colors, Give information 
about our product, and our ‘topecial olyle cerwice’? h 
that you ought bo know. J's a dollar caving book 
bo the dealer using ct right. Leb us hear from you. 








CIRITE IELALittil., wear | 


Se rte eer esenmesie 


ASIP LET ILIFIELILEialilaiitlire 


oo eyeee aes 





“The “Preston 13. Keith Shoe Co. 
“Brockton, Wace. 


A.A., 290 “Brsadway—" Boston, 207 Gasex Street 


A LSS SSSSBESEsBEsSEsSsEssEsSssEsSEsEsEssEsssssssssissasassassasssasasassasUUsasUsss.sUssUs sss sVUEesssssesss™ 


Pate eae ee eee UEUSUELEUEUSEESSSESESSSSSESUUNNATT ARR RRR 
ATT EUESUSESESSSUESESESESSSSESSSESESSESUSUS ARRAS 


CEOCLACACICOGTART ALIAS ceececeakaaitseds.. | 


White Eiderbuck 
Pep Strap 


Polar Cloth Top 
Price $6.00 Net. 


. =“) Two Styles: 
=. > Full Louis 16/8 Heel 
i “SSS 12/8 Baby Louis Heel 


AAA 5 to 8 
AAA 4to 8 
B-C 3 to 7% 


i) IN STOCK 


Sen B: Gondreh OC. 
Haverhill, Mass. 


etececctadcteanaceddiaaiifgusc. 
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BEACON 


THERE ARE NO BETTER 


SHOES 














Now Comes the | 
BEACON SHOE 


for women 


Beacon Shoes for men attained their 
popularity through adhering firmly 
to a value policy since the first 
sample model was made. 

When, in answer to dealer demands 
for a companion shoe for women, 
we decided to produce footwear for 
the feminine buyer, the same policy 
formed the basis of our production. 
In exploiting Beacon Shoes for 
women, we assure the trade that 
these new creations are worthy in 
every respect to bear our trade- 
mark, and we pledge ourselves to 
the Beacon creed as dealers have 
found it exemplified in Beacon 
Shoes for men. 

The model illustrated is in harmony 
with the taste of present day buyers, 
made on a last of smart lines which 
follows the foot-contours and fits as 
though custom made. It has been 
a leader among strap effects wher- 
ever displayed. 









No. B-4902—Fairy 


Dark Brown Vici Imt. Turn, 2-strap 
“Alsace” Pattern, 17/8 Leather Louis 
Heel, Brown Suede Inlay and Straps, 
Pearl Buttons. 


A, 4 to 8; B, 8 to 8; C and D, 2% to 8. 


Code word Rita 


Price $4.75 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


18}Seuth Wells St. 
Chicago, Ti. 


Ten 







ct 
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TWO GOOD COMFORT 
SELLERS SLIPPERS 


They Look Well, Fit Well and Wear Well 





IN STOCK 
ALWAYS 


Sizes: 


21, -8 
Price 
$1.85 


Genuine Glazed Kid Comfort Oxford with Leather Net 
Insoles and Rubber Heels 





Glazed Kid Comfort Strap Slippers witk 
Leather Insoles and Rubber Heels 


Genuine 


YOUR WOMEN CUSTOMERS NEED A PAIR OF COMFORT shoes for, house wear. Can 
be sold at an attractive price and will yield you a good profit. 


SEND FOR SAMPLES TODAY 


WOBST SHOE ©0., “*henan = 
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BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 


Are you interested in two mid- 

Summer numbers that can be 

readily merchandised at from $6 
to $7 at a good profit? 





If so, we offer the above style in case lots of 
one width. Made from white “Nubuck” for 
a $6.00 seller and white washable cabretta for 
a $7.00 seller. These shoes are not carried in 
stock, but may be ordered for five weeks’ de- 
livery. Don’t delay! Write today! 


Harrison-Lockwood Co. 
Haverhill, Mass. 
Boston Office, 141 Lincoln St. 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 


2 














3 
B 
B 
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No. 12 


No. 12 Cherry — Barefoot Sandal, Oak 
jole. 
No. 10—Cherry Chrome Plug Oxford, Oak 5 to 8 8%'S 11 114 to 2 2% fe 5% 
Sole. $0.80 90 $1.00 
5 to 8 5%, 'S 11 114 to 2 4 to 5% 
80.80 90 $1.00 1.25 


1.25 


RAMSEY’S PATENTED 
PLAY SHOES 


Which were made a year ago and not up 
to our present standard. A few left which 

en ae we are closing out at special prices quoted 
here. 


Most of these styles have grain leather in- 
soles, some have pigskin insoles. All are 
excellent values. 











a FACTORY DAMAGED 


2% to 5% (Bove) #180 0 toi (Men's) $1.85 BAREFOOT SANDALS, 5 to 2... .$. 70 a Pair 
SHOES, 5 to 2 | $1.00 a Pair 


These are mixed lots, single stitched, and double stitched. 
Comprise all grades and qualities. 


FACTORY DAMAGED LADIES’ 
OXFORDS AND SANDALS, 2%, 
$1.00 a Pair 


FACTORY DAMAGED MEN’S 
PERFORATED BLUCHER OX- 
FORDS, 6 to 11 $1.35 a Pair 


Be. 16 PLACE YOUR ORDERS AT ONCE 
FIRST COME, FIRST SERVED 


No. ae s and Boys’ Cherry Chrome Ven- 


No. 18—Cherry Chrome Bal Lace Shoe. 
5 to8: $1 -25 8% to 11..81.40 11% to 2. $1. 60 
No. 19—Cherry Lotus Bal Lace Sho 
5 to 8.81.40 8% to 11..$1.60 11% to2. $1. 80 


THEY CANNOT RIP 


GOODYEAR DOUBLE “Wir? WELT 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 
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pf JOBBERS ONLY 


LEACH 


SHOES 







Misses’, Children’s and 
Infants’ medium priced 
turn shoes in all leathers 
and combinations. For Do- 
mestic and Export trade. 


Write or wire to factory. 


E. F. LEACH 
184 Market St., Lynn, Mass. 














A WANNALANCIT MOCCASIN 


Attractive, long-wearing slipper for home comfort. 


Made 


of buck, deer or elk. Sizes for men, women, children and 


infants. Plain or Fancy. 
Prompt shipment of large orders as well as small. Con- 
tinuous service. Factory running to capacity. Interesting 


eatalogs and ~-price list sent at your request. 


J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A. 





















wets “WETS ° 
ALIFETIME OF THE ENTHUSIASM 
SHOEMAKING AND ENERGY OF 
EXPERIENCE A YOUNG FIRM 


fi 
HARNEY, TRACY, CREHAN CO. 


FACTORY * 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 





Buyers’ Easy Reference Directory 












BURKLEY 


VENTILATED FOOT 
DEVELOPER 


Endorsed by eminent medical au- 
thorities. Allows full, free develop- 
ment of the growing foot. Parents 
: buy it without hesi- 
tation because it 
meets their needs at 
a moderate price. 
Long wear and cor- 
rect fit assured. 


BURKLEY 
SHOE CO. 


1156 No, Main St. 
Brockton, Mass. 


ee 


VENTILATIONS 
PATENTED 





6 ee 


Retails, $2, $3.50 








Kistler, Lesh & Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 
Boston, Mass. 







332 Summer St. 





————— —_——-- 


p=LEATHER PUMP STRAP 





JOBBERS AND SHOE FINDERS 


Send for sample cards and price list of our complete } 
line which comprises all colors including white ; 


PROMPT DELIVERIES ASSURED 


C. R. WHITTREDGE & CO. 
245 Burrill Street Swampscott, Mass. |} 
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IN STOCK! 


Patent Leather, 2-5...$1.30 
Gun and Tan Calf 


White Nubuck, 5-8.... 1.55 
White Canvas, 2-5.... 1.05 
5-8.... 1.25 





Sturdy little shoes of real merit. Made with choice 
leather quarter linings and counter. Equipped with 
tough yet flexible 8 iron sole. Other styles in stock 
2-11. Your trial order opens the way to new business. 
Send for stock list. 


JAQUES & CLEMENT 
Haverhill, Mass. Boston Office, 215 Essex St. 


TIT ie 
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FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 
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“The Beauty of the Toe” 


To preserve the style of the toe is to retain the 
beauty of the whole shoe. Insist upon the— 


VULCO-UNIT 
BOX TOE 


Water-proof and Perspiration-proof 





The genuine “VULCO-UNIT” BOX TOE is made by the Beckwith 
Manufacturing Co. and is sold only by them and their authorized 
agents as listed here. 

Apparatus, Process and Products Patented. 


BECKWITH saincik ipsam” CO. 


111 SUMMER STREET - BOSTON, MASS. 


AGENTS 


G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIDR 
Chicago, Il. St. Louis, Mo. Cincinnati, Ohio 





MMEGULOEROLOUCEUOROGHOROUEOLOURECOROREGRGULSESULGECOROHSULORRGRSENGLCCGHECRESSORCHHOUGURGROUROULOGUGHOSUSUCEHCEOEREEHUGUSEUOUSGUGUCUCO REGHEUESHOSECHEGHESEOUCORSSEGUSOUOGUSGUGSEELOSHESUCESSESEHORSSNSURSORCESOGPGESUNESEONSUSHOSOSEUSHSUROHOEHOUERGHOUEOSOOUSGURGHSOUSOEOGAOS 
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IN STOCK JUNE Ist 
Two Good Bets For $5.00 Sellers 


oo a a Senet ed 








NO. 125, THIS PATTERN 17/8 FULL LOUIS HEEL 
NO. 126, THIS PATTERN 14/8 JUNIOR LOUIS HEEL 
WIDTHS A TO D 


White Polar Kloth One Strap. Solid Sole Leather Counters and Shanks. 
Get your orders in early so as to be assured of delivery promptly. 


PRICE $3.75 LESS 59 TEN DAYS 


Orders of less than 18 pair on a width and style 10 cents extra. 
Address all communications to factory. 


Collins & Staples 118 Phoenis Row Haverhill, Mass. 


BOSTON OFFICE: 183 ESSEX STREET 


RANI UIATA TRAM AIARATOOTOAaTRaTaY 
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66 99 NOVELTY STRAPS 
BEADED BUCKLES 
| For Merchants 


Mee EE EEE ERE ERR REE RE 


Just the shoe ornaments needed 
now to tone up the hang-overs in 
plain pumps— 


To add class and character to the plain stuff 
that your customers may want to doll up— 


To provide a change for the woman who has 
the desire to keep her shoes attractive. 


No. 3429 ; You can easily get extra money per pair more 
Patent leather. Jet and steel beaded instep strap for the plain shoes trimmed up with “Dalco” 
ornaments, and then, too, at retail, every sale of 
ornaments separate from shoes, will show a good 
profit on the turnover. 


F 

iz A great variety from which to choose makes it 
possible for merchant or manufacturer to make 
selections that will please trade. 


Your name on our mailing list will keep you in 
touch with “Dalco” doings. 





‘| DALRYMPLE-PULSIFER CO. HAVERHILL, MASS. 
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“The King of Jobs” 


BOOT ‘AND SHOE’ RECORDER 


Another Purchase for Cash Enables 
Us to Offer These Wonderful Values 


WONDERFUL 
DRESS SHOES 





No. A—Men’s Full Grain Dark Tan 
Bal, Goodyear Welt, Grain Innersole, 
Leather Top Facing, Round Corners, 
Rubber Heel. Sizes 5'4-9, 6-9, 6-10— 
D Width. Price $2.50. 

No. A-1—Same with leather heel, 
$2.40. 

No. A-2—Same style, gun metal, leather 
heel. Price $2.40. 


at 


$2.50 


With Leather Heel $2.40 


Made to 
Wholesale 
at 


$4.80 





J] 


No. B—Men’s Full Grain Dark Tan 
Blucher, Goodyear Welt, Grain Inner- 
sole, Leather Top Facing, Round Cor- 
ners, Rubber Heel. Sizes 6-9, 6-10, 
7-11, D Width. Price $2.50. 


No. B-1—Same style with leather heel, 
$2.40. 


No. B-2—Same style, gun metal, leather 
heel. Price $2.40. 








OXFORDS at $2.60 


Same style as Boot above shown. 
Made to Wholesale at $4.50 


No. C—Men’s Full Grain Side 
Oxfords; Choice of Cherry » 
Red or Mahogany; Goodyear 

Welt, Grain Innersoles, Leath- 
er Heel only. Sizes 6-9, 6-10, 
7-10, D Width. Price $2.60. 








Sold in 24 Pair Case Lots Only 
Terms Net 30 days—F.O.B. Boston 


S. Rosenberg & Son 


140° ESSEX STREET 


BOSTON, MASS. 
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For MAY Sales 
LADIES BLACK KID OXFORDS 


AT A SENSATIONALLY LOW PRICE 
SMART, SNAPPY LAST 


In Stock for Immediate Delivery 
No. 110—Top Grade Black Kid. Solid 


Leather Heels. Toe Box and Counters. 
Goodyear Welt. Widths, A to D. Sizes, 
3 to 8. 


SPECIALLY PRICED AT 


$4.50 


Write, Wire or Telephone Your Order! ! 


THE L, B. SCHINDLER SHOE COMPANY 


99 DUANE STREET | NEW YORK CITY 
“SNAPPY STYLES ALWAYS IN STOCK” 






































Stitchdown Sandals & Oxfords 


& McKay Boots & Pumps 


ALL FULL VAMPS 
CATALOG ON REQUEST LOWEST POSSIBLE PRICES 


~ 








Hagerstown Shoe & Legging Co., Inc. 


HAGERSTOWN, MARYLAND, U. S. A. 
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* Thorobreds 


OOD WILL is the recognition 
by the customers of a house 
that it is a good place to trade—a 
good place to stick to—and a good 
place to recommend to their friends. 


QUALITY is the only real founda- 
tion for GOOD WILL. 


The remarkable GOOD WILL en- 
joyed by Armstrong Shoes is based 
upon the firm foundation of ARM- 
STRONG QUALITY. 


D. Armstrong & Co. Inc 


Rochester NY 
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SPECIAL OFFER 
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CASE LOTS ONLY—3-8 


eet te r 


A REAL SHOE AT A REAL PRICE t 


Sele Slipper Co. 


129 DUANE STREET NEW YORK 


Death akan, 


& 
2 
§ 
5 


For Merchants 


Who Know 
Real Value 


LM IN STOCK at $3.50 per pair for THE ADVANTAGES OF 


at once delivery. 


A Real Shoe to Retail at $5.00. 


s Genuine Goodyear Welt 
- \r Misses—12-2 sizes, B, C, D widths 
pie (6% inch) pattern. 
A\, 















To 
Full grain mahogany calf. 
Full length vamp with cap toe. 
High grade trimmings and linings. 
Fast color eyelets. ' 
ae — eee innersoles. P . 

rain sole leather counters. 
All solid leather heels. erfection 
Heavy special top pieces. 
Prime scoured oak bend soles. 


Made over an up-to-date last that h e 

appeals to the best trade. Fine irclettes 
fitting pattern in A to D width. 
Stock shoes, B. C. and D only. 





Send jor In-Sto k look'et 


The L. D. Stickles Shoe Co. 


(Manufacturers) 


Red Wing - Minn. 












With the Sharp Shoulder and Broad Wearing 
Surface 























They don’t scratch floors They do protect 
They don’t wear slippery They do stop uneven wear 
They don’t drop out They do prevent runover heel 


PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 2323. 
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Waite 








IN 
STYLE 


crock | 

















| CANVAS | 
NOVELTIES 


IMITATION TURNS 





B-170 — White Canvas  Imit. B-165 — White Canvas Init. 


Turn; 1° strap, half LXV _ heel. Turn, 1 ‘strap, Baby LXV heel. 
2% to 8. Cand D....... $2.00 _ 2% to 8. Cand D....... $2.00 ; 


_ SEND YOUR ORDER IN NOW 








B-365 
B-175 — White Canvas  Imit. B-365 — White> Canvas .Imit. 
Turn, 2 strap, military heel. Turn, 2 Butt., 1 strap, military 
2% to 8. Cand D....~:.. $2.00 heel. 2% to 8. C and D.#2.00 


BIG ~“SELLERS~AT~ POPULAR PRICES 








No Samples. 





Minimum orders, one dozen pairs. Terms: 2% 10 days. 


Hannahsons Shoe €0.;- ~~. HAVERHILL, MASS. 
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IN THE EYES 
OF MAN 


























ALES POWER IS STILL THE BEST TEST OF VALUE. 
To be blinded by other than that means but the temporary joy 
of a promise, later dissipated by the test of experience. 














Of promises you may find many in these days of readjust- 
ment’s competition. Some that offer unusual price appeals; 
some that aim at the benefits of standards without having the 
working details of standards; some that suddenly have forgotten 
that business, good business, comes from uniform quality. 








Yet no matter what form the surface glitter takes, we are deal- 
ing with men—men who have sweated too hard, fought too 
long, built too securely, to be swayed by the risk of an “easy 
way out.” 











In the eyes of man past performance still takes its place as 
guide of successful venture. To such men we need not appeal 
on the basis of a juggler’s sleight of hand—now you see it, now 
you don’t. Here we find it preferable to stand by our acts of 
known value in a known grade. 








And as long as the industry’s better merchants are ready to 
give credit for our work, we can sail along filling up our fac- 
tories with orders of men who want the best that’s in us, un- 
mindful of the slight money savings that we could afford them 
by departing from the standards of honest, forceful, Brockton 
shoe making. 





One of our men will gladly call if you say so. His Fall 
samples of men’s and women’s Welts, unbranded or 
branded Yorker, will give you a comprehensive idea of 
authentic novelties and staples. 

No obligation—no undue persuasion, if you ask for an 
interview. 


Diamond Shoe CF 


196 CHURCH ST., NEW YORK CITY 
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DIRECT PROOF THAT 
ELIMINATES. GUESS 
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NEW PRICES 
IN EFFECT 
MAY 15 


SUCCESSFUL 


All that we might say could not 
toot our horn louder than the vol-; 
untary commendations of custo- 


mers—9000 OF THEM—ALL': 


IN STOCK 
FROM DAY 
TO DAY 
































Toney Red Veal 
B, C, D—6 to 10; No. 470 
Rubber Heels 








BOBBY’S SHOE STORE 
5025 Penn Avenue E. E. 
Pittsburgh, Pa. 


Diamond Shoe Co., 2/8/21 
196 Church St., 
New York City. 
Gentlemen : 
It certainly is a pleasure to tell you that 
your shoes don’t lay on the shelf. We have 


not had a complaint or a comeback on a 
single pair as yet; 100%: satisfaction. 
Truly yours, 


RFB/BB BOBBY’S SHOB STORD. 


Mahogany Calf 





B, C, D—6 to 10; No. 473 


























Toney Red Calf 
C, D—6 to 10; No. 400 
Rubber Heels 





Toney Red Calf 
B, C, D—6 to 10; No. 731 
Rubber Heels 


Make your own test 
Samples to new accounts 


DENGLER’S SHOE STORE 
Shenandoah, Pa. 


February 28th, 1921. 
Diamond Shoe Company, 
196 Church Street, 
New York City, N. Y. 
Gentlemen : 

I want to take this means and congratulate 
you on the fine merchandise just received 
from you people. The goods are first class, 
clean and honest made. I really am more 
than pleased as I really did not expect mer- 
chandise to come up to this mark in these 
grades. 

Truly yours, 


GEO. DENGLER 


Rubber Heels 





Toney Red Calf 








CHARLES A. SCHAN 
ES 


Ss 
New Albany, Indiana 
November 22, 1920. 
wr: Shoe Co., 





We * in receipt of shoes on invoice 
dated Seventber 14th, and we are mighty 
well pleased with them. This kind of mer- 
chandise will make new customers for us, 
and it is the kind we like to sell for we 
know they are good. 

They are here only a few days and we 
have disposed of a good part of the lot. 

Truly yours, 
CHARLES A. SCHAN 


D only; No. 485 
Wingfoot R. EL 











/ With such reports you know what § 
to expect in placing Fall orders 
with us. 

We are ready with a comprehensive 
combined service in factory spe- 
cials and stock goods, made pos- 
sible only through the resources 
and expert planning of many suc 























gladly sent prepaid 


\ cessful years in back of us. 








Mahogany Calf 
A, B—6 to 10; No. 733 
. Wingfoot R. H. 


| New price list and a 





copy of our catalog will 
be sent on request 
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196 CHURCH ST., 


NEW YORK CITY. 
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= a ¢ , ‘ . 

= Style No. 1403. ; 

2 Fine White Fabric Oxford on No. 168 

= last. Narrow toe. Corded imitation 

= tip. Flexible Welt. White. welting. 

= with natural leather sole. * 154° ‘inch ‘ 

= white enameled heel. AA*to°E:. -In™° - 
= Stock. PRICE $5.00 ' 

|| 

e|| 

e|| . oO . é . 

F| White Fabric Oxfords of Fine Quality 

L| _ In Stock Ready for I mmediate Delivery 

=)| me! a . 

| J-Js GROVER’S SONS COMPANY 
FI BOSTON Soft Shoes for Tender Feet NEW. YORK 
= 80-Boylston St., Little Bldg. LYNN, MASS. 47 West 34th St. 
= 

fearon ee ia T_T iain oe oT 











IN-STOCK - 


BUY 
KINDER-GARTEN 
SHOES 


and you buy 
merchandise 


Fe ne ne ee — 


that will Be. 







crease your 


children’s 





business. 
‘No. 3308—Miss Kindér-Garten, Black Vici Kid No. 3306—Miss Kitider-Garten, Black Vici Kid 
Strap .Sandal, .Chrame. Elk Sole, Low -— G. SEND FOR Strap rar Chrome Blk Sole, Low Heel, BS 
WME ccncctceececsseenssacceee iii aa So Se hi a oi 
No. 3309—Chi'd's, same as above. 8%- 12.@ $2.25 ‘SAMPLES | No. 3307—Child’s, same as above, 8%- 


No. 3310—Child’s, same as above. 5-8. @ $1.85 gh cae Gs ures Seer Conn aeetnerens @ $2.25 


a FAIR IS £ ULL OF WEAR” | 


cay am > * 
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Two New H&E Novelty Turns to be In Stock June 1 





ny Guerin, union ‘Laute Hee bg oe _—— sw No. 126—White Polar Cloth Vincent One Strap, No. 90 
au ee aby Louis . AA ar wer * 
DURE @, MO...-.+..:02+.-..20200 Price $6.06 a a oe it a nae 

















Every Shoe a Business Builder 

















Hopkins & Ellis In Stock Service - Is 
Meeting With Huge Success 


The demand for Hopkins Shoes place your orders 
& Ellis novelties an- immediately. 


nounced for deliveries on H Hopkins and Ellis styles 


May first made it neces- plus Hopkins and Ellis 
shoemaking make friends 














sary for us to rush AND 

through double the orig- for your store.” Getac- 
‘ ; quainted with these busi- 
inal amount to satisfy E ness-builders by ordering 
everyone’s wants. To be these two popular in- 
sure of getting the above stock numbers. 


Address All Communications to Factory 











HOPKINS & ELLIS 





























HAVERHILL, MASS. 
Boston Office. - - 108 Lincoln St. 














on eee ~ - “ire ~~“ © oy eee oe Toni, . < 7 
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A YE OLDE TYME COMFORT 
PRICES! 


WE $2.17% 
Don't 





Oxford, Stock Tip, 
Rubber Heel, C, D, 
B and EE 2%-9. 


No. 836 (Made to 
Order Only) $2.35. 


No. 93 


Grades 
“Wide Ankle” 91 
A 


No. 
Tip, Steel Arch Sup- No. .393 (Made _ to 
port, EEE 3-10. Order Only) ...$2.85 


LUNN & SWEET COMPANY 


Auburn, Maine 
ALL SHOES GENUINE BLACK GLAZED KID 
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YE OLDE TYME COMFORT N 
PRICES! 


Best for the Money j No. 302 


¢ 2.10 = Best for the Money _ xo. 311 Prices 
Zz, Or 
One Strap Sandal y : F be nf) Promises 


$2.174 4A 


Plain Toe Oxford 
Rubber Heel, C, D, 


B and EB 2%-9. Plain Toe Oxford, 


Stee | Foe | rife t 
A as x 
ot .. 


No. 191 


Plain Toe Polish, 
Rubber Heel, C, 
Polish, om 3-9; D i BE 2%- 


> No, 391 (Best for 
the Money). $2.75 the Money). .$2.75 


LUNN & SWEET COMPANY 


Auburn, Maine 
ALL SHOES GENUINE BLACK GLAZED KID 





BOOT AND SHOE RECORDER May 14, 1921 














VEALS and VEAL SIDES 


in Popular and Distinctive Colors 


FOR 


HIGH GRADE SHOES 


Made from best class of 


raw materials obtainable. 





MONARCH LEATHER CO. 
CHICAGO NEW YORK 


BOSTON 
U. S. A. 
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IN STOCK 
“927 





An attractive and popular 
one-buckle strap welt pump, 
made. in Gray Nut uck,carry- 
ing & B Dy Junior Louis— 
covered heel. 


; Sizes, 24 to 8. Widths, AAA to D 
é Price , 6.00, net 30 days 








sian te talaecertinanere 
i ¥ 


ae 
_D’MOORE- ATAFER’ 
: *MHOE ‘MFG °CO* 
BROCKPORT. N.Y. U,4A. 


NEW YORK OFFice 545°547-549 MARBRIOGE BLDG.,.BWAY AT 354tPST. 
ne oa JACK E.JESTER, MGR. 
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RILEY’S White Shoes with Guaranteed Neolin Soles 


ning. big volume calleve Sev Cte sunten, Pier ote Sele te Bese es Fees Cate, Sate 
aashesill Oxfords, Strap Pumps. EXCELLENT $4.00 and $5.00 RETAIL SELLERS. 
We can fl dade for delivery June 15th to July Ist. 











No. 2902—Women’s White Sea Island Can- No. 2903—Women’s White Sea Island Can- Wo, 2911—W fi Island Oan- 
vas Oxford, guaranteed Neolin sole, 14-8 vas Sport Oxford, guaranteed Neolin sole, yas Gne'Strap ‘Pump, Wes inch heel, guar- 





inch heel, — heel. Trimmed in patent, tan or anteed Neolin sole. 
EADING shoe stores are now finding these styles HESE are real shoes, and are made over our regular 
— as es by large repeat lasts, having the same fitting qualities as our other 
orders. Here's an example: One merchant's orig- shoes. Each pair is made unbacked, therefore cool 


inal order for 4,000 pairs has brought a repeat order for F 
2,000 more pairs, while another original order for 2,200 on the feet. Your trade will want these shoes this Spring 


pairs brought a repeat order for 1,500 more pairs. and Summer. 
Prices Are Right—Wire or Write—Samples Sent on Request 


THE RILEY SHOE MFG. CO. Columbus, Ohio 




















REPCO—your customers want it 


EPCO is a liquid enamel which restores the 
new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 


Repco is made in all the stylish shades—white, 
ivory, light gray, dark gray, champagne and 
Havana brown. 


For sale by Shoe Findings Jobbers. Better order 
some today. 


United Shoe Machinery Corporation, Boston 
' J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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| Novelties That Are Profit- Makers | 
NOW—In Stock—NOW 








$5.00 








Style 323 

















Style 350 











Style 211 











211—Dull Kid, Colonial, —— 


ME | -a4n0e demas began cebh A-D 84.00 
212—Same in Black Kid...A-D $4.00 
209—Same in Patent...... A-D $4.00 
210—Same in Patent, Black 

OND ovens sncomsar dene B-D $4.00 
216—Black Kid, Colonial Cov., Full 

Louis Heel ....+----.e0s A-D .00 
255—Same in Gray Kid. A-C * 
201—Dull Kid, Colonial Lea., Louis 

BELEK PS D $4.00 





21 7—Same in 











323—Brown Satin Strap Cov., Full 
Louis Heel, Turn........ A-D $5.00 


321—Black Satin Strap Coyv., Full 
Louis Heel, Turn........ A-D $5.00 


138—Black Satin Strap Cov., Full 
Louis Heel, McKay....... B-D $4.00 


139—Black Satin Strap Baby Cov., Full 
Louis Heel, McKay.......B-D $4.00 


32S8—Gray Suede Strap Cov., Full 
Louis Heel, Turn........ A-D $5.50 


329—Gray Suede Strap Junior, Full 
Louis Heel, Turn........ A-D $5.50 


350—Black Kid Strap, 2 Butt Cov., Full 
Louis Heel .....--ccccee A-D $4.50 


396—Patent Strap, 1 Butt. Cov., Full 
Ieuls Heel, Turnm.....:.. A-D $4.00 


355—Dull Kid Strap, 2 Butt. Lea., 
EOD: TR ccc csccccsecs A-D $4.00 


292—White Kid, Girdle Strap Cov., 
Full Louis Heel, Turn....A-D $5.00 


294—Dull Kid, Girdle Strap, Lea. Louis 
ae A-D $4.50 


184—White Canvas, Strap Baby Cov, 
Full Louis Heel, Turn....A-D $3.00 


197—White Canvas, Strap Cov., Louis 
pO Sey rere A-D $2.75 


198—White Canvas, Strap Cov., Cuban 
| Ey Ae -A-D $2.75 


853—Dull Kid, Strap 2 Butt, Lea. Mili- 
PE baba cbicccceen A-D $4.00 


325—Black Suede Strap, 2 Butt Cov., 
Full Louis Heel......... A-D $5.50 


8333—Black Suede Strap, 1 Butt Junior 
Cov., Full Louis Heel....A-D $5.50 


386—White Kid Strap, 2 Butt Cov., 
Full Louis Heel.......... A-D $5.00 


364—Patent Strap, 2 Butt Lea., Louis 
WO Sicoddiassadides ...A-D $4.00 


365—Dull Kid Strap, 2 Butt Lea., 
BRS TIE. 06.00 6 atwecoens A-D $4.00 





360—Black Kid Strap, 2 Butt 
Lea. Military Heel.A-C $4.00 


361— Patent Strap, s Butt Lea., 
Military Heel ....A-D $4.00 








Our new folder shows all the 
new novelties that are in stock. 
Write for it! 








Style 328 














Style 325 














$5.00 





Style 277 











277—Mahogany Got Oxford, Ball Strap, 
Cuban Heel, Welt........ A- 
251—Light Tan Calf Oxford, Ball Strap, 
Cuban Heel A- 


BEE 66b ccctesesdeossces A-D 
136—Light Tan Oxford, yo! en. 
Military Heel .......... 
46—Light Tan Oxford, Beil Too. 
Mittasy Tedd ..scccicccece D $3.00 


134—Lieht Tan Strap, Ball Strap, Mili- 
BS PPP rrrrrerce B-D 75 
ass white Buck Oxford, Mahog. Ti " 
Ball Strap and Quarter Low Pe i 





THE BOARDMAN SHOE COMPANY 


564 ATLANTIC AVENUE 


BOSTON, (9) MASS. 
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All Patent Ankle Straps IN STOCK 
FOR IMMEDIATE All Patent Betty Strap 


SHIPMENT Patent Chrome Leather. Turn Soles. 
A ready seller. You need them now. 





Chrome Patent Leather. Neat Round 
Toe Lasts. 


4121 Spg. Heel Turn. Sizes 814/11 D 
6121 % “* = *- ‘$5472 D3 a 4170 Spring Heel 844 to 11 D 


8120 9/8 ** McKay. “ 2144/6 C D , 6170 % “ 1Y%to 2D 


Consolidaied Shoe Company 


INCORPORATE 


Boston, Mass.,U. S.A. 


HNL 


| 
2 
= 
= 
| 
Z 
: 





A Big Special 
IN STOCK 
rs. Cherry Lotus Play Ox- 


go" 
| 
4 ford Goodyear stitched 
with Welt. Price for all 
sizes, $.80 per pair. 
Sizes 5 to 2 assorted in case of 72 pair. 


Tan Bag Leather Sandals, oak leather sole, Goodyear 
stitched. Sizes 5-8—60c.; 9-11—70c.; 12-2—80c. 
per pair. Terms net 10 days. 

Send for samples of other styles. 


BROOKLYN SLIPPER CO. 
409 Osborn St. Brooklyn, N. Y. 





A FASHIONABLE style of Buckle, 
different in shape, attractive in appear- 
ance and splendidly suited to the one 


strap, opera or small colonial slippers. ‘ F 
| Trade-marks in Foreign 
In enamel—all colors and combina- i 
Price $15.00 a dozen pairs. Countries 


tions. 





Also with leather inlays (a new de- Do you Realize the Importance of Protecting your 
parture) in all leathers and combina- Foreign Trade in Cuba, Mexieo, the South American 
tions. Price $30.00 a’ dozen pairs. Countries and also in Europe, Asia and Africa? 

’ Certain Foreign Countries award exclusive trade- 
: mark rights in a trade name or mark to the first 
Send for samples. _ applicant, irrespective of prior use by another. This 

. . -- allows the piracy of valuable Trade-marks in such 

Fi h & S I countries. 
W : > The-Boot and Shoe Recorder. maintains a Patent. 
Henry $ 1S el ons, inc. and: ’Trade-mark Department. fully equipped to 
Manufacturers: of Rhinestone Buckles ~ promptly handle your applications for Registration 
and Shoe Ornaments Generally. of Trade-marks in all Foreign Countries, as well as 
zz ' in the United States...Address aH-inquiries to Boot 


126 W. 22nd St. New York City and Shoe Recorder ‘Patent ang ‘Trade-mark Depart- 
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“BETTER SHOES” --- 





“BETTER. HEALTH” 


-~ 











etara 


At the “PUBLIC HEALTH EXHIBIT,” Riclibtee, N. Y. (the first of its kind in America) 
the 115th annual meeting of the Medical Society of the State of New York convened. 
“TRU-ARCH” Shoes for women were the only shoes shown at the exhibit and were the 
center of attraction. The thousands of visitors included physicians, orthopedists, health 
advocators and physical directors, who approved and- conceded ““TRU-ARCH” shoes, for 
women, anatomically correct, and expressed satisfaction, realizing it is possible to select 
stylish, up-to-date footwear, that will prove comfortable, and not injure the feet. 




























VERDICT: ‘Deis and correction is the first law, and _ that 
°. “TRU-ARCH” shoes will prevent and correct WEAK FOOT 
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WHY THE FLEXIBLE ji . i 
SHANK _ “TRU-ARCH” SHOES 






: Are as Flexible as the Human Foot. 












Since muscles increase in the trans- 
verse diameter of their bellies on 
contraction—and as these foot 


2: The “tru-arches” are the arches 
KEEP YouR BIG TOE STRAIGHT / : that nature endowed in the 
feet of every human being, and 
the “true-arches”’ will develop as 
nature intended, if the muscles 
have freedom for the natural 
exercise of use, for development, 
whereas unyielding substances and 
artificial appliances impede func- 
tion of the muscles and hinder cir- 
culation. The “true-arches” will 
remain “‘true-arches” if properly 
fitted in ‘“TRU-ARCH” Shoes. 
“TRU-ARCH” Shoes assist nature 
to perform the natural functions 
of the bones and muscles, permit- 
ting the proper exercising. Use 
or exercising means development. 
Development means strength. 

















muscles practically all run longi- 
tudinally—it becomes evident that 
the contraction of these muscles 
necessary to accomplish walking 
will at the same time serve not 
only to pull the ends of the foot 
together, but to push up and sup- 
port its sides and center. Too 
much importance, therefore, can- 
not be placed in developing the 
foot muscles in preventing foot 
weakness, and such development 
is only possible through proper 
footwear, permitting of the full 
function of the foot and the ap- 
propriate muscular action on 
which such function depends. 














‘BETTER 
SHOES’ HEALTH’ 
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“TRU-ARCH” shoes are made in all 







45 LAST leathers, including Black Kid, Brown 55 LAST 
Broad Ti 7 tow tee Kid, Russia Calf, Buck and Wyclo. Modified Toe, 11 inch 
eens oe es Samples sent upon request. Write for Military Heel 






agency to 





Makers of ‘“‘TRU-ARCH” Shoes 
Fourth Avenue and Baltic Street 
BROOKLYN, N. Y. 
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“BETTER SHOES” --- “BETTER HEALT 
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_THONET )== 


A Quality Standard for 70 Years 








A Ball Strap Oxford ! 
that is a Sales aaa 


THONET BENTWOOD 


Producer 
Stock paterne and speci desane 


Prices range for arm YOUR OWN 
caeaamatied DECORATOR 
will equip your 


store with the 

ONE — Serine 
JHION Stools. 

BENT WOOD <n 


THONET 
Madison Ave. at 47th St., New York City 
World’s Largest Manufacturers of BENTWOOD Chairs 




















consTanT JIN.STQCK service 


TO HELP YOUR TURN-OVER 


; ; No. 700 
B52—Full grain Coco Brown Calf ~ 
en Glazed Colt Juliet, Flex- 


Skin. Imitation Ball Strap Pattern. ' ible McKay Rubber Heel, 
Medium Last, % Rubber Heel. Full ) 1 healt 
Leather quarter lining. Overweight “a 

rice 


Rock Oak Sole. Grain Innersole. ‘ te 2.40 
Widths B, C, D. Sizes 6-11 $2. 
Samples or Catalogue on Request 


Price $4 -60 Hf x10 
? Glazed Colt Plain 
Toe, Flexible Mc- 


a ne —_— 
. ° . er eel. only. 
Write or mail orders shipped Sizes 3 to 8. 


Price 


$2.50 
BRANDAU SHOE CO. | 


DAVIES SHOE MFG. CO. 
RACINE, WISCONSIN 1357 Sherman St. Detroit, Mich. 
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BUILDING BUSINESS THROUGH THE MAILS 








A great many OGDEN dealers are reaping the 
benefits of the direct-by-mail advertising we are 
conducting FREE of charge for them. 


From 7 to 10 per cent of their business in men’s 
shoes is directly traceable to the illustrated per- 
sonal letters we send out for them. 


There is a reason for this. Each individual letter 
“puts over” the dealer’s message with a zip and 
dash that implants ““The Shoe with 1,000 Miles 
“Service” firmly in the reader's mind for all times 
to come. 


The result is quick salee—-MORE SALES— 
CONTINUOUS SALES. 


This direct-by-mail campaign is but a part of the 
splendid co-operation given to OGDEN dealers. 


Interested dealers will be given complete infor- 
mation on request. 


@ 


OGDEN SHOE COMPANY — MILWAUKEE> 
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ADS FEATURE SMILES 


Note of Optimism Struck in Retail 
Publicity aa 


The Walk-Over_ stores.-have con- \\ > *——_ % a J 
ducted a very sueéessful campaign of - AAG Z —— Rete. ’ 
optimism during the past several 

weeks in the interest of better busi- 

ness, and incidentally aimed at any J 

tendency toward pessimism which 1 Gr XS \ 

might creep in and mesmerize the un- We A Shoe for Every Smile 
wary. All the five Walk-Over stores . ; What else is there inal this wor 

in California participated in this cam- gy wen ms wah rate ae and 


Then just a pleasant 


paign, which centered around a series PE 
mi” "Tis now, as'Nature sets the pace q 
: 
' 





of advertisements featuring the fa- a> op And wreathes the land for miles, 
mous Walk-Over smile, in addition to That you hoop gitom from out your faco-— 
the Walk-Over styles, and covering ' Guin: tan thn eonieiie ll 
persons in every walk of life. a sole neh ie 

The first advertisement showed the Aente Gatll be yout pice 
circle, including the business man, the : ee 
father, the mother, college girl, ath- h dil ts detcen wit ee 
lete, golfer, nurse, housewife, etc., all : eT 
wearing the Walk-Over smile and pre- 
sumably the shoe styles appropriate 03,5 BORDWAD” 
to the occasion. The center of the ey 4 P52 4 SPRING = 

. . . . > Welb-Over Shoer—W dlh-Over Servwco— ‘ if 

advertisement contained original verse ; Watr’Ome Soe 
citing the merits of these styles and 
the consequent smile. In succeeding 
issues appeared, one by one, each 
member of the circle and a cut of a 
style suitable to that particular type. 
As there were sixteen members of the 
circle, sixteen different types of foot- 
wear were shown. 





























USMC CORK 


for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with‘ hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


United Shoe Machinery iimditinn - 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. - 
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TRUCE 


GALLUN’S 
COLOR 4 
VIKING CALF 


AUT 


No. 207X The snappiest, longest-wearing, best-fit- 
tocwest last, Gab Bend ting stock oxford of the season. 100% 


Pinked ‘and Perforated. fitter (A/B Combination). Full of pep. 


Sole Leather Counters 
and _ Box Toes. In ° . e e 
Stock, AA to D. No finer material is used in any shoe in 


oo fends 20 Pine dante the U. S. than you'll get in this number. 


\RION SAOE CO, 
Marion. ind. 


Creators of Snappy Shoes for Snappy Men 


WESTERN QUALITY o’ EASTERN STYLE 
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SA BUSINESS ‘MAN you have noted the passing of 
a well-known and famous hotel of by-gone days, and 
wondered why the owners couldn’t or wouldn't. rebuild 
or redecorate. The new and modern hotel panes it 
into the class of second ‘and third raters. 


The same march of progress is on in every line of busi- 
ness—in the retailing of shoes, too. 


“The Shoe Store Beautiful” is in evidence in every big 
city, made so as to advertise itself, to draw visitors, and 
make friends become its customers. 


The seating arrangement of your store, the chairs, can 
be ‘made a part of the “atmosphere” or appearance of , 
the store which will impress the customer with a feeling 
of comfort while being fitted. 





We make chairs of various designs to match your wood- 
work, or to fit into a particular. scheme of decoration, or 
to utilize the utmost of floor area available for seating 
customers, and we can supply the proper length and 
width of fitting stools to match. ~ 


Send us a pencil sketch of your store, sre floor area, 
the present arrangement of chairs (a phower site of the 
interior if you have one), and we will.be glad*to give 

you the same careful considerations we give - to the 
nationally known shoe stores: : 
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Patent 
Turn-Flexible 

Patent Ankle Strap. Ribbon Bow. 
Incl. half sizes, 1 to 5........ $1.00 





51 








The turns shown here are de- 
pendable producers of repeat 
trade. Excellent material, 
perfected by honest work- 
manship insures the serv- 
ice that makes them 
ready sellers every- 
where. 

Keen, judicious buy- 
ers stock them to 
speed _ turnover. 
Samples submit- 
ted promptly. 













Turn-Flexible 

White Kid Ankle Strap. 
90 Incl. half sizes, | to 5....---- 
90 Same with heel, 2 to 5....-- 











Children’s 
Departments Can 
Be Completely Stocked 
From Our Big Line of 


TURNS 





NuBuck Turn 
Width D 
Helthy-Fut Stamp on Sole 
Seamless NuBuck Instep Strap. White 
Ribbon Bow. Natural Finish Sole. 
1116 Child’s, Spg Hl, 3 to 8..... $1.75 





Patent Chrome Turn 


Widths D, E 
Seamless Vamp. Patent Chrome Instep 
Strap. Patent Bow and Ornament. 


Leather Sock Lining. Wheeled Ex- 
tension Edges. 
1119 Child’s Spg HI, 3 to 5...... $1.35 
1120 Child's, Spg Hl, 5% to 8.... 1.50 


ar off 
CHICAGO, IL- 


Sinsheimer Bro. & Co., 211-15 W. Monroe St. 
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FASHION FEATURES FOR FALL 


“Jutta MARLOWE” SHOEs contain the proved best features of shoe making to 
which we have added many refinements distinctly our own. It is these small 
refinements that make good shoes look thier best and sell with speedy ease. 














THESE 1921 STYLES 
MEAN ECONOMY TO 
YOU IN PRICE AND 
“QUICK TURNOVER” 


Sytle No, S921—Welt Coco Brown Elk Calf Style No. 8951—Welt Tan Calf Lace Oxford, 
Lace Oxford, made with Ball Strap and Fleur Fleur de Lis Tip, 12/8 Heel. Price $4.75. 
de Lis Tip, 14/8 Heel. Price 85.00. 





IHGUETETTETLGGULLDENLLUTULEUULALENLLTeAEUOALNTEOGEENLETLOLEnaNET EL 


Style No. S178—wWelt Taupe Kid One Strap 
Two Button Oxford, 14/8 Heel, Imitation Tip; 
Perforations as Illustrated. Sizes and Widths: 
A, 4 to 8; B, 3 to 8; C and D, 8 to 8 
Price $4.75. 


This Style Is 
In Stock NOW 


HUOUUEAHUUONAUENAAOeNAOUeNAOUoNAAUNAAOANAOANEAAUEAOAOEANAUUNEAEONGAUOEAUOUEOOOUUAGAOUEGOOUEEOGUCOOOUOROGOOOOGOROOODEOUOONGOOUGONOUOONOUUONOOOOGUOOUOOOOUOOOUONOOOUOOOOOUGOOOUOGOOUeONUOUEOOOUeOOUUuONOUuoeTOeOOaooOOUOvONOUT NOL 


Write us for prices and appointments with our salesmen 


THE RICH SHOE CO., Milwaukee, Wis. 
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_THREE STANDARDIZED STYLES IN STOCK 


By Quick Turnover S 
Quick Profits . 
Small Investment 
Because we-carry the shoes in i 
stock. Three STANdard styles 
WORTH more money. ---Dress—— 
shoes, with material, style, fit and 


finish that you can't nate at---~~ 
the price. 











It’s the Quick-Turnover line! *‘ 


No. 1 No. 3 


Round Toe. English Last, 
In Stock In Stock 
Widths A to E Widths AA to D 
Sizes 5 to 12 Sizes 5 to 12 
In Case Lots, In Case Lots, 
$4.60 $4.60 





a es 


SPAN WORT © nodsenery 
SHOEMAKERS oursuz Oak Goud 


wnsore Oohe- Full Graua 
MARION, INDIANA | counren J ole. A , ene kn 


. om Widths AA to E 
ooo» «ROE TOE dole Leather Sizes 5 to 12 
Our Offer—Send for a case. If not com 
ee eee ie se _ fares, Radoec= Gadi pease” ae a aarti 


No. 2 


$4.60 











ee 


pletely satisfied, return it at once. You: — 
will be the judge. Sm ORa 
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511—$6.25 
Ato D 


Less 2% Discount 





508—$6.00 
Ato D 
Less 2% Discount 

















HE two superfine shoes shown 

above are made over the new 
French Toe Last, which is proving 
so popular. They are constructed 
of new medium brown calf, with 
sole leather counters, highest grade 
oak outsoles and grain oak insoles. 


In Stock May 15th 


Nunn, Bush & WELDON SHOE Co. 
Milwaukee, Wisconsin 
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Chicago Sample Room: 
1726 Republic Bldg. 207 Essex St. 
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‘ “MAKE IT SNAPPY'' 


The BUSY MAN, speaking as above, referred to 
**CONVERSATION''. He wanted it QUICK, BRIEF and 
TO THE POINT. 


‘*MAKE IT SNAPPY'' said he, and it was GOOD 
ADVICE. 


In shaping OUR FALL EXHIBIT of BOOTS, OXFORDS, 
STRAPS, etc., in GOODYEAR WELTS, and FLEXIBLE 
McKAYS, OUR CHIEF PURPOSE was to 


“ “MAKE IT SNAPPY'' 


THESE STYLES have brought US BIG BUSINESS; 
THEY will bring to YOU, BIG BUSINESS TOO. 


WE will GIVE YOU GOOD SERVICE, GOOD PRICES, 
GOOD SHOES .— 





MANCHESTER, N. H. 


Boston Sample Room: New York Sample Room: 
127 Duane St. 
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FAILURES 


Boston—William Poockatch (Palmer Shoe 
Co.), shoes, reported petitioned into 
bankruptcy. 

Haverhill, Mass.—Wachusett Shoe Co., 
shoe manufacturers, reported assigned 
to C. A. Pingree, J. G. Donahue and 
A. Starensier. 

Lynn, Mass.—Colonial Shoe Mfg. Co., 
Inc., shoe manufacturers, reported 
petitioned into bankruptcy. Herbert 
*. Walker appointed receiver, Mr. 
Walker was formerly with J. L. 
Walker & Co. 

Haskell & Brown, shoe manu- 
facturers, removed to Farmington, 
N. H. 

Greenfie d, 
shoes, etc., 
bankruptcy. 
$8,759. 


Mass.—Greenfield Loan Co., 
reported petition in 
Liabilities $17,719, assets 


Brockton, Mass.—Redlund Shoe Co., shoe 
manufacturers, reported sending out 
communication that they have in- 
sufficient assets to meet liabilities, and 
propose to liquidate immediately anda 
pay pro rata. 

Leominster, Mass.— Domenic Carchide, 
shoes and repairing, reported volun- 
tary petition. Liabilities $2,752.92, 
assets $1,656.18 

Fitchburg, Mass.—A.~S. Student, shoes, 
reported involuntary petition. 

Forrest City, Ark.—R..J. Ash,: shoes re- 
ported offering to compromise at 30%. 

New Britain, Conn.—The Bootery Shop, 
shoes, reported Edward Menus and 
Harry Bronstein individually and also 
trading as above voluntary petition. 
Partnership liabilities scheduled 
$38,053, assets $20.370. Menus lists 
liabilities $5,552, assets $189. Bron- 
stein lists liabilities $238, assets $710. 

Wilmington, Del.—The Lynch Perry Corp. 
shoes, reported petition in ‘bank~ 
ruptcy. 

Savannah, Ga.—Greenberg & -. Robinson, 
shoes, etc., reported compromise offer 
of 30%. 

Sanford, Fla.—S. Benjamin, shoes, etc., 
reported involuntary petition. 

Joliet, Ill.—Max Greenberg, shoes, etc., 
reported involuntary petition. 

Chicago—Sol. Shapiro, shoes reported ex- 
tension granted. Claimed not in- 
solvent but cannot continue without 
assistance. 

Arime Gold, (2502 W. Division St.,) shoes, 
ete., reported petitioned into bank- 
ruptcy. 

Detroit, Mich.—Edward Franzblau, shoes, 
reported voluntary ‘petition in bank- 
ruptcy. 

S. Lindenbaum & Son. shoes, re- 
ported submitting offer of 60 cents on 
dollar. 

Itta Bena, Miss.—Ralph oo shoes, 
ete., reported offering 25% cash in 
full settlement. Li abilities $12,203.47. 

Linden, N. J.—Moe Kozak, shoes, etc., 
reported involuntary petition. Lia- 
bilities estimated $12,009, assets 
$5.000. Abe J. David, receiver. 
Offered settlement of 20%. 

Chicago, Ill.—Sol Shapiro, (1430 Ww. Madi- 
son St.) shoes, reported ~ asking 
general extension. 

Dunn, N. C.—Parker Bros. & Johnson, 
shoes, etc., reported involuntary peti- 
tion. 

Dunkirk, N. ¥Y.—Harry Wolen, shoes, etc., 
reported petitioned into bankruptcy. 

New York City—Archbufdon Co., Inc., 
¢7th Avenue) -shoes, reported assigned. 

Rosenthal & ‘Son, (1900 7th Avenue) 
shoes, reported petitioned into bank- 
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Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 
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oe Liabilities $2,894, assets 
45 
& S. Steele, (456 E. 145th Street) 
én findings, reported petitioned in- 
to bankruptcy. Liabilities $7,500, 
assets $1,500, 

Z. Walk Mfg.Co.,Inc., reported un- 
der date of April 29, H. & J. J, Lesser, 
attorney for the E. Z. Walk Mfg. Co., 
Inc., sent out a letter to creditors stat- 
ing ‘that on April 16, Lawrence Beren- 
son was appointed receiver in equity 
proceedings, since his appointment, 
the receiver has continued the busi- 
ness and has had the affairs of the 
company investigated by an account- 
ant, who has submitted- his report, 
H. & J. J. Lesser submitted to the 
creditors a definite plan of reorgani< 
zation. by the terms of which the 
creditors will be paid in full at a 
meeting held on May 3. 

Carl Lazansky, shoes, reported in- 
voluntary petition in bankruptcy. 

Max Mitz, shoes, reported invol- 
untary petition in bankruptcy. 

Julius Katz, shoes, in our issue of 
April 23, under, this -heading, we re- 
ported: the liabilities of Mr. Katz as 
$9,000 and assets, $6,500. These 
should have been given as liabilities, 
$8,300 and asets, $10,200. 

Cincinnati, Ohio—Manss Owens Co:, shoe 
manufacturers, reported receiver 
appointed. ‘ P : 

Akron, Ohio—Samuel Brandwear, shoes, 
ete., reported petitioned into bank- 
ruptcy. 

Harry C. Gates, shoes, etc., re- 
ported petit‘'oned into bankruptcy. 
Pa:—David O’Mansky,- 
etc., reported offering to compromise 

at 33%%. 

Philadelphia, Pa.—Jos. Dissick & Son, 
(2606 Kensington Avenue) shoes, re- 
ported offeting to compromise at 30%: 

Blacksbufg, S. C.—W. S. Bird, shoes, etc., 
reported. voluntary petition: "Liabili- 
ties’ $9,858,- assets $8,384: 

Greenwood, S. C,—Pratt .&. Taylor; Inc., 
shoes, et¢.,.. reported ~-meeting— -of 
creditors was scheduled for May 2, 
reported offering composition of 25%. 

Parsons, Tenn.—Walker & -Co., ‘shoes, 
etc., reported petitioned into bank- 
ruptey. 

Marysville, Washington—Olaf. T. Bloom, 
shoes, etc., reported offering to com- 
promise at 40%. 

Tacoma, Washington—Treyd’ > & Cohén, 
shoes, etc., reported first meeting 
in Bankruptcy was scheduled for 
May 3. ’ ; : F 

Cincinnati, Ohio—Manss Owens’ Co., 
manufacturers men’s and women’s 
welt shoes, reported Oscar W. Kuhn 
appointed receiver. 

Elk City, Okla.—M. Z. King, reported 
petition in bankruptcy. ; 
Pottsville, Pa.—Mary Z. Wick, shoes, etc., 

reported involuntary petition. 

Philadelphia—Samuel Cooper, shoes, 


ete., reported offer of 35% settle- ~ 


ment submitted and partly accepted. 
Said to owe’$8,500, assets about $3,000. 
“ Little Boot “Shop, oes, reported 
receiver asked for John H. Lemish 
and Charles J:.Simpson trading under 
above style, and David Rosenberg. 
Farrell, Pa—-Harry--Mierevitz; shoes, “ete; 
reported in Wechrustey. 
Scranton, Pa.—David M. Reilly Co., Inc., 
shoes, “reported ‘offering ° wor 
of 20%. Owe total of 537.500 
merchandise on hand not worth over 
15,000. 
Centredale, R. I.—James_ B. Fogarty, 
shoe, etc., reported. made assignment. 
Gatesville, Tex.—Ormand Company, shoes, 
etc., voluntary. -petition. Liabifities 
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“Lynn, 


shoes, - 


“Suffern, N. Y.—I. Jacobs 
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estimated $50,000, assets somewhat 
less. 

Toronto, Ont.—McCall Shoe Co., Ltd.— 
shoes, reported made assignment to 
N. L. Martin. 

A. T. Widdowson, shoes, reported 
adjudged bankrupt. In hands of Oscar 
Wade, trustee. 

Hull, Que.—Couture & Co., shoes, re- 
ported assigned to V. Lamarre and 
J. E. Couture. 

Montreal, P. Q.—Ideal Shoe Co., shoes, 
ete., reported J. C. Payette and H. 
Grenier trading under above style 
making offer of 35 cents on dollar. 

Nap Fortin Shoe Co., Ltd., shoes, 
reported made assignment. 

Port Dover, Ont.—Frank L. Smith, shoes, 
reported assigned to Mark McLeod 
Tew, trustee. 

St. Johns, N. F.—Steer Bros., shoes, re- 
ported assigned. 

Deseronto, Ont.—Gertrude Carter—Carter 
Shoe Store, shoes, reported assigned 
to Canadian Credit Men’s Associa- 
tion. 

Hamilton, Ont.—Edward England, shoes, 
ete., reported asking general exten- 
sion. Reported meeting of creditors 
ealled for May 5 

Baston—Bloom-Gilman Shoe Corporation, 
wholesale shoes, succeeded by Bloom- 

Langer-Lippman Co. 

-~Mass.—Haskell & Brown, shoe 

monucers, removed to Farming- 

Rockland, Mass.—The Emerson Shoe Co., 
has filed notice of- organization to 
hee in New Jersey. Charles BP. 
orgy, Patterson, N. J., is corporate 
representative: 

Horatio, Ark.=Lindsay Bros., shoes, etc., 
will discontinue. 


WwW V ategtuse, Conn.—The Fitzmaurice Shoe 


has filed notice of change of name 
to Thomas W. Fitzmaurice, Inc. 


. Evanston; -lk-—The Piper Pool Co., has 


incorporated with a capital of 
_te_~ manufacture footwear. 
Piper and Simeon Pool are 
the incorporators. 

Chicago, Tll.—H. Foreman, (3902 W. North 
Avenue) shoes, left town. 

Harry Kane, (228 N. Cicero Avenue) 
shoes, ete., reported left town. 

Clarence, Mo.—W. H. Sears. shoes re- 
ported sold out to S. E. Overfelt. 

Brooklyn, N. Y.—Expert pony Shoe Co. 
capital iaaanbed to $25,000 

Vogel Miller Shoe Co., ‘Ine., shoe 
manufacturers, capital increased tv 

500. 

New. Rochelle, N. Y.—Cole Shoe Co., 
shoes. incorporated with capital of 
$10,000. 

New York City—Isidor Abrahams (266) 
8th “Avenue) shoes, reported sold out 
to B. Abrahams. 

Gordon Shoe Corporation, shoe man- 
pwr incorporated with capital 
of $100, ; 

sukeueiee Shoe Corporation, shoe 
manufacturers, incorporated with 
capital of $300,000. 

Samuel Levy © (2227 5th Avenue) 

. shoes, out of business. : 

Jacob Weininger, Inc., shoes, in- 
corporated with capital of $10,000. 

& Co., shoes, etc., 
will close out here. 

Newark, N. J.—The L. & W. Shoe Stores. 
has filed notice of organization to 
operate a local chain of retail shoe 
stores. Charles Weinstein, heads the 
company. 

Brooklyn, N. Y.—The Expert -Ladies Shoe 
Co., has filed notice. of increasé ~in 
capital from. $5,000. to. $25, 000. 
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SHOE POLISHES ARE SUPERIOR 


Se 


MAKES DIRTY 
CANVAS SHOES 


CLEANSWHITE 
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The two special white dressings featured here have 
won public favor and are very widely sold. In their 
use a rapid and reliable means of maintaining the 
beauty of white footwear is found. You can safely 
recommend their use frequently. 
injurious in either to canvas or leather. 


Canvas and White Leather Dressings Now in Demand. 


There is nothing 
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ys | The trade’s o!d friend, “Albo,” is a good running mate to “Quick White” and 
pe our “Top Notch” Cleaner. Whittemore’s “Bag Powder” has a place in many 
e homes. Specify it in your order. 
: Ask your jobber’s sal n or write us for complete catalogue. 
: Whittemore Bros., Corp. Boston, Mass. 
$6 $0 OGOOGHOOGGOH. HHH HHHGHHOHSHH ©GHHHGHGHHGHH OGHOHOOOHOGHOHHOHH OH 4 HHHHHHHGOOOOHOOOHOO$ OOOOH 0HOO060OOO 
MISCELLANEOUS MISCELLANEOUS MISCELLANEOUS 
— “FISHER” 
SHOE STORE f | B= uae 
CHAIRS ("qj HEEL ana 
SETTEES ‘SUPPORT 
Without With A Help to 








The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy your 
surplus or slow sellers, Quantities no ob 
ject. Retail or ‘wholesale. Short term leases 
taken off your hands. Wire or phone ws. 
Correspondence confidential. Established 


1890. 

GLAUBERG & CO. 
296 Church St., New York, N. Y. 
We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 411% 














Weak Ankles 
Prevents the Counters of Boots 
and Shoes from Running Over. 
Easily applied. No Repair De- 
partment should be without them. 


The New Improved 
“a 
SHOE STRETCHER 


will adjust counters or stretch 
shoes two whole sizes without 
damaging the shoes. Range 
sizes: Misses’ 13 to men’s 12. 
Shoes can be stretched either 
across the base end or of tip to 
give greater height or width to 
box. $2.00 each. 


F. W. WHITCHER CO. 































WANTED TO PURCHASE 








Cash Buyers 


Of general lines of footwear. Will handle 
stocks of any size. Business transactions 
strictly confidential. Address €498. care 


Root and Shoe Recorder Publishing Co., 207 
South St., Boston, Mass. : 
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Display Fixtures 
We Make a Specialty 
of Shoe Fixtures 
Glass Fixtures 
Ask for catalog ‘'G.F.’’ 
Period Wood Fixtures 
Ask for catalog ‘‘L’’ 

Window Valances 
A big stock for immediate delivery. 
Ask for samples. 





Window Rugs 
line. Samples of materials and 
illustrations in colors sent. 
Decorating Plush 
Ask for samples. 


The Hecht Fixture. Co. 
Medinah Bldg. Chicago 
Wells St. and Jackson Blvd. 


NEW YORK SHOW ROOM 
@-67 EB. 12th, Bet. Broadway & 4th Ave. 


A big 





The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, 
*New York City, N. Y. 


wae | Earpten stocns | 


Entire Stocks 


FOR 
CASH 











We buy quick and pay highest cash -price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 80 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 
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page per issue: 

Space i1time 7 times 
1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
3 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 





“Recorder” rates for space less than one-eighth 


13 times 26 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 
Minimum amount accepted, seventy-five 
cents. For other “Want” advertisements, 
word for each insertion. Minimum amount accepted, 
Ads under this heading will be received up to 


insertion. 


52 times 1.25. 





$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


noon, Wednesday. 
come in care of this office, twelve words must be allowed 
in each advertisement for address. When advertisers 
desire replies forwarded ,direct to their address, each 
word of the address must be counted in the advertisement 
and paid for accordingly. Answers to ads must be sent 


seven cents 


en advertisers desire answers to 


















SALESMEN WANTED 








SALESMEN WANTED 





POSITION WANTED 











SALESMEN calling on retail shoe stores 
to carry as side line up-to-date arch 
support. Liberal commission. Territory 
given and protected. Address C-529, care 
Boot & Shoe Recorder, 207 South S&t., 
Boston, Mass. 





SALESMEN WANTED, 7% LINE—We 

want experienced salesmen with 
established trade to handle our high- 
grade work shoes, made in Goodyear 
welts and metallic fastenings, on straight 
7% commission basis. Territory now open 
North Dakota, South Dakota, Montana, 
Washington, Oregon, Pennsylvania and 
Kentucky. Send references with applica- 
tion. Address Box 631, Sioux City, Iowa. 





MANUFACTURER making line of popu- 

lar priced turn comfort shoes is estab- 
lishing Southern Distributing Warehouse 
in Savannah, Georgia, and wants high 
grade salesmen for States of Louisiana, 
Mississippi and Tennessee; also portion of 
Georgia. Line well known and carried in 
stock. Commission basis. No drawing 
account. Address Box 702, Savannah, Ga. 





SALESMEN WANTED to sell our line of 
Misses’, Children’s and Infants’ turn 
and McKay sewed shoes on a strictly 
commission basis. Can be sold with other 
non-conflicting lines. Experienced sales- 
men preferred. One for the Middle West- 
ern States and one for the Pacific Coast 
States. Reply with references to the 
Werner Shoe Co., Orwigsburg, Pa. 





SALESMEN—New York, Michigan, Ken- 

tucky, to sell on commission our 
National Advertised MEADOW BROOK 
White Shoes and UNICO Felt Slippers. 
Only those who have travelled these 
states need apply. OUTING SHOE C 
530 Atlantic Ave., Boston, Mass. 





WANTED-—Salesman to carry a_ side 

line of men’s, women’s, misses’, 
children’s and infants’ felt slippers, also 
carpet slippers to retail trade. All ter- 
ritories open—new line in the market— 
ten per cent commission. Write or call. 
G. W. PFEIFFER & CO., 207 Essex St., 
Boston, Mass. 





WANTED—Salesmen to sell a good line 

of mercerized shoe laces to retail 
trade on commission basis. State terri- 
tory covered. Address P. O. Box 1296, 
Providence, R. I. 








A Real Opportunity 


One of the strongest lines of Boys’ 
and Little Gents’ popular-priced Weits 
is now offered on a commission basis 
to salesmen calling on the retail trade 
with non-conflicting lines. 


Ohio, New England, Illinois and In- 
diana; Michigan and Minnesota; South 
Atlantic Coast States, and other ter- 
ritory open to the right men. 


Write fully, giving experience, 
grades now carried and territory trav- 
eled. All correspondence strictly con- 
fidential. Address C-553, care ot & 
— Recorder, 207 South St., Boston, 

ass. 











S HOE SALESMAN WANTED, having 

an established trade, to carry our 
line of Children’s Shoes, Felt Slippers 
and Indian Moccasins as a side line in 
the states of Kentucky, Tennessee, Min- 
nesota, Iowa, Missouri, North and South 
Dakota, Georgia, Arkansas, Texas, Ne- 
braska, Oklahoma. We furnish sample 
trunk showing our complete line and 
pay a 6% commission on all shipments. 
This is a quality line and money can be 
made by a live wire. Address The Bol- 
way Co., Inc., Syracuse, N. Y. 








Attractive proposition for salesman 
to represent in Canada an estab- 
lished American shoe manufact- 
urer. Address C-555, care Boot & 
Shoe Recorder, 207 South St., 
Boston, Mass. 














WANTED—Live-wire salesman to han- 
dle our line of boudoirs, ballets and 
sandals to large retail and department 
store trade on commission as side line. 
Address Bay State Slipper Co., Haver- 
hill, Mass. 





SALESMEN WANTED, to carry along 
with their regular line a successful 
line of shoe dressings, now in great de- 
mand; large commission; write Niagara 
Shoe Specialty Co., at main office, 485 
Breckinridge St., Buffalo, N. Y. State line 
that you now carry; many territories still 
open. Dressings consist of Niasco Suede 
cleaner, White Beauty, etc. 








dress C-563, care Boot & 


SHOE MAN with “pep” and “tact” for 

busy or exclusive shop desires tempo- 
rary work assisting in after Easter liq- 
uidation sales or permanent connections 
with retail or wholesale house offering 
opportunity. Address C-557, care Boot & 
_— Recorder, 207 South Street, Boston, 

ass. 





SALES AND ADVERTISING MANAGER 

with wide variety of experience in the 
handling of salesmen, sales and advertis- 
ing campaigns, wants to connect with 
live going and growing manufacturer. 
Must be a proposition worth a capable 
man’s while. The matter of salary is 
reasonable. Address C-558, care Boot & 
— Recorder, 207 South Street, Boston, 

ass. 





DURING leisure hours prepare for busy 

days. Interview your prospective 
employees now. Remember: ‘‘Men chosen 
carefully work carefully.”” My experi- 
ence embodies: Retail (N. Y.), wholesale 
(Boston), factory (Me.), traveling (Cuba). 
References and personality are among my 
strongest assets. Future prospects in- 
terest me more than present salary. 
Little talks often lead to big things. 
Let’s have a little talk. Address C-560, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 





CUTTING ROOM FOREMAN who can 

furnish A-1 references, desires to 
be connected with firm making women’s 
shoes. This is your opportunity. Ad- 
Shoe Recorder, 
207 South Street, Boston, Mass. 








WANTED 


Salesmen to carry as a side line 
Satin Strap Wood Heel Pumps to 
the Retail and Dept. Store trade. 
Quick Sellers—Splendid Side Line 
Proposition. Samples now ready. 
Address Box 76, Haverhill, Mass. 














WE HAVE A TERRITORY OPEN 
through the middle west; Detroit, 
Chicago, Cincinnati, St. Louis, etc., for 
a Women’s and Children’s High Grade 
Turn Shoe. We have Up-to-the-minute 
styles, are a well established concern, 
and give a liberal commission. Get in 
touch with us by mail, or in person. 
TRIO SHOE MFG. CO., 768 Washington 
Street, Lynn, Mass. 





WANTED—Experienced traveling sales- 
man with established acquaintance 
in Montana, Idaho, Washington and 
Oregon, to sell well-known line of 
women’s Welts and McKays. We have 
some established trade in this territory. 
Give full details of your experience, also 
address and telephone number. Inter- 
view can be arranged in Boston, New York, 
or Chicago, during week beginning May 
16th. Address C-556. care Boot & Shoe 
Recorder, 207 South Street, Boston, Mass. 





SALESMAN WANTED for all territory 
with large and responsible clientele 
for Brooklyn line of ladies’ specialty 
turns. Factory making 1500 pairs a 
week. FASHION SHOE CO., 82 Ingraham 
St., Brooklyn, N. Y. 


RETAIL SHOE SALESMAN wants 

position, twelve years’ experience. 
At present managing shoe store. Prefer 
west or middle west. Address C-564, care 
Boot & Shoe Recorder, 189 W. Madison 
St., Chicago, Ill 








SHOE BUYER 


Do you want a buyer of shoes? 
One that knows the New England 
and New York Markets. | have 
had four years’ experience as a 
manufacturer of popular priced 
shoes, three years’ as jobber and 
three years’ retailing buying for 
four stores. But have made the 
mistake of going into a business 
that I was not familiar with. 
Would like to connect with re- 
sponsible firm that has a regular 
or a bargain idea shoe department, 
either as resident or house buyer 
for the above departments. | am 
thirty-three years old and can 
furnish the best of references. Will 
be able to make the change on or 
about June 15th, for more par- 
ticulars, Address C-559, care Boot 
& Shoe Recorder, 207 South Street, 
Boston, Mass. 
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BOOT 


right purpose, to the rig 





AND 


is the great problem of the “retail shoe merchants. ec 
corder” is to help solve it; for this is the basic problem upon which depends the 
shoes and leather; their production and distr me on. 


tire allied industries relating to 
Canadian, $6.00. 


Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 
Root Newspaper Ass’n. Member of Audit Bureau of Oirculations. 


Member of the 
Entened at the Post Office, NewYork, N.Y., de second-class matter. 


Member of the Associated Business Papers, Ino. 
Bach issue copyrighted by the Boot and Shoe Recorder Pub. Oo. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


SHOE 


in the right fitting, for th 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


THE RECORDER CREED: Getting + —% Shoes Sold Right; not only “more” but “right’’; sold for the 
ht e right price, at the right profit. This 
hief purpose of “T 


he — and Shoe Re- 
ess of the en- 


Foreign, $10.00 








LINE WANTED 


FOR SALE 








L)NE WANTED—Two resident sales- 
men, producers, opening office, 
thoroughly acquainted with better trade 
of Greater New York, desire good line 
on commission of men’s, women’s and 
children’s McKays, welts and turns. Give 
us the goods and we will produce. Ad- 
dress K-438, care Boot & Shoe Recorder, 
127 Duane St., New York. 


UNUSUAL OPPORTUNITY — The only 

upstairs ladies’ and children’s Shoe 
Parlor in Connecticut, city of 150,000, is 
for sale. Stock valued at $4,000. Reason 
for sale, going out West. Terms strictly 
cash. If interested address C-561, care 
Boot & Shoe Recorder, 207 South Street, 
Boston, Mass. 





WANTED—Children’s and Misses’ or 

Women’s medium price shoes to 
carry as a side line in New England 
states, Established trade. Address 
K-1{37, care Boot & Shoe Recorder, 127 
Duane St., New York. 





HELP WANTED 





WANTED MANAGER for Shoe Store. 

Opportunity to become connected 
with enterprising high grade men’s chain 
store organization. Address K-436, care 
Boct & Shoe Recorder, 127 Duane St., New 
York. 








TO BUY 


WiLL BUY all or part, good shoe de- 

partment or exclusive store. Ad- 
dress C-562, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 








FOR SALE 


WANTED TO PURCHASE 








ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting ents of general 
lines of footwear, —_ also make liberal 
cash advances if n oz 
CANTOR & "wo ERT, INC., 
—Auctioneers— 
653-655 Atlantic Ave. Boston, Mass. 
Opposite South Station 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will a A value for your entire or surplus 


stock of shoes. 
Leases having a short term to run taken 
over. Bstablished 25 years. 


I, OLENICK 


413 Broadway, New York. Tel. 9531 Canal 











ATTENTION SHOE CHAIN 
- STORES! 
100% LOCATION IN RICHMOND, 
VIRGINIA 


Heart of the best retail shopping 
center. Near transfer .center. 
Richmond largest ig A in Virginia, 
Hard to focate in. re GORDON 
ee STRAUSE Co., 918 E. MAIN 











\R SALE—Four shoe stores in Phila- 

delphia, most prominent locations do- 
ing a business of nearly a half million 
dollars annually. Owner of these stores 
has been in business twenty-five years’ 
and desires to retire. Address P-262, 
care Boot & Shoe Recorder, 1420 Widener 
Bldg., Phila., Pa. 


R SALE—Fully equiped Last Factory, 
including new dry kiln and stock of 
last blocks, (Six machine capacity), 
located in_the center of the felt shoe 
industry. Fine opportunity for practical 
Last Maker. Inquire: ROGERS & ASHE, 
INC., Little Falls, N. Y. 
OR SALE—Oldest and only complete 
family shoe store in city, very best 
location, 5 to 10 years’ lease—stock 
$25,000.00, store has made money for 40 
years’—no old stock—Will sell part or 
entire interest at right price, but must 
be relieved from active duties. G. R. 
o eae SHOE CoO., Grand Rapids, 
ich, 


i? aga oe store complete 

very detail, arly business 
$30, 000 00, stock $12,000.00. ¥99. 000.00 bought 
new since Feb. ist, rent $65.00 month. 
Central Michigan town of 7000. Splendid 
opportunity. Will sell at actual values. 
RINDGE-KREKEL co., Grand Rapids, 

ic 











CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway New York City 
Phone Spring 5160- 5161- 5162 
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We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Close outs. 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 

Short Term Leases Taken. 

We Pay Highest Cash Value. 


VAN PRAAG & CO. 
"ile Ercadway, New York, 
Telephone Canal 9597-9598 


PUBLISHBDD WEEKLY IN THE INTRREST 
OF THB RETAIL SHOB MERCHANT BY THE 
BOOT AND SHOE RECORDER 
PUBLISHING CO, 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 

G, PHILLIPS, President 
HUNE, Treas. and Gen’l Mgr. 
R. HILL, ist Vice-President 
H. TER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & © Max, Counsel 
101 Tremont St 


ARTHUR D. . ANDERSON, Editor 

E. C. LOGAN 
OWEN A. THOMAS 
HELEN 


Associate Editors 


M. HANDY 





PUBLISHERS’ NOTICH 
SUBSCRIPTION—The ioetytinn price the 
Boot and Shoe Recorder is $5.00 a in 
advance, which includes in the 
United States, Cuba, Hawaiian +o 
Philippine Islands and Mexico. The 
pd Canada is $6.00 a year, including cd 


FORBIGN SUBSCRIPTION—The price all 
foreign countries ye - abdve is $10. 00 
4 zene. a. ae posta 
— ions are payabie > —, 


dvertising 
Rates — on apolicati on. 


For 
for Wants, for Sales, ete., see Want — 





OFFICES IN 
the Boston Office. 
a 
“NTelephone “fain 1089 28. C's pg Man 


ST. LOUIS OFFICB: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, = 
ager. Telephone 2425 Cana 

PHILADELPHIA OFFICE: ee ae. Wid 
Building. H. Walter Scott, Manager. ge 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg. B. ©. Bowen ° 
Telephone Canal 4426. — 

ROCHESTER OFFICE: 609 Powers Bldg. 
Rossiter L. Seward, Western New York 
Representative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKED OFFICE: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICD: William L. Daley, 
816 Fifteenth Street, 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFIOB: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8. W. 1, Bngland. 

AUSTRALIAN OFFICB: 430 Lit. Oollins 8t., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICB: William Salz- 

Wi 2, Vienna, A 
PNTINA : Se Aires, Rivadavia, 2721. 
P. Sabazzini, Ge rente. 

BRAZIL: Gerente, gone S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILD: Santiago, Las Rosas 1128-1127. Otto 

Fuhrimann, Gerente 

CUBA: Mr. H. Gomez, ‘Corrales, 2A, Havana, 

SPAIN: Gerente, Leoncio de Miguel, 
Librero Editor, 20 Fuencarral, Madrid. 

MEXICO: Gerente, Jose Barro, Ave. 5 De 
Mayo 27, Mexico, D. F. 

JAPANESH OFFICE: Yokohama. J. F. 
Wagen, Manager. 
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Julian & Hokenge Co., Cincinnati, O..... -il 
Kahn, “4 E., Co., Brooklyn, N. Y...... 84 
Kauder, F. S., Shoe Co., Brooklyn, N. ve 30 
Keith, is ing | B., Shee Co., Brockton. . - 


Kiely, T. J., & Co., Lynn, Mass 
Kozak &. McLaughlin, Long, Tsiand City, 
» Ay 





La Crosse Boot and Shoe Mfg. Co., La 


ERY IG 4.65 hone cadeng 6000 ks Sabena sd 86 
Se. Frames; Leen, Maes. cos... 3.0 stad. ws 12 
Lattemang, J. J., Shoe Miz. Co., Brooklyn, 

EOP. “> Red the 30 
Reach, B. ., Timm: Mase. . ..6.c. csi cscs 110 
Lilly, Henry, New York City............. = 
Long Shoe Co., Framingham, Mass....... 
Lunn & Sweet Co., Auburn, Me....... 122- 123 
Lunn, John D., Shoe Co., Monmouth, Me.. 82 
Lynch Shoe Co., Lynn, Mass............. 83 
Maetrich Eyre & Co., Brooklyn, N. Y..... 30 
Maid-Rite Felt Slipper Co., Inc., Brook- 

RE er eee ee ee 83 
Marion Shoe Co., Marion, Ind............ 133 
Marshall, C. S., Co., Brockton, Mass..... 26 
Marston "& Tapley Co., Danvers, Mass.... 86 
Martin, A. H., Co., Rochester, N. Y...... 87 
Milford Shoe Co., Milford, Mass.......... 97 
Miller, I., & Sons, Inc., Brooklyn, N. Y... 30 
Mitchell-Caunt Co., Lynn, Mass.......... 14 
Mocre-Shafer Shoe Co., Brockport, N. Y.. 125 
Morse & Burt Co., Brooklyn, N. Y....... 30 
Nettleton, A. E., Syracuse, N. Y.......... 85 
Newcomb-Anderson Shoe Co., Rochester.. 87 
Nu Baby Shoe Co., E. Lynn, Mass........ 87 


Nunn, Bush & Weldon Shoe Co., Milwau- 
a. eee ar ee 138 


Ogden Shoe Co., Milwaukee, Wis......... 131 
Olenick, I., New York City............... 141 
Packard, M. A., Co., Brockton, Mass...... 85 
Parisian Shoe Co., Brooklyn, N. Y........ 30 
Parker, Holmes Co., Boston.............. 1 
i aeetewee: Shoe Co., Manchester, 
OOO PT bY SOE) 95 
Perfect Shoe Co., Brooklyn, N. Y........ 30 
Phillips-Cram Corp., Haverhill, Mass..... 83 
Pincus & Tobias, Brooklyn, N. Y......... 30 
Pinsker, J.. New York. City.............. 86 
Plant Bros. & Co., Manchester, N. H...... 139 
Plant, Thomas G., Shoe Co., Boston...... 98,99 


Posner, Dr. A., Shoes, Inc., Brooklyn, N.Y. 30 
Puritan Shoe Co., Inc., New York City... 89 
Ramsey, E. J., Co., Brooklyn, N. Y..... 54, 109 
eee. ee 86 


Regal Shoe Co., Boston................ 104-105 
Rice & Hutchins, Inc., Boston............ 32 
Rich Shoe Co., Milwaukee, Wis........... 136 
Richards & Brennan Co., Randolph, Mass. 24 
Riemer, A. H., Co., Milwaukee, Wis...... 86 
Riley Shoe Co., Columbus, O............. 126 
Rogers & += Oe Oe Se 30 
Rosenberg, S., & Son, Boston............ 113 


Salem Shoe Co., Salem, N. H 82 
Schindler, L. B., Shoe Co., New York City. 114 
Silver Shoe Co., Haverhill, Sn 82 


SD babi ot webbedese ies scons 135 
Smith, R. P., & Sons, Chicago, Ill........ 56 
Smith-Wallace Shoe Co., Chicago, Ill..... 114 
Smith, Wm. Sumner, Chicago............ 89 
Stacy-Adams Co., Brockton, Mass......... 85 
Standard Felt Co., W. Alhambra, Cal..... 3 
Stanworth Shoemakers, Marion, Ind...... 137 


Stetsen Shoe Co., So. Weymouth, Mass. .61, 86 
Stickles, L. D., Shoe Co., Red Wing, Minn. 116 
Strassburger-Stiles, Brooklyn, N. Y....... 

Strohbeck, Inc., Chas. W., Brooklyn, N. Y. 84 


Tessier & Bowdin, Haverhill, Mass....... 84 
Thompson Bros. Shoe Co., Brockton...... 9, 85 
Thomson-Crooker Shoe Co., Boston....... 23 
Wits Ga Wg Be a oc ccc ctecdsccsas 110 


United States Rubber Co., New York City, 
Front Cover 


Vogel-Miller, Brooklyn, N. Y............. 30 
Waterbury, S., & Son, Brooklyn, N. Y..... 30 
Watson Shoe Co., Lynn, Mass........... ~ 20 


Weber Bros. Shoe Co., No. a. Mass. 18 
Weil, S., & eed anoeuiyes N. Y 30 
Watkins Co., Phila- 


Weimer, Wright 

TR dais nn 4.0. 8% 4:6 .0 46 sree ein 
Westcott-Whitmore Co., Syracuse, N. Y.. 82 
Whitman & Keith, Brockton, Mass...... 78, 85 


Vane eee Co., wr SOE 
het gaan . A. & M. C., Co., Haverhill, 


webst ‘Shoe Co., Milwaukee, Wis......... 108 


FINDINGS AND SHOE STORE SUPPLIES 
Browning, C. A., Co., Boston............. 18 
Coultas Co., D. W., Providence, R. I..... 90 


Dalrymple-Pulsifer Co., Haverbill, Mass. . 
Doty & Scrimgeour Sales Co., New York 


ME ccatcusecasese. cs IAS Segiihtalitey “4 


Elastic Tip Companys Boston besacvuc SudSve 91 
Ellis, W. E.; Co., Haverhill, Mass....... 90 
Emery & Beers Co., Inc., New York City! 2 


Federal Arch Lift Mfg. Co., Boston...... 25 
Fischel, Henry, & Sons, New York City... 128 
Hecht Fixture Co., Chicago, Ill........... 141 
Martine, M. B., Inc., New York City..... 90 
Milbradt Mfg. Co., St. Louis, Mo......... 141 
— 0. ae Treeing Machine Co., Brock- 
OR ain ot a ik 6k tp aciale ie 94 
Milwaukee ‘Chair Co., Milwaukee, Wis. 134 
Onken, Oscar Co., Cincinnati, Ohio....... 141 
Parisian Beading Works Co., Philadelphia. 88 
Silverite Co., The, Boston................ 91 
Thenet, New York City.............../.. 130 


United States Rubber Co., New York City. 66 
be 9 Novelty Works, The Brooklyn, 





OEE EE ET Ser Te ee 90 
Whitcher, Frank W., Boston.......... 116, te 
Whittredge Co., Swampscott, Mass....... 116 
Wizard Lightfoot Appliance Co., St. Louis, 

Ee Pee Ue A A Eee DS ee 2nd Cover 
LEATHER AND OTHER MATERIALS 
American Oak Leather Co., Cincinnati.... 93 
Beggs & Cobb Co., Inc., Boston.......... 88 
Castle Kid Mfg. Co., gag ee era 
Chamberlin, B. F., Boston..... oo 8 
Creese & Cook Co. Boston RES CRETE RO dase 88 
Einstein, J. N., New York City.......... 28 
Foerderer, Rebt. A., Co., Boston......... 62-63 
Green & Hickey Leather Co., Boston, Mass. 57 
Holbrook, W. H., Co., Boston............ 6 
Soman. Con, Vis. Bie BOCs. 6 recesses ccc 88 
Kepner, C. D., Leather Co., Boston...... 60 
Kistler, Lesh Leather Co., Boston........ 110 
Lawrence, A. C., Leather Co., Boston.... 74 
Levor, G., & Co., Inc., Gloversville, N. Y. 10 
Monarch Leather Co., Chicago, Ill........ 124 
Sherer, Oscar Co., Boston................ 22 
Vaughan, Geo. C., Peabody, Mass........ 15 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston............... 111 
Elliott Machine Co., Boston...... Rds 108 
Griffin Mfg. Co., New York City......... 102 
Kenworthy Bros., Stoughton, Mass........ 19 
Lagomarsino, P. J., & Co., Phila., Pa..... 90 
Meyer, J. C., Thread Co., Lowell, Mass... 88 
United Fast Color Eyelet Co., Boston..... 103 
United Shoe Machinery Corp., Boston. .126, 132 
Whittemore Bros., Cambridge, Mass...... 141 
Wiechman Pattern Co., Cincinnati........ 90 


MISCELLANEOUS 





A iated B Papers, Inc., New York 

CC Ree Tees Pere Fee 96 
Atlantic Printing Co., Boston............ 89 
Boot & Shoe Workers Union, Boston..... 73 
Brooklyn Purchasing Syndicate, Brooklyn, 

Le ERR rT. eo SR er oe 141 
Cantor & Wolpert, Inc., Boston.......... 143 
D’Avesne Translation Bureau, Boston.... 110 
Glauberg & Co., New York City.......... 141 
Grover, Nelson H., Boston................ 91 
Hooper Printing Co., Boston............. 89 
<— Cerf. Merc. Co., Max, New York 

CO ap. cached CER a Ths Sein Sab sae. 143 
Pe. ie Shoe and Leather Exposition 

GU TR Noi 6 din 0.60. 0i 06 wdbbes Keds 70 
New York Export Purchasing Corporation, 

pS See aaa ee 141 
Wed Bibs We. Be AGRON, 0 6.0.0 Sh Asiceccccege 91 
Tolman Print, Brockton, Mass........... 89 
University Electrotype Foundry, Cam- 

bridge, Mass. ............. dv cepngs eens 89 
Van Praag Co., New York City........... 143 
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OW DO MOST PEOPLE JUDGE SHOES? THEY 
SAY “THIS SHOE HURTS,” “THIS MAKES MY 
FOOT SEEM TOO LARGE,” OR “IT HAS NO STYLE.” 
IN OTHER WORDS, MOST SHOES ARE JUDGED BY 
THE QUALITIES THEY LACK. 


FOx SLIPPERS, PUMPS AND OXFORDS ARE ALWAYS 


SHOE RECORDER 


JUDGED BY THE QUALITIES THEY HAVE. WOMEN 
DELIGHT IN THEIR STYLE, COLOR AND SPARKLING 
LINES. CUSTOMERS ADMIRE, NEVER CRITICIZE. 


AND THAT'S THE DIFFERENCE THAT MAKES FOx 
FOOTERY A FLEET SELLER IN DEPARTMENT 
STORES AND SPECIALTY SHOPS. 





CHARLES K. FOX, INC., HAVERHILL, MASS., U. S. A. 


CHICAGO: Great Northern Bidg. BOSTON: 54 Lincoln Street. NEW YORK: Marbridge Building, Broadway & 34th Street, Room 632. 





Vol. 79, No. 9. Published every week by Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New York, 
5 ef Gentes price $5 per year. Application for entry as second class matter at the Post Office at New Yerk, 
. Y., pending. 
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Immediate Delivery on 
These Strap Novelties 


Your order for these live wires will 
be shipped same day as received 


La Mode One Strap C Nouvelle One Strap 
et 


our 
folder 


illustrating 
White 


The last word in strap models; one and 
of the snappiest and daintiest styles Gray Kid Quarter 


No. 637 * dar Cee ee $5.00 
One strap with Patent Vamp, 


* shown for Summer wear. Made Black Covered Full Louis XV Heel 


with single sole to imitate a turn, A to D 


and with a covered 16/8 full Louis 


XV heel. 
No. 630—Black Suede, Dull Calf Sport 
, a Pere $6. 


Ne. eo1—figwe dinie Coc Gai"? combinations Feesy Two Strap 
No. oa—Geer Suede with Pat. ens Y 
Poh): ee ee .' ou 


Black Pony KidOxford will 
need 


them 


for 
A two strap with covered full Baby 
your Louis Heel. 


Single Sole. Broadway Last. 





No. 618—Black Suede, Two-Strap 
une a eee re anes 
aby Louis Heel........ i 
- eth oe Bee ones No. 619—Brown Suede Two-Strap 
gy he gon trade Single Sole, Covered Full 
SS Seer $3.00 Baby Louis Heel........ $6.00 
B to E Widths A to D 


THOMSON-CROOKER SHOE CO. 


18 Station St. Boston, 20, Mass. 
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Going Strong | | 
HAVANA BROWN VODE KID 


We are receiving a steady flow 
of orders for VODE KID in 
HAVANA BROWN and the 
demand is growing stronger 
with every day. 


In our HAVANA BROWN 
we are using some particularly 
fine quality skins which we 
bought to advantage some 
months ago and which have re- 
cently been landed. 


Specify HAVANA BROWN 
VODE KID and you'll get 
leather which plainly shows its 
fineness in your shoes— 


—also the selling power of 
VODE, so well known to the 
buying public. 


Ode 


: PRED 


THE STANDARD KID CoO. The Le ather | 


Boston, Mass. 
Branches in New York, Philadelphia, Cincinnati, * for Fine Shoes 


Chicago, St. Louis and Montreal 
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FOR IMMEDIATE DELIVERY 


THE “JEANNE” THE “DORIS” 


No. 280—Beige Buck, one strap, turn sole, No. 43—Popular Beige Buck with two 
high covered Louis Heel. AAA to C. straps, welt sole. Made in leather Cuban 


No. 340—As above with Baby Louis Heel. Heel only. AAA to C. 


AAA to C. $7 50 $77 50 


Popular “Beige Buck”’ in Stock 


Here are three live models developed in “‘Beige Buck,"’ a pleasant, appealing 
shade of Tan, reported to be very popular with the well-dressed women who 
patronize our Fifth Avenue, New York, and Big Chicago stores. 


Lee 
ee 


= 


MEMES MBS MO HEX NE HS 


ioe 


We've priced them low enough for you to feature price and still make a more 
than reasonable margin of profit. They're in stock now. 
We make this unusual offer to “‘get acquainted.” 


On the opposite page are other styles of beautiful I. Miller shoes. 


I. MILLER & SONS 


Factory and Service Departments: 


FLUSHING AND CARLTON AVES. 
BROOKLYN NEW YORK 


DE NQOIMUBIV GST NEANG SG 


MBS 


OS 


DUG <> 


SPASM API KLGALEREBGLERLB EY 








SAE ALYY 


« S22 


LAY OLY 


pn Ps 


ASUS SSN 


ASS 


ene J aa - 
i 


SATA 


May 21, 1921 

















CLIVE KIVWG FUG 








































THE 
MARILYN 


Ik WAEGODGODSUISs 



























































































BOOT AND SHOE RECORDER 


























“‘Beautiful Shoes” 
IN STOCK 


THE DORIS 


No. 41—Tan boarded calf welt, leather Cuban heel, 
imitation wing, AAA to C...........e200- $8.00 


No. 44—White buck welt, natural leather heel and 
sole, white welting, as above............. $9.00 
THE MARILYN 
No. 951—Black kid, satin tongue, turn covered 


EY BOO ABD OH Os occ sics csc wesc sade $8.25 
No. 952—As above in brown kid and brown satin 
ee ee ere rey ere $8.75 
No. 953—As above in patent leather and black 
entin tongues, AAA to D.. .....cccssvcecs $8.00 
No. 954—As above, all white kid, white kid tongue, 
PE GE 6. sob sdiiccidnsavencacees eawaee $9.25 


THE PANDORA 
No. 52—Patent leather, turn covered baby LXV 


heel, white stitch, AAA to C............ $8.50 
No. 53—As above with high covered LXV heel, 
DE ERS oo 66:5 t:adr0 ei deanins wig la danacenie $8.50 


No. 55—Brown kid, turn, covered LXV heel, AAA 
THE BOBETTE 

No. 16—Black satin stage last, turn, covered LXV 

OS SS re ee ie or ean $7.50 
THE LUCILLE 


No. 11—Black satin turn, covered LXV heel, AAA 
OMe ic Acsiaaetis.0 64 Bs ees 0n oa es menee ke $7.75 


No. 12—As above, covered baby LXV heel. . $7.75 
No. 42—Brown satin turn, covered LXV heel, 


ee ee eee eee eee eee eee eee seeee 


No. 60—As above, covered baby LXV heel. .$7.75 


THE JEANNE 
No. 17—Black kid, turn, without beading, covered 
Bee OR, PR G8 Bek 6 occas 4 tac cneucten $8.50 
No. 18—Black satin, steel beaded turn, covered 
eee OE, I Oe sg cone ene 6 oe een $9.00 
No. 40—Gray ooze, steel beaded turn, covered 
Pe OR neh 66 056nwrsoeease $9.00 
THE CAMPUS 
No. 23—Brown kid oxford, leather Cuban heel, 
WE DI Po kaos 64 ean kscedneneears $8.00 
No. 45—Tan calf, as above, with center perfora- 
ee te ee ere $7.00 


THE IRIS 
No. 955—Black calf, gray buck panel, welt, leather 
a eS oe re Pee $9.00 
No. 956—As above in tan calf............ $9.25 
I. MILLER & SONS 
INCORPORATED 


Factory and Service Departments: 


FLUSHING AND CARLTON AVES. 
BROOKLYN NEW YORK 


XB 


CONC NOV OLS LYLQLYS 


mia 1 .WS 
4] 
wisi ae. ; ar, Al 






































THE 
JEANNE 





















THE 
CAMPUS 






































on 


BB Oo ABOaNBOLBOLAALESLG 






Cs 












(is EX 


at 


(C8 ~<EX 





XG, 










FR px 
















a, 





© 








cS 





(S 







cS 


QO 





(Fro 


>» 








Socmmenatictaiiienie ee 
; 
| 
t 


May 21, 1921 


BOOT AND SHOE RECORDER 


















“Protection — 
Ask for the genuine Beaded Tip. 
Be sure the label reads BEADED TIP 
before removing it. 


Are you prepared to supply 
genuine Beaded Tip Laces 
to your customers? If not, ask 
your jobber’s salesman or write 
our Dealers’ Help Department 


-_FOR TWENTY YEARS a reputation for QUALITY 
has been earned by Beaded Tip Shoe Laces—the result of 
uncompromised merit in material and workmanship. 


They Sell Themselves 


National advertising is constantly reminding the public to 
ask for and insist upon getting genuine Beaded Tips. They 
are one of the small items of merchandise with which 


volume of sales and good profit can be made. 





Manufactured by 


UNITED LACE & BRAID MFG. COMPANY 
PROVIDENCE, R. I. 























May 21, 1921 


SOE/SOOCUSCUTEUCG SES RESOEMOETIEORERESIBLINID 











BOOT AND SHOE RECORDER 


“Decidedly Thompson’ 


College Style Leaders 
| S-610 


Code Word, “‘Noise” 
| Gallun’s No. 4 Norwegian Grain 
Wing Tip Oxford. 


Brogue Last. 


Price $8.00 





S-646 


Code Word, “Campus” | 
Gallun’s No. 4 Norwegian Grain 
Ball Strap Oxford. | 


Club Last. 
Price $8.00 


Send for Stock Style Catalogue. Seventeen 
Men’s and Women’s Models illustrated 


THOMPSON BROS .SHOE (0 


FINE SHOEMAKERS 


BROCKTON 
MASS. 
U.S.A 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 


Address all communications to Brockton (Campello), Mass. 








Qa > 











Manufacturers of 


Pied Piper Shoes, 
Dr. Sommer’s 
New Dawn Shoes 
and high-grade, 
non-rip barefoot 
sandals and play 
oxfords. 
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CUSTOM WELT 


CUSTOM WELTS 


These shoes are made by our Custom Welt won- 
derful process (patented U. S. Pat. Off.), pro- 
ducing a shoe as flexible as a hand turn but 
more serviceable and more comfortable to the 
foot, because of the special patented construc- 
tion of the bottom. 


This process eliminates the use of staples, tacks, 
nails or other metal fastening and produces 
shoes that are perfectly smooth next to the foot 
and are extremely comfortable. 


805—Pied Piper Junior Blucher, wide, comfortable ultra-nature last, 


Stock No. 
leather insole. 


upper of best quality Smoke Calf, best quality buck gutsole, best quality 
Solid leather throughout. As flexible as a Baby’s first step shoe. 
Made in C, D and B Widths. 

Price 82.10 per pair 


Sizes 2% to 5% 

Sizes 6 to 8 Price 2.35 per pair 
Orders filled in two weeks. In stock after May 15th. 

An examination of this shoe and its construction is a foregone con- 

clusion of a purchase. Send us a sample order. We will prepay 

transportation charges and will take the goods back at our own 

expense if you are not pleased with them the minute you see them. 


Write for list of other up-to-date styles#carried in stock. 


Matatheon Shoe Co. 


WAUSAU — WISCONSIN 
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AS USED BY AMERICAS SHOEMAKERS 


leather that has held the 
[favor of makers of dislindive 
oolwéar for over one hundred 


aml 


The natural color of Shrewsbury 
BARK TANNAGE shows through 
the perforations. 











MADE BY 5 OT 3 
DOHERTY BROS., OOOO LL ILL s er 
AVON, MASS. 


Illustration shows what can be done in staple patterns with 
Shrewsbury Scotch Grain 


















Other Distinctive Shoe Styles Will Be Shown from Week to Week 






eT oe i, 


| GREEN @HICKEY LEATHERCO. 
en eects 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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THE WHITES T 
WHITE # 











Flat White 


and 


Glazed White 


G.LEVOR € CO. Inx. 


TANNERS OF CABRETTA/ 


NEW YORK GLOVERSVILLE NY. 
BOSTON MILWAUKEE ST.LOUIS 
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i 
There’s Only ONE WATER PROOF LEATHER 
That TAKES and RETAINS A POLISH— 


CRESCO 




















| HE fact that CRESCO is both ae 
I waterproof and “‘Shineable’’ is of a ad ae 
: course the great reason why the demand Class Trade 
: : has been and still is a ] 
for CRESCO increases steadily year by dneiboo bp mes me di 
year. Red “Colt made from ony 
; This store recently sought to 
CRESCO is different from other water- place a large order for their 
; ; i nest grade of shoes—pro- 
proof leathers in that the waterproofing is hom ‘genuine Creeee & 
not on the surface but right in the leather SS 
if bac aA would not consider a 
itse 4 substitute. 














It can’t rub off, and there’s no oily surface 


to repel polishing. 


So you see CRESCO is an extraordinary 
stormproof leather—well worth insisting 







on in your orders. 







CREESE and COOK COMPANY 


| Creators of New Calf Leathers 





SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 


706 BROADWAY. CINCINNATI, O. 
LEATHER TRADES BLDG. 
ST. LOUIS, MO. 


TANNERIES 
| DANVERSPORT 



















WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
NEW YORK 






Trade Mark 








LAT TT 












921 


UL 
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Best Low-Priced Shoe 
for All-round Utility Wear 





moe et Fy. 


ry on 








Motorists know this figure as the 
HOOD man. Footwear buyers are 
now being’ taught by Hood Adver- 
tising that the Hood Man stands 
for the highest quality in rubber 
and canvas footwear. 















I ‘re Counter 
fe 


ts the Heel 








Finest Quali 
Extra Heavy Sail —— Toe Bon 


Loose Lining of 
High Grade Duck 
Keeps the feet 


Gray Rubber Fox 
Sole and w ded 
into one pice by our 
special pressure cure 
process 








Sole of 
Tire-treed Rubber 
Gray Tapsole 











HE reputation of the Wurkshu as the best all-round 

utility shoe for summer wear stands unchallenged. 

Its durability exceeds that of any leather shoes at 
anywhere near its prices. 


Hundreds of thousands of people who have used Wurk- 
shus prefer them, not only because of their longer serv- 
ice, but also because Wurkshus fit better and feel more 
comfortable om the feet than other shoes at the price. 


The average length of service from Men’s Wurkshus is 
six months. The boys’ Wurkshus average 60 to 90 days 
under hardest usage. Compare this with any other shoe 
you can sell at anywhere near Wurkshu prices. 


The only objection ever raised by prospective buyers of 
Wurkshus is that they cannot be re-sold. After using 
one pair these customers buy Wurkshus again because 
Wurkshus wear longer than the original sole and re-sole 
of low priced leather shoes and cost less money. 


For farm use Hood Wurkshus can’t be equalled. The 
full bellows tongue and closely woven duck upper keep 
out dust and dirt. And the sole won’t slip when worn 
in a hay field. 





Write Us for Name of Nearest Distributer 


These same features make Wurkshus ideal shoes for 
railroad brakemen, chauffeurs, golfers and factory work- 
ers, vacationists and for use on fishing and tramping 
trips. 


Every pair of Wurkshus you sell will make a steady 
customer for you year after year. One pair to one 
member of a family usually results in sale to every 
member of the family who has need for a fairly light, 
durable, comfortable Wurkshus. 












Construction 


Heavy brown mail-bag duck upper. Full duck lining. 
Gray tire-tread composition sole. Hood patented Pneu- 
a Heel. Fibre insole and counter. Leather sock 
ining. 


Class Last Width Size Price 
Men’s Blucher ...... Army E—EE 6—12 $2.50 
Boys Blucher ...... Army one 24%—6 2.25 
Ree ee Army E—EE 6—12 2.50 
ee. eee Army one 244—6 2.25 
po SO ae Army one 11—2 2.00 
Women’s Bal. ...... Opera D& EE 244,—8 2.40 
Misses’ Spg. Hl. Bal. Instructor one 11—2 1.90 


Child’s Spg. Hl. Bal. Instructor one 6—10% 1.65 


HOOD RUBBER PRODUCTS CO., Inc. 


WATERTOWN, MASSACHUSETTS 
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Hoste 


“Soxing” 
For Immediate Delivery 


745—Same as 725 with fancy triple drop- 
stitch, illustrated above. Black, White, Cor- 








Reg V.5.Pat. Orrice 


B-680—Women's “ONYX” mercerized Sox- 
ing with cuff top, high spliced heel and double 


sole. Seam in leg. Black and Navy only. dovan and Navy. 
Sizes 814-1014. Boxed 4 dozens. Sizes 814-1014. Boxed 4 dozens. 
PUM nn 84 swan ce eames $4.25 DUE 6.6.5 5 K duces ean $6.50 


755—Same as 725, with drop-stitch verticals 


725—Women’'s “ONYX” artificial silk Sox- 
all around. Black, White, Cordovan and 


ing with mercerized cuff top, heel and toe. 


Black, White, Cordovan and Navy. Navy. 
Sizes 814-1014. Boxed 4 dozens. Sizes 814-1014. Boxed 4 dozens. 
PURE cc paces cas ccoune $6.50 . . Serer er yer. $6.50 


735—Same as 725, with drop-stitch in side, 25—Women's “ONYX” pure thread silk, 
giving lace clock effect. Black, White, Cor- full fashioned Soxing with lisle sole. Black, 
dovan and Navy. White, Browns and Bathing Shades. 


Sizes 814-1014. Boxed 14 dozens. Sizes 814-10. Boxed 4 dozens. 
SO ee Pe ea $6.50 i ere ee ee $13.50 


An attractive number for the vacation trade 


Emery 6 Beers Company, inc 


Broadway at 24th St. New York 
Dept. P 
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A FRENCH SUGGESTION IN 
BLACK AND WHITE. 


A patent leather one strap sandal with white pip- 
ing, basket weave in strap. Junior Louis heel. 
This is one of a series of new effects in Black 


and White. 








“Kimball and Sherman Quality” 


KIMBALL & SHERMAN (0 


HAVERHILL . MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 






Omaha Representative: 
Culley-Storz Shoe Co 


PY MesTININITIIS ITLL / 
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RAMSEY’S FOR FALL 


No. 1—BAL LACE 


5 to 8 BIA toll IlIMYyto2 
5400—Cherry Chrome Bal $1.55 $1.75 
5401_—_Black Chrome Bal . 1.55 ‘75 
5406—Cherry Suede Bal 1.20 1.35 1.50 
5410—Full Grain Tan Lotus Bal.. 1.60 1.85 2.15 
5411—Full Grain Black Lotus Bal. 1.60 1.85 2.15 
5412__Full Grain Cherry Elk Bal.. 1.60 1.85 2.15 
5413—Full Grain Smoked Elk Bal. 1.60 1.85 2.15 


: 5414__Full Grain Cherry Lotus Bal 1.60 1.85 2.15 
TWO STRAP BAL BOOTEE = 5416_Full Grain Cherry and 


Smoked Combination Bal 1.60 1.85 - 2.15 
No. 2—BUTTON SHOE 
5600—Cherry Chrome Button ... 1.35 1.55 
5601__Black Chrome Button .... 1.35 1.55 
5614—Full Grain Cherry Lotus 
Button 1.60 1.85 
No. 3—SCOUT SHOE 
5214—Full Grain Cherry Lotus 
MEN’S ROMEO Sc 1.70 
No. 4—ONE STRAP BLUCHER BOOTEE 
2012_Full Grain Cherry Elk..... 2.00 2.25 
2014—Full Grain Cherry Lotus... 2.00 2.25 
No. 5—TWO STRAP BAL BOOTEE 
3012--Full Grain Cherry Elk 2.05 2.30 
3014—Full Grain Cherry Lotus... 2.05 2.30 
No. 6—MEN’S ROMEO 
0__Men’s Brown Kid Romeo 6to ll $2.50 
1—Men’s Black Kid Romeo 6tol!l 2.50 


No. 7—BAL OXFORD 
BAL OXFORD 5to8 8i4toll IIMYto2 
314—Full Grain Cherry Lotus. . .$1.40 $1.60 $1.80 


No. 8—BLUCHER OXFORD 
315—Full Grain Cherry Lotus... 1.40 1.60 1.80 


Place your orders early so as to get deliveries on time. 
Do not wait and be disappointed. We had to disap- 


point a number of concerns this season. 
BLUCHER OXFORD ° 


THEY CANNOT RIP 


GOODYEAR DOUBLE “wr? WELT 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 
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| The Ideal Children Shoes © wuc 
- for School and Play 


THE REASONS WHY: 


. They are more flexible than any welt shoe 
made. 


. They are made on proper shaped lasts, lasts 
that fit the feet. 


. Smooth on inside—no nails, tacks or stitching 
to hurt the feet. 


. They are made with solid Grain Leather in-’ 
soles. 


They are made with good upper stock. , SCOUT SHOE 


. They are made with good firm counters. 
. They are made with good Box Toes. 


. They are made with the best grade of solid 
oak leather outsoles. 


. They all have double needle leather back- 


stays. 
ONE STRAP 
BLUCHER 


. Last, but not least, they are made by the Ram- BOOTEE 
sey Patented Process and are FULLY GUAR- ' 
ANTEED AGAINST RIPPING. 


Double SE 
OUDIC JeErRvIcE 
No. 4 


RAMSEY’S PATENTED PLAY SHOES P 


HEY CANNOT RI 


“IT’S IN THE MAKING” 


GOODYEAR DOUBLE *wr? WELT 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 
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Stock No. 39—Civilian ‘‘Rite-Easy.”’ 
Goodyear welt flexible. K. B. patented 
innersole. Havana brown kid. Panama 
last. Single sole. Goodyear Wingfoot 
rubber heel. 3-4-5 wide. 
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RITE-EASY 


Built a fatented | process with the famous 


K-B Patented Innersole 


The most Jlevible and comfortable 
shoe mada~ 
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No. 40 


Stock No. 40—Civilian ‘‘Rite-EKasy.’’ 
Goodyear welt flexible. K. B. patented 
innersole. Black kid whole quarter 
blucher. Clyde last. Single sole. - 
year Wingfoot rubber heel. 3-4-5 wide. 


= 4 


— 
te 
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Manufactured and Carried In Stock by 


CIVILIAN SHOE CO. 


WARD HILL, MASS. 


Stock No. 42—Civilian ‘‘Rite-Easy.’’ 
Civilian Shoes—high in quality and moderate in innersole. "Black kia “bal.” Raya last 
price are the shoes you'll need for quick turnovers. oe. CCE ae 
The customer will repeat on them. 
Send for Catalogue 
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“Save Money 
By 
Spending Wisely” 














In other words, effect real economy 
by purchasing high grade merchan- 


dise even if the first cost is more. 


Barbour Grooved Endless Welting 
is High-Grade dependable material. 


It is made only from first quality selected tan- 
nages of leather, sorted, trimmed and cut to elimi- 
nate imperfections of every nature. 


The finished welting is mellow and pliable, yet 
; always tough and strong. It makes tight inseams, 
and its uniform substance yields clean edges. 


We originated the grooving service, and devote such care and attention to this 
department that the service is always accurate and dependable. 


The endless feature costs you nothing and effects an actual saving of welting. 


Put Barbour Grooved Endless Welting into your factory in competition with 
any existing line. We know that you will get less cripples, less waste, and better 
shoes. 


Used and endorsed by America’s finest shoemakers. 


Barbour Grooved Endless Welting 


ortmetn OF Manufactured by 


BROCKTON, RAND CO. 


Brockton, Mass. 























PE SS ti EEA 
Sing. ¢ 


AEP ay SOA RATS 


a ras 








BOOT AND SHOE RECORDER May 21, 1921 









> 


in priz 









best Window Trims 


Have your Foot Comfort Week window trim photo- 
graphed or take a snap shot and send it in for your 
share of the $1000.00 prize money. Every contest- 
ant wins either a cash prize or a Gold Filled Auto- 


point Pencil. 


CASH PRIZES 
Towns less than 10,000 
iiittind. .... «inna snasdinaiaido mibinbontaciolasveaen $100.00 
i es ee Oren She ere tT ee ae. er 50.00 
<hr a dd & eeeenpileaial ha eae aria rhea Sie Minnaane  xchbth 25.00 
akg ds econ a ed we eee les Eel aale 15.00 
NE a ee oe Cee leer 10.00 each 
” - TT fe Reena an dO9eeb dee sae eekdedies 5.00 each 
Towns 10,000 and over 
RL. cnctcedacan CeURG Ewes esa. end eae ae $100.00 
TE exes ne cele eae iinke mh dea eee nen ee 50.00 
ED es dram Saisaterere, Dar Alin a Aba hace ah ae nl aU ee 25.00 
a. gy ls Ga dhe Wea As Ree Ad dha ns 15.00 
PC ee EC Te TOE ee ee Free 10.00 each 
” 2s = 5.00 each 


Ce 


Make up your mind now to go into this contest. .Send in the 
coupon below. It brings you complete Advertising and Win- 
dow trim material and full details regarding the prize contest. 
Then lay your plans for a knockout window trim during the 


big week. 
The Scholl Mfg. Company 


World’s Largest Makers of Foot Comfort Appliances 
213 W. Schiller St., Chicago’ 


NEW YORK TORONTO LONDON MELBOURNE SYDNEY PARIS 
BUENOS AIRES 


¢? supply of Selling Helps and Window 


If you fail to win one of the cash prizes 
you will be the recipient of one of these 
beautiful 





lead pencils. They are Gold Filled, 
beautifully chased, and are furnished in 
a handsome plush lined, jeweler’s case. 
Value $5.00. 





Autopoint pencil. Gentlemen's Size. 
Value $5.00. Gold Filled. Packed in 
plush lined case. 













. @ 
Autopoint pencil. Ladies’ Size. 4 
Value $5.00. Gold Filled. €é 
Packed in plush lined case. ra 


¢ 
o This 
Pr 
@ and full supply 
, 4 of adn + § 


o The Scholl Mfg. Co. 
? 213 W. Schiller St. 
a Chicago, Ill. 









o Gentlemen:—I wish to cash 
in on this Nation-Wide Ad- 
é vertising you are doing in con- 

, 4 nection with Dr. Scholl's Foot 
C4 Comfort Week. Send me a complete- 











Trim material, together with full par- 
ticulars. 
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June 18th to 25th 


One more month and this Big Profit Making Week will be here—a week later and it 
will be gone forever. Plarr now to cash in on this great advertising drive. Thou- 

| sands upon thousands of dollars are being spent by 
this company to urge foot sufferers into the shoe stores 
for relief during that week. 












Look at this whale of an Ad—a full-page appearing on 
Saturday the 18th, the first day of Foot Comfort Week, 


P yN\ 
le : é 
hes in the Literary Digest. 
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The next day, it will run in four colors, a full page, in 
great American Sunday Newspapers from the Atlantic 
to the Pacific. 













Your customers, your neighbors, your friends will read 
these Ads. Tell them in your local newspapers that 
YOU are THE Dr. Scholl dealer in YOUR town. 





“ih 


Put in a special Dr. Scholl window trim (furnished 
free on request). Tell them there again in your win- 
dow that your store is THE place to buy the Dr. Scholl 
appliances for every foot ailment which these big ads 
have told them about. 















In other words, “Tie up” your store to this nation- 
wide advertising campaign and squeeze the dollars 
out of it into YOUR cash drawer. 


Lay your plans now. Send in the cou- 


D r; Ns) _* late) l’s = for complete free advertising mate- 
Foot Comfort Week | 
Advertising 


Reaches millions jr 
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Here’s Another Brownie! 


One of the Four Browns 
on the Floor—in May Only 


Get our catalog—you need it before you can 


order to best advantage. 


It contains a story on novelty service from stock 
which you ought to know about. 


Staples are also included. 


To get the complete story—get the catalog. 


WILLIAMS CLARK & CO. 


GOODYEAR WELTS EXCLUSIVELY 
Mass. 


Lynn, 


BOSTON OFFICE: 183 ESSEX ST. 


May 21, 1921 
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C.H.ALDEN CO 


U.s.& 





ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


° ° °o ° oO 


—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 





o ° ° o 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 











This illustration represents one of the styles that can be 
delivered promptly made in Gallun’s Tan Norwegian 








FACTORY BOSTON OFFICE 
ABINGTON, MASS. . 10 HIGH STREET 
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No. 8011 


7013 
8033 
8135 
8140 


7135 
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Announcement 


E have moved our offices and Stock Department to Fond du Lac, Wis., 
which is a short distance out of Milwaukee. 
Under new management we will make all shipments from our new modern 
factory which is equipped for making the best values in men’s and boys’ work 


and service shoes. 
The new plant is the result of our desire to serve our customers more efficiently, 


so they in turn can make more sales and get a quicker turn-over. 
New accounts are solicited with the confidence that our values are the best and 


once you sample the MENZ “EASE” LINE, repeat orders will follow, which 


will receive—always—our prompt attention. 


A FEW OF OUR STYLES IN STOCK 


Men’s Choc. FARM - WEAR, 
Soft Box Cap Blucher, Heavy 
Single Sole Welt, Munson Last, 
B, C, D, and E widths 

Same as 8011 except lower grade. 
C, D and E widths 

Same as 8011 except Double 
Sole. D and EB widths 

Same as 8033 except Nailed % 
Double Sole 

Men’s “Natural Retan” 


Blucher, Hard Box, % Double 
3.25 


Sole, 
Men’s Chocolate Retan, Hard 


No. 8011 


7101 
9017 


9020 


3.00 7331 


7531 
7731 


Box, Cap Blucher, Nailed 


Men’s Choc. Retan, Outing Bal, 
Nailed % Double Sole 2 
Men’s Choc. Elk, Soft 

Cap Blucher, S.S., Welt, Mun- 

son Last, C, D, and E widths.. 3.35 
Men’s Smoked Elk, Hard Box, 
Cap Blucher, S.S., Welt 3.35 
Boys’ Choc. Retan, Cap Blucher, 
Hard Box, % Double 

Nailed, Sizes 2% to 6 

Youths’ Sizes 13 to 2 

Little Men’s Sizes 9 to 12%.... 


THE MENZIES SHOE COMPANY 


FOND DU LAC 


* WISCONSIN 
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“CONSTANT COMFORT” 


AMERICA’S BEST COMFORT SHOE 





{UUEUINTTHET 





TMT 


THE SAFE RULE 


Is to buy a line that is in every way Depend- 
able. The Consumer never forgets Quality— 
while the Price is soon forgotten. You can 
build a good—safe—profitable Shoe business 
on one thing—Quality. In making “CON- 
STANT COMFORT” Shoes our first thought is 
Quality—you fully realize what this means to 
you and your customers. 





“ ; No. 38—Best Quality Black Kid 8 
No. 31 ae in. Polish. 18/8 Heel. " 
= No. 17—Same style with I « 
No. 31—Best Quality 3 Kid % mitation 
Fox 8 in. Polish. 13/8 H r No. Perforated Tip. Both in Stock 


No. 34—Same Shoe with. re 2 
Perforated Tip. In Stock A, B, C, No. 2—Black Kid Stock Tip Polish. 9/8 


D. Price $5. Rubber Heel. 
No. 20—Same Shoe Plain Toe. Both in 
Stock ©, D, B. Pri $3.50 
No. 200—Same as No. 2 Lower Grade. 
No. 20 Ss No. 20, Lower Grade. 
Both in Stock D, B, EE. Price ....$3.00 





Han, SE No. 36—High Grade Bick Kid 
eamless olish. 9/8 Cat’s Paw 
Ho. stom ies. Foxed Os 88 Rubber Heel. In Stock B, C, D, EB 
Both In Stock, D, B, EE. eg _< ey ae At port 
No. 15—Black Kid Common Sense 37—Same Sty! e ower grade. 
Bal 8/8 Rubber Heel. Price. .$3.35 No. 28 In Stock C, D, EB, EE. Price.$3.50 
No. 28—Black Kid Blucher Polish. 12/8 
Rubber Heel. 
No. 25—Same Quality and Last in lace. 
No. 23—Same as No. 25 with Stock Tip. 
All in Stock B, 0, D, B. Price ....84.00 


AULT-WILLIAMSON SHOE CO. Auburn, Me. 


Los Angeles Office: 109 E. 8th Street 
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The amount of the sale is 


shown at the top of the register. The other clerk is handing change and parcel 
to the customer. He made change from his own cash drawer. 


Clerk D is making change from his cash drawer. 


A separate cash drawer for each clerk 


This makes clerks more efficient because: 


@ Each clerk is responsible for the business he 
handles. 


@) In case of error it shows who made the mistake. 


@ It gives each clerk credit for the work he does. 


An up-to-date National Cash Register with separate 
cash drawers measures the ability of each clerk. 


Up-to-date National Cash Registers are made with any 
number of cash drawers, from one to nine. 


We make cash registers for every line of business. Priced $75 and up. 


NATIONAL 


CASH REGISTER CoO. 


DAYTON OHIO. 








May 21, 1921 
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The Selling Power of Lindner Shoes 


A certain well known shoe merchant makes an effort to show only three or four shoes to a 
customer. First, he questions her and “sizes up” her tastes. Then he interprets them by 
first showing two or three pairs almost like what she wants and then the pair he expects to 
sell her—a Lindner sport model. The first shoes are to enhance by contrast the model he 
selects to sell her. 


Such tactics, he claims, have built a successful repeat business because Lindner styles and 
honest workmanship satisfy his customers. 


The nearest Lindner representative will gladly show you our new sport models. 


"Lindnes. Shoe Gompany 


CARLISLE PA. 


PHILADELPHIA BOSTON LOS ANGELES NEW YORK CITY 
929 Chestnut Street 183 Essex Street Angelus Hotel Marbridge Bldg., Room 454 
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No. 5—Mahogany Calf “Sa. ‘ ae : iy y 
Blucher Oxford, swag- > a ¢ ° No. 4—Mahogany Calf 
“S English Oxford, all 


ger last, all leather, 
leather, overweight out- 


overweight outsoles, a p 
leather counters, leath- ss f soles, leather counters, 
er heels, leather linings. Seu ° leather heels, leather 
In stock 6-11, AA-D. ae linings. In stock 5-11, 


A0% PROFIT 


Here’s your opportunity to size up your stock quickly. 
Order as you need shoes, by wire or mail. 


Make our In-Stock Department your supply house in- 
stead of carrying heavy stocks. 

We are equipped to handle frequent and small orders 
to aid dealers to get quicker turnover. 


IN STOCK—Ready to ship. 


W.E.DONLEY SHOE CO 


MANUFACTURERS 
KENOSHA WISC 





LINE” 


LYNN, MASS. 
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The Famous 


Webher 


Shoe 2 for: en 


E have made WEBER 
SHOES on the same 
value standards for so long 
that our requirements are 
well known to our sources of 
leather and material supply. 
They know that we buy noth- 
ing just because it’s low priced, 
but only if it conforms to our 
requirements. 
Another big reason why 
WEBER Union made SHOES 
are the best values to retail-at 


$5.00 to $9.00. 


New York Office, H. Harris, 


Y 1328 Broadway, Marbridge Bldg. 

















No. 1416 


IRON 
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Style 743 Cherry Red Veal 
No. 13 Fox Oxford, Frenchy Last 
No. 3 Ball Strap Wingfoot Heel 


WEBER BROS SHOE 
NORTH ADAMS, MASS 





as 
No. sa71 Ya 


wvennne. ENAMELLED BUCKLES was oe 


R 
NON RUST 


NONRUST THAT HARMONIZE WITH COMPOSITION 
a es STYLISH SUMMER FOOTWEAR gas 
Harmony is the keynote of summer. 
We manufacture a large assortment of 
buckles to match leathers which will 
be popular all season. 


No. 1141 


Samples sent free upon 
NON RUST 


request of manufacturers. COMPOSITION 


COMPOSITION NORTH & JUDD MFG. CO. Cs saresorrices 
NEW BRITAIN, CONN. naw veut 


ALL LEADING 
JOBBERS SELL 
OUR PRODUCTS, 








Gi iP) sT. LOUIS 


ase HOR HARDWARE SAN FRANCISCO 
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We Have Been Asked This Question Several Times 


—< >< 
>< = 


- 


“How can you GUARANTEE FEDERAL ARCH-LIFTS 
—will they surely give relief?” 


(4 
Wy 
iy 
V 
M 
ti 


The answer is simple. We guarantee ARCH-LIFTS be- 
cause we know from the experience of a host of satisfied 
users that they will give the desired .relief—will quickly 
and permanently cure foot troubles. 


And because of this knowledge, and also because we 
believe that in principle and operation the ARCH-LIFT 
is the best arch supporting device made, we tell you that 
you can sell and resell it at a generous profit. 


The FEDERAL ARCH-LIFT works nature’s way. It 


supports and relieves because it lifts! 


No Rubber—No Metal—No Leather 


4 


Our striking window display, customer literature, selling 
chart, newspaper electros, etc., come to you with your 
first dozen order. They will materially assist your sales. 


Our convincing little booklet telling the story of the 
ARCH-LIFT is yours for the asking. Send for it today. 


FEDERAL ARCH LIFT MFG. CO. 


168 Dartmouth Street, Boston, Mass. 
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Men’s Business Good? 


T will be good if you have the shoes 
that men want. Men are buying All 
America shoes because they’re made 


rl ht— newest shades, lasts and patterns and because 


they like the price. 


Wake your men’s business up—add some All America Shoes. 


In stock at our nine distributing houses. 





Distributing Houses 


The Rice & Hutchins.........New York Company The Rice & Hutchins......... Baltimore Company 

The Rice & Hutchins .........Cleveland Company The Rice & Hutchins....:....Cincinnati Company 

The Rice & Hutchins..... St. Louis Shoe Company The Rice & Hutchins........... Chicago Company 

The Rice & Hutchins...........Atlanta Company The Atlas Shoe Company........... Boston, Mass. 
Joseph I. Meany & Co., Inc....... Philadelphia, Pa. 


RICE & HUTCHINS, Inc. 
10 High St., Boston, U. S. A. 











